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2.780 Ft. Long 


A High Pressure, Positive 


PNEUMATIC CONVEYOR | 


In operation for 
over sixteen years 


We design, manufacture and install reliable equip- 
ment, and have done so for forty-three years. 
Positive long distance conveyor systems. 

Wood-fuel furnace stokers. 

Dust-collecting systems. 

Storage vaults and unloaders. 


All for shavings, sawdust, hogged wood chips and 
similar materials. 


THE ALLINGTON & CURTIS 
Organized MEG. co. Incorporated 


1886 1888 


Factories and Offices: Saginaw, Mich. Boston, Mass. 
Offices: Chicago, Ill. New York, N. Y. 
» 





a 


This system handles 20,000 Ibs. of shavings and sawdust per hour. (100 tons 
per day) from a lumber mill to a cotton mill power house, a distance of 
over half a mile. 


























MOAZA0OrF Haar 


From the Circular Form Bit you obtain a life long ac- 
curacy of pattern. The life of the circular bit is longer 
too because you can turn it in its seat until the last small 
section of cutting edge remains. 


You may have this same satisfaction that thousands of 
Shimers Cutter Head users have had. Try a head or two 
on your Matcher, Moulder or Tenoner and be convinced of 
the dependability, accuracy and simplicity of Shimer Tools. 


Send for our Catalog and Pattern Book or write for de- 
tails of our tools. 


a> Samuel J. Shimer & Sons 


MILTON, PENNA. 
Cutter Heads for every service since 1868 | 














WANTED 


Additional high grade experienced 
lumber salesmen 


to sell products of following plants on a commission basis. 
Men only wanted who will take our account for all plants for 
small areas calling upon, at intervals of two weeks or less, 
every dealer in, and industrial user of, products made from 
logs. Each man will be our exclusive representative, but may 


represent, also, shippers from other regions. If interested ad- 
dress, giving references: 


E. B. HAZEN LUMBER CO. 


Merchandisers for Manufacturers 


Spalding Bldg., Portland, Oregon 


PLANT “B”: Mixed cars Fir PLANT “G”: Fir Cross 


Uppers & Commons for re- 
tail yards; Hemlock Dimen- 
sion, Spruce Shop, Pack- 
aged Fir & Hemlock Panels. 
Fir Car Siding & Decking. 
Cedar Siding & Shingles. 

PLANT “CC”: Select & No. 1 
Com. Timbers to 24”x24” to 
60’. Car Sills, Decking, 
Framing and Horizontal 
Sheathing. All Fir. 

PLANT “D”: K. D. Long Di- 
mension 22 to 28’ Small 
Timbers, Plank and Large 
Timbers to 12x12-28’. Above 
No. 1 Com. Fir. White Fir 
$u4”" to 6” EK. D 

PLANT “E”: Pine and Fir, 
Mouldings, table legs and 
other specialties. 

PLANT “F”: Fir House & 
Garage Doors, inside door 
frames, Mouldings, Finish, 
Casing, Base, Stepping, 
Hand Rail. 


Arms 
and other large sizes of Old 
Growth Douglas Fir. Clears 
Kiln Dried. 


PLANT “I”; Fir Plywood 
Panels with Fir, Larch, 
Hemlock, Alder Faces. Same 
Shaped, Sanded, Bored, Cut- 
out, etc. Packaged Panels. 


PLANT “K”; Cut to size Ply- 
wood from Plant “I” in con- 
junction with Fir, Larch, 
Hemlock, lumber, cut to size. 
All above worked into any 
and all finished articles 
which can be made of wood. 
Also a line of standard 
ready made furniture and 
novelties and built-ins all 
unpainted. 


PLANT “L”: Alder and Maple 
clear Dimension stock for 
furniture and toys. Also 
Alder Coat Hangers. 
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Relation Between 
Regional Development 


and Lumber Use 


ae YONE who is at all conversant 
with the development of lumber 

manufacture in the United States is 
aware of the coincident increase in the 
country’s population and wealth and the 
expansion of the lumber industry. The 
best illustration of this parallelism is af- 
forded by the contemporaneous growth 
of the Lake States lumber industry and 
the settling up of the nearby Prairie 
States. If the settlers pouring into the 
northern Mississippi Valley created a 
market for the products of the forests 
the lumbermen at the same time provided 
at what now seems to have been a very 
low price an essential as well as an ex- 
cellent material for the building of homes 
and other structures. 

It was to be expected, of course, that 
as the nearby forests were cut away there 
would be such a shifting in the source 
of supply as in itself would exert a 
powerful influence upon the tastes and 
habits of the people that hitherto had 
looked to these forests for their building 
materials. Aside from the vital interest 
these changes had and still have for lum- 
bermen they offer a field for interesting 
speculation as examples of the definite 
working out of economic laws so nearly 
universal in application as to comprehend 
the activities of all industries. 

During the periods of transition neither 
the individual lumber manufacturers nor 
the lumber industry could hope for im- 
munity from the operation of the eco- 
nomic laws. referred to. A change in 
source of supply meant generally a change 
of species and character of wood, which 
had to meet the reluctance of humanity 
to change its habits and tastes. Thus 
were opened opportunities for exploiting 
other materials, which created a prob- 
lem that still confronts the lumber in- 
dustry. With the entry of substitutes for 
wood came to lumbermen also the fear, 
if not the conviction, that the demand for 
and the use of lumber were declining. 

While general statements always are 
more or less hazardous, because of the 
necessary qualifications due to local dif- 
ferences, it may be said that the Pacific 
West in its turn is assuming the premier- 
ship as a source of softwood supply, in 
succession to Maine, Pennsylvania, the 
Lake States, and the South. While this 
may be true for the present generation 
of men, forestry and reforestation are 
factors to be reckoned with in a future, 
that perhaps is not so remote as the public 
and even some lumbermen have acquired 
the habit of thinking. 





There are still actively engaged in lum- 
ber manufacture a‘number of men who, 
owing to their many years of experience 
and their powers of acute observation, 
are able to make valuable contributions to 
the enlightenment of their fellows regard- 
ing the present and prospective fortunes 
of the lumber industry. A contribution 
of this sort made by Elbert L. Carpenter, 
president of the Shevlin, Carpenter & 
Clarke Co., and former president of the 
National Lumber Manufacturers’ Asso- 
ciation, is published elsewhere in this 
issue. What Mr. Carpenter says pos- 
sesses value from both the historical and 
the current viewpoints, and his essential 
optimism ought to hearten all lumbermen 
who read his statement. 





Inculcating Sound 
Principles of Lumber 
Merchandising 


For some time representatives 
of the Southern Pine Association, 

the membership of which orig- 
inally was principally made up of large 
mills, has been trying to bring home to 
the small mills of the southern pine re- 
gion the benefits of intelligent mer- 
chandising. The association’s mode of 
approach has been through improved 
manufacture, inspection and _ grading. 
The task has not been an easy one, but 
with a persistence worthy of the cause 
the work has been pursued until the re- 
sults begin to give grounds for encour- 
agement. 

Since much of the output of the smaller 
southern pine mills is marketed through 
wholesalers and since concentration plan- 
ing mill yards are a necessary factor in 
the distribution of the output of these 
mills, the association’s representatives 
have been laying the foundation for co- 
operation with these elements also. While 
the primary aim is to improve the quality 
of product, the ultimate purpose, of 
course, is to improve methods of mer- 
chandising. In fact, the task of the asso- 
ciation is to demonstrate the essential 
relationship between quality production 
and profitable merchandising. 

In a sense, the association has taken 
the initiative in this movement for better 
manufacture and merchandising as a 
measure of protection for the southern 
pine industry. But the major benefits 
ultimately must be reaped by the small 
mills themselves, for the association can 
supply them the information and perform 
for them the services that are indispens- 
able to the intelligent conduct of their 
affairs, and which for obvious reasons 
they could hardly secure in any’other way 
or from any other source. It is to be 





hoped for the sake of the small mills as 
well as for the welfare of the large mills 
and the lumber industry as a whole that 
the program of the Southern Pine Asso- 
ciation will have the loyal support of all 
concerned. 





Proposed Changes in 
Interstate Commerce 
Commission Rules 


Wi a view to cutting down the 
number of complaints filed with 

it and to lessen its labors gen- 
erally, the Interstate Commerce Com- 
mission in its recent annual report made 
several recommendations that if made 
effective by Congress will affect shippers 
of lumber to an important extent. The 
commission asks that Congress amend 
the interstate commerce act so as to limit 
the commission’s power to award repara- 
tion under the first four sections of the 
act to the period beginning ninety days 
prior to the date on which the complaint 
is filed, and to six months prior to the 
filing of complaint in case of over- 
charges. The commission suggests also 
that carriers’ right of action to collect 
undercharges be limited to six months 
from the time the right accrues. 

The commission recommends also that 
all actions for recovery of overcharges 
be begun within six months, instead of 
within three years as at present, from the 
time the cause of action accrues, with the 
exception that when the complaint has 
been filed in writing with the carrier 
within the six months period the limita- 
tion shall be extended to include ninety 
days from the time notice is given in 
writing by the carrier of the disallowance 
of the claim. The commission recom- 
mends further that complaints against 
carriers otherwise than for overcharges 
be required to be filed within ninety days 
from the time the cause of action accrues. 
There are also other recommendations in 
the report. 


It is evident, of course, that the recom- 
mendations of the commission are de- 
signed to reduce the number of com- 
plaints filed with it. In explanation and 
justification of its position the commis- 
sion says: “During somewhat recent 
years numerous agencies have been estab- 
lished in different parts of the country 
whose principal or sole business is to 
secure from shippers or consignees theif 
paid freight bills and power of attorney 
to bring complaints in the name of the 
one from whom such bills are secured. 
Usually an agreement is entered into that 
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instances expense bills are purchased out- 
right for insignificant sums. Wherever 
it is thought that there is any prospect of 
securing an award of reparation, com- 
plaint is brought before the commission, 
which necessitates hearing, decision, and 
preparation and printing of a report. The 
number of such cases is very large, and 
it is undoubtedly true that if it were not 
for the hope of securing reparation a 
majority of the complaints filed would 
not be presented.” 

Attention of the National Industrial 
Traffic League has been directed to these 
proposed changes in the law by Irwin 
Huseby, traffic manager Northwestern 
Lumbermen’s Association, who objects to 
them because they would prevent the 
proper presentation of legitimate claims 
by the members of his organization, many 
of whom must rely upon the traffic de- 
partment of the association for such 
service. No doubt, the objections raised 
by Mr. Huseby have the same validity 
with respect to other lumbermen’s organ- 
izations that they have to the Northwest- 
ern. Further particulars regarding this 
matter are given elsewhere in this paper. 


Outlook for New Con- 
struction During 1931 
Is Encouraging 


— construction in general and 
home building in particular offer 
the major outlets for lumber, espe- 
cially softwoods, the demand for lumber 
during 1931 will be determined by the 
construction of these classes projected 
during the coming twelve months. It is 
interesting, therefore, to take note of the 
available evidence regarding the struc- 
tures in plan and in prospect. One of the 
most reliable sources of information of 
this character is the offices of architects 
throughout the country. For several 
years the Architectural Forum has com- 
piled data on prospective construction 
supplied by architects. The Forum’s re- 
port and forecast for 1931 are sum- 
marized in tables reproduced elsewhere 
in this paper. 
Inasmuch as the need of shelter is as 
fundamental as the need of food, the 
building of homes must go on, and since 


lumber has declined in price that element 
of cost is favorable to expansion in the 
construction of detached occupant-owned 
frame dwellings. The statistical data al- 
ready referred to indicate a substantial 
increase in residential construction in 
1931. As has been often observed, build- 
ing activity contributes more than almost 
any other to the general prosperity. 
Hence, a forecast of increased construc- 
tion is by implication a forecast of gen- 
eral prosperity. 

Indications are that private construc- 
tion alone promises to afford a volume 
of demand that should stimulate activity 
both within and without the lumber in- 
dustry. When to this class of construc- 
tion are added the public undertakings in 
the building field inspired by a desire to 
relieve unemployment the aggregate vol- 
ume ought to assume prosperity propor- 
tions early in the current year. In fact, 
it is believed that construction by State 
and Federal governments, by quasi-public 
utilities, including the railroads and re- 
lated interests, definitely in prospect is 
sufficient to insure an early return to 
something like normal in the building 
volume. 





Through Rates From Canadian 
Points 


SEATTLE, WASH., Jan. 12.—Establishment of 
joint through rates on lumber and _ shingles 
from Canadian points, including Vancouver 
Island to stations in North and South Dakota 
and Nebraska via the Canadian National and 
the Great Northern railways are announced 
here by the Traffic Service corporation. The 
Great Northern, when the rates become effec- 
tive Feb. 1, can handle shipments through 
Northgate, Saskatchewan, from mills located on 
the Canadian National Railway. The rates will 
allow the Canadian National to enter points 
hitherto denied it. 

The rates will be from one cent to 3% cents 
higher than existing rates over the Canadian 
Pacific, the Great Northern and the Northern 
Pacific. Whether establishment of the through 


rates will produce a larger volume of lumber 
shipments will depend upon the ability of the 
Canadian mills to absorb the difference in rates. 





Rather Hopeful of Improvement 


New York, Jan. 13.—Charles Hill, general 
sales manager of the Southern Pine Sales Cor- 
poration, gave a rather hopeful opinion of the 
lumber situation this afternoon, although he 
said that conditions had not yet come to the 
point where there is anything to be enthusiastic 
about. 

“We are getting a little better business,’ Mr. 
Hill said. “The customers have a little more 
confidence and conditions are better than they 
were in November. I should say that we are 
getting a fair demand and I think business will 
come along better from this time on.” Mr. Hill 
added that yards are unquestionably buying 
closely to actual needs. 





Sales Nearly 20 Percent Above Cut 


[Special telegram to AMERICAN LUMBERMAN] 


Wasuinoton, D. C., Jan. 15.—Six hundred and three softwood mills of eight associations 
for the week ended Jan. 10 reported to the National Lumber Manufacturers’ Association pro- 
duction aggregating 154,367,000 feet, shipments, 176,100,000 feet, and orders, 190,028,000 feet. 
The week’s figures for production, shipments and orders follow: 


Softwoods— 


California White & Sugar Pine Mfrs.’ Assn..... 
Northern Pine Manufacturers’ Association...... 
Northern Hemlock & Hardwood Mfrs.’ Assn..... 
North Carolina Pine Association..............+. 
California Redwood Association..............+- 
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Hardwoods— 
Hardwood Manufacturers’ Institute 
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Northern Hemlock & Hardwood Mfrs.’ Assn.... 














No. of 

Mills Production Shipments Orders 
134 36,223,000 35,952,000 39,333,000 
224 86,354,000 90,453,000 104,777,000 
87 14,798,000 23,363,000 19,281,000 
25 3,557,000 11,663,000 11,466,000 
7 414,000 2,477,000 2,964,000 
18 1,147,000 461,000 570,000 
96 5,782,000 7,155,000 5,692,000 
12 6,092,000 4,576,000 5,945,000 
603 154,367,000 176,100,000 190,028,000 
202 12,157,000 15,504,000 16,446,000 
18 2,383,000 1,526,000 979,000 
220 14,540,000 17,020,000 17,425,000 


Los Angeles Situation 
Unchanged 


[Special teiegram to AMERICAN LUMBERMAN] 


Los ANGELES, CALIF., Jan. 14.—The local 
lumber situation remains about the same as last 
week, according to the report issued by twenty- 
four firms today. Unsold stock at Los Angeles 
harbor showed a slight decrease with 10,856,000 
board feet, cargoes arriving for the week 
totaling 9,908,000 board feet; nine were of fir 
with 8,725,000 board feet and one of redwood 
with 1,183,000 board feet. Sixty-five vessels 
are reported laid up and one operating off shore. 
The value of building permits for the first ten 
days of the month totaled $1,284,166. 





Western Pine Summary 


[Special telegram to AMERICAN LUMBERMAN] 
PorTLAND, OrE., Jan. 15—The Western Pine 
Manufacturers’ Association reports as follows 
on operations during the week ended Jan. 10: 


Total number of mills reporting, 87: 


Actual production for week....... 14,798,000 
oe EERE eee 23,263,000 
OPGSES TOCHIVOE 06 6c icccesessinee 19,281,000 
Report of 61 mills: 
Operating capacity .........cse08 50,087,000 
Average for 3 previous years..... 24,160,000 
Actual production for week....... 14,405,000 
Report of 86 mills: 
Average production ............+. 41,894,000 
ee eae ree 132,314,000 
Stocks on hand—Jan, 10......... 1,323,698,000 
Identical mills reporting, 61: 
Production— 
Operating capacity ............ 50,087,000 
Average for 3 previous years.. 24,160,000 
Week ended Week ended 
Jan, 10,1931 Jan. 11, 1930 
Actual for week.... 14,405,000 21,357,000 
Shipments ........ 22,649,000 27,894,000 
Orders received.... 18,567,000 24,967,000 
Identical mills reporting, 85: 
Production— 
Average for 3 previous years... 41,569,000 
Week ended Week ended 
Jan. 10,1931 Jan. 11, 1930 
Unfilled orders .... 131,898,000 120,172,000 


Gross stocks on 


Hand ..cccsecsses 1,307,717,000 1,205,040,000 
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QUERY 


Identification of Palisander Wood 


Please let us know what Polisander wood is.— 
INQUIRY No. 2,569. 


| This request comes from a retail lumber and 
building material dealer concern in Illinois. The 
more common name of this wood is Brazilian 
rosewood, and the spelling is more often pali- 
sander than polisander. In the English market 
it is sometimes known as Bahia rosewood and 
Rio rosewood, names derived from the ports of 
Brazil whence shipments are made. Palisander 
is in fact the rosewood of commerce. 

In color, rosewood or palisander is choco- 
late or violet brown, irregularly and conspicu- 
ously streaked with black. The wood is rather 
oily looking, the sapwood being nearly white 
and sharply but irregularly defined. The wood 
has a mild but distinctly fragrant odor, which 
gives rise to the name rosewood; this odor be- 
ing very characteristic, though it may not be 
present in wood from young trees. The wood 
is hard to heavy, with specific gravity (air dry), 
of 85 percent. It weighs about 53 pounds a 
cubic foot. The grain is mostly straight, but 
sometimes wavy. The texture is medium, and 
the wood has excellent cabinet qualities, is easy 
to work, holds its place well, and is durable. 
Some specimens are too oily to take a high 
polish.—Ebtror. ] 


Use of Short Lengths in Building 

The increasing importance of the small 
mills, particularly in the South, may properly 
direct attention to the great waste of some 
of the best material from the log. 

There are all sorts of short lengths less 
than 8-foot both in dimension stock (framing 
lumber) and boards. Much of this is clear 
material, especially that from butt logs. 

In ordinary house building the first thing 
a carpenter does is to cut up a lot of the 
standard length lumber into short pieces, not- 
ably for doubling around openings and for 
the very short studs over and under the 
openings. 

In a large proportion of houses built stock 
doors and windows are used, and ceiling 
heights vary but little so there is no reason 
why these standard short lengths accurately 
cut should not be carried in stock by the 
yards and sold at the same prices as the 
regular lengths. The mill can well afford 
to put these in at something less than stand- 
ard lumber and thus give the dealer a little 
extra for the handling. 

In sheathing and siding there are all the 
short spaces between openings, which can be 
covered with shorts salvaged from the mill 
waste. Then from the “edgings” at the mill, 
all the plaster grounds and furring strips of 
one kind or another can be salvaged. My 
own experience gave an increase of product 
by these savings of more than 16 percent. 

When you consider that the biggest cost 
of lumber is the log delivered at the mill 
and the mechanical conversion is a relatively 
small part, such saving should appeal to any- 
one in the game. 

I believe that any local dealer offering this 
ready-cut short material to the builders, sav- 
ing the latter a lot of time as well as the 
wages, would make a great hit. 

There are quite a number of families yet 
in the United States who do not own their 
homes—millions of them—and it is only a 
question of cost and terms to get them to 
build. 

It is generally conceded that the first move 
in business recovery from great depressions 
is the building of homes. Why not quit won- 
dering when the “hard times” are to end and 
just go ahead now and show what can be 
done under existing conditions? 

You can “take it from me” that every home 
builder who makes a start now and gets the 
wonderful bargain that present costs insure, 
will tell all his friends and it will become 
an endless chain. 

Forget the depression and consider that we 
are now down to solid ground and nothing 
more to fear.—INQuIRY No. 2,573. 


A 


AND COMMENT 


| The foregoing suggestions are made by a New 
York builder, who says he has had 40 years’ 
experience as builder and lumber manufacturer 
alternately, and that in the latter capacity he 
practiced the conversion of mill waste into 
building products, these byproducts covering the 
whole cost of converting the logs.—EDIror. } 


Flooring for Outdoor Dance Hall 


We would like some information in regard 
to what kind of flooring would be best to 
use for flooring a roof garden. 

This floor is to be laid on 
super-service oil station and used for danc- 
ing. It will, however, be exposed to all 
weather conditions during the summer 
months. But it could be covered with a 
temporary roofing during the winter. Any 
information you can give will be greatly 
appreciated.—INQUIRY No. 2,575. 

|The foregoing inquiry comes from the man- 
ager of an lowa retail yard. 

It is plain that the requirements to be met 
here are resistance to decay, smoothness of sur- 
face and absence of any quality that would be 
objectionable to the dancers, such as odor or 
stain that might result from the use of preserva- 
tives. 

Inasmuch as there is a definite trend toward 
the development of amusement structures of the 
kind mentioned, the problem presented by this 
inquirer deserves a special effort on the part 
of the lumber industry to solve it. The name 
of the inquirer will be supplied on request.— 
EDITOR. ] 


the roof of a 


Credit and Collection Methods 


We feel that at the present time there js 
no greater need for the retail lumber dealer 
than an efficient and thorough collection ang 
credit department. For some time we have 
been giving this phase of our business con- 
siderable thought and have somewhat im- 
proved our methods and, of course, at the 
same time improved the status of our busi- 
ness. 

The 


kind of year we 


have just passed 
through makes us realize more and more 
that it is necessary to iron out all the 


wrinkles and to change our methods of doing 
business according to the rapid change in the 
times. 


We are not desirous of adopting any ready 


made collection system or series of letters 
etc., but instead to make a complete study 
of methods used by successful dealers and 


also get information as to courses offered by 


organizations that specialize in this kind of 
service. 

Kindly advise us if you are able to give 
us the information.—INQuUIRY No. 2,572. 


[This inquiry comes from an Indiana retail 
lumber concern. In response have been sent 
cuttings of articles on credits and collections 
that have been published in the AMERICAN 
LUMBERMAN during recent months. Also, a 
booklet containing reprints of articles published 
in the AMERICAN LUMBERMAN many years ago 
has been sent. Evidently this inquirer wishes 
to get in touch with concerns able to give addi- 
tional information about present collection 
methods.—Ep!Tor. | 
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The fourth edition of the 
Lumberman’s Hand Book will 
be ready for delivery during 
the coming week. Owing to an 
extraordinary press of work in 
connection with the issue of the 
Standard Molding Book, and 


acres of good timber land are|is properly taken care of, but 
wild and wide of the mark.| if it is wasted recklessly as it 
Also many of the estimates of | has been the supply will give 
the yield per acre. 
there a piece of land can be| settled up. 

found from which a fabulous | 7 = 9 
quantity of fine timber can be 


Here and | out before the Territory is half 


The rope house at R. M. 


the revised catalogue and price} taken, but such are the excep-| Bradley’s shingle mill in Bay 


list of sash, doors and blinds, 
there has been an unavoidable 
delay in filling recent orders 


accordingly. 
for the Hand Book, the third 


contains 


edition being entirely ex- | 42,000,000 acres 
hausted. The fourth edition 
will include several new fea- 


tures including the log table of 
the Lumberman’s “Favorite” 
computations, together with a 
ready reckoner showing the 
contents of any given piece of 
lumber. 

* * 

Among the lumber districts 
of the future, Washington Ter- 
ritory bids fair to prove one 
of the most important on the 
continent. It has its limits 
however like all others, and 
though they are not yet very 
accurately defined people are 
beginning to find out that they 
exist. Much of the timber land 
has been burned over. More 
is too young and small for cut- 
ting, while a still greater area 
is on ground too rough for 


profit. 


stantly 


of the 


profitable working or _ too 
sparse in growth. Estimates} Atlantic States. 
of 25,000,000 and 30,000,000 





mountain ranges, water courses, 
timber and prairie lands. Of 
these probably 5,000,000 acres | has been somewhat retarded by 
of the most available lands will 
average 50,000 feet of good ee 
timber to the acre, or in the 
aggregate will yield the enor- 
mous quantity of 250,000,000,- 
the remaining 
37,000,000 probably as much 
more can be obtained with fair 
If properly conserved 
the forests of Washington Ter- 
ritory will undoubtedly yield 
more. But the ruthless destruc- 
tion of timber 
going 
stopped. Forest fires must end 
and the saplings must be al- 
lowed to mature. 


000 feet. On 


United States 
wood has been destroyed than 
used and the same is as true of 
Washington Territory as of the 


ber enough and to spare if it 


tions rather than the rule; they | City, Mich., was broken open 
are hunted diligently and prized | recently and 800 pounds of 
The 
an area of almost | 


Territory | rafting rope stolen. 
* * o 


including its| The work of driving piles 
|for the Nemaji boom on the 


Nemadji River in Wisconsin 


ithe cold weather. 


Messrs. Rockwell & Thomas, 
lumber merchants of Yonkers, 
N. Y., in renewing their sub- 
scription for 1881 perpetrate 
the following which is good 
enough to be embalmed in 
print: “Gentlemen: We inclose 
check for $3.15 for the year’s 
subscription to your estimable 
journal. We wood be ashamed 
knot to renew our subscription 
to such a spruce paper. We 
have always rejoist at its pros- 
perity and shall continue to 
pine for its appearance. You 
probably will not care to be 
board with any further remarks 
of this nature, so we will plank 
down the money with the best 
wishes for your further suc- 
cess.” 
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LUMBER MARKET REVIEW 


Southern Pine Orders Exceed Cut by 8!/5 Percent; 
Yards Buy for Stocking Up 


Southern pine mills reported a marked gain in new busi- 
ness during the week ended Jan. 10. The preceding week, 
orders were 15 percent under the cut, and last week ex- 
ceeded it by 8% percent, production remaining at practi- 
cally the same level. Irom all over the sales territory, 
orders have been coming in to replenish the depleted stocks 
of retailers. If any considerable part of the current inquiry 
from the yards is converted into orders, trade will be good. 
There is also an encouraging inquiry from industrial users, 
and from those figuring on public works contracts. The 
railroads have been placing a nice amount of business, and 
much more can be counted on. Mills favorably located for 
catering to the export market have recently found that 
more profitable than the domestic, and prospects for pine 
in South American markets are thought to be excellent. 
Common yard items have shown a tendency to stiffen. 


Western Pine Mills Report Larger Demand for Shop 
at Somewhat Better Prices 


While production of 61 identical Inland Empire pine 
mills during the week ended Jan. 10 was about a third less 
than in the corresponding week of last year, their bookings 
were only about a quarter less. Output was 29 percent of 
capacity, compared with 21 percent the preceding week. 
Shipments were more than fifty percent ahead of produc- 
tion, so that there has been a decided further reduction in 
stocks, and unfilled orders of identical mills make a larger per- 
centage of their stocks than they did at this time last year. 
An increasing demand for Pondosa shop is reported, and 
prices of all grades have been steadily strengthening dur- 
ing the last three weeks. In inch Pondosa, C selects and 
Nos. 2 and 3 are a bit stronger, but D selects are softer. 
In inch Idaho, D selects and No. 2 stiffened, but Nos. 1 and 
3 were a little off. 

In the week ended Jan. 10, California pine shipments and 
orders made nearly three times the small output. 

Western pine producers are encouraged by the fact that 
inquiry has been increasing, because of depletion of stocks 
of industrials and retailers, and that they have been suc- 
cessful in maintaining a firm price policy. Indications are 
that for a few weeks the industrial demand will be rela- 
tively better than the retail. 


Production on West Coast Only One-Third Capacity; 
Sales Greatly Exceed It 


Production of West Coast mills increased during the 
week ended Jan. 10 to about one-third capacity. Those in 
close touch with the sentiment among manufacturers be- 
lieve that it will not gain much further during the next 
month or two. Bookings were about one-third larger than 
during the preceding week, and exceeded the production by 
21 percent; they have averaged about twenty-five percent 
larger than output during the last three weeks. 

Business in the rail, domestic cargo and export markets 
has risen again to about early-December levels. 

Wholesale and retail buyers in the rail trade continue 
rather hesitant about forward business, but there are indi- 
cations of buying by the line-yards. Those showing dhe 
greatest interest in the market, however, are the industrial 
users, including the railroads, and those who are expecting 
to do heavy construction work. Buyers who want wide 
assortments are finding mixed car orders less easy to place, 


for stocks at many mills are seriously depleted as to popu- 
lar items. A few sellers are edging up their prices, but 
sales during the period ended Jan. 12 averaged about the 
same as in the preceding week, except that No. 1 boards 
were up 50 cents. 

In the Atlantic coast markets, stocks are becoming 
broken in assortment, and some orders are being placed 
with the mills, but the tendency is to confine them rather 
closely to immediate needs. Some bargains are said to 
have been available recently. There is uncertainty as to 
the February intercoastal rate, in regard to which there 
will be an early meeting of conference lines. 

California wholesale sales kept ahead of receipts during 
the week ended Jan. 10, though the market is slow. 

The outlook for foreign trade is unsatisfactory, but the 
total of parcel shipments is fair. 


Steady Reduction of Carolina Pine and Roofer Stocks 
Makes Prices Slightly Firmer 


Manufacturers of North Carolina pine are finding market 
conditions difficult, because consumption in their territory 
during winter is low, and they must meet severe compéeti- 
tion from western woods. The fact that production -has 
been held below the level of demand, however, has enabled 
them to keep prices fairly steady. Quotations are under 
pressure by buyers, who have recently been making low 
offers, but for the most part these are being refused. The 
mills, knowing that stocks of distributors are low, take re- 
cent inquiry as indication that there will be an early in- 
crease in buying, and believe more orders will soon be 
forthcoming at profitable levels. Box makers should also 
re-enter the market shortly for large amounts, for they 
steadily reduced inventories throughout last year. An en- 
couraging sign is that they recently placed some cargo 
orders, and another is that they want rush shipments. 

Long-continued curtailment and steady sales have 
greatly reduced stocks at the Georgia roofer mills, and are 
enabling manufacturers to take a slightly firmer attitude on 
prices. The stronger plants are not interested in offers of 
less than $12.50 for 6-inch, and some of them have been 
getting considerably more, despite the fact a few distress 
sales are being made by small operators. 


Nearly All Hardwood Consuming Groups Interested in 
Buying at Present Prices 


Hardwood manufacturers have been encouraged by re- 
leases of shipments on old orders from miscellaneous indus- 
trial consumers, especially for low grades, and a few large 
orders have recently been booked for these at current low 
prices. Reports from the furniture, automobile and radio 
industries all tell of greater manufacturing activity. The 
furniture industry produced about 40 percent less in 1930 
than in 1929, and while it is well stocked with finished 
products, it is expecting to buy soon for the new styles now 
being shown. The radio industry is said to have cleaned 
up all old stocks of finished products. The automobile in- 
dustry has been agreeably surprised by the large attend- 
ance at its shows, and by the sales prospects they have 
brought out, so that there is more activity at nearly all 
plants. Though flooring and millwork plants are not eager 
buyers, they are increasing their purchases, but insisting 
on low prices. Foreign trade is rather good, though prices 
are far from attractive, and inquiry is promising. 

Southern mills in the week ended Jan. 10 sold above 50 
percent more than their current low output, but northern 
sales were only about two-fifths the output. 


Lumber Statistics Appear on Pages 25 and 45; Market Prices and Reports on Pages 69 to 72 





AMERICAN LUMBERMAN 





January 17, 1931 








umber’s 1930 Sales Subnorma 


Lumbermen in general feel that 1930 was so poor a year 
for their product that 1931 can not fail to be better. Dur- 
ing the year the softwood mills—an average of 492 report- 
ing weekly—produced 77 percent as much as in 1929, and 
their sales also were 77 percent of the 1929. The hardwood 
mills reported production 71 percent as much as in 1929, 
and sales 64 percent as much. The course of the year’s 
trade as reported by the principal groups is shown on the 
accompanying graphs prepared by the statistical depart- 
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ment of the National Lumber Manufacturers’ Association. 

It is encouraging to know that economic authorities 
think the present deflation is too much below normal levels, 
in both volume of consumption and prices. The Harvard 
index of wholesale commodity prices dropped from 92.5 
to 74.8 during the year, or about 19 percent. Lumber prices, 
as shown by the accompanying chart, prepared by the AMErI- 
CAN LUMBERMAN, declined at least that much. 

Recovery in general business, it is felt, will be gradual 
from now on, especially as steps are being taken to release 
bank funds and thus stimulate activity. Authorities seem 
to agree that the present vicious circle of deflation will be 
broken principally by the undertaking of large programs of 
public construction, and in every political division, large 
and small, provision is being made for such work. 

Lumber should be one of the first and principal bene- 
ficiaries of such programs, because large amounts will be 
called for. The mills have accumulated stocks during the 
year, but their accumulations are not as burdensome as 
might be thought. Shipments of a weekly average of 636 
softwood mills have in fact amounted to 97 percent of their 
1930 production, and those of the hardwood mills to 89 
percent of their production. The holdings of retailers and 
industrial consumers, on the other hand, are generally con- 
sidered low. 

As the pervasive influence of high interest rates has been 
one of the chief causes of the present depression, the fact 
that discounts are being reduced in banking centers every- 
where will be a powerful influence toward business re- 
covery, and especially in such long-time investment fields as 
construction. 

In overseas markets, American lumber exporters are find- 
ing competition keener, and that funds are scarce. But 
here, too, easing up of money rates would encourage in- 
vestment and go a long way toward reviving demand for 
lumber. 

Demand for lumber in all domestic fields depends to 
large extent on improvement in general business. City 
construction during 1930 was at such a low point that it 
would be surprising if it did not gain during 1931, but 
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there seems to be no reason for expecting a decided in- 
crease in farm consumption. In both fields, postponed new 
construction will naturally result in an enlarged demand 
for repairs and modernization, and from supplying this 
progressive retailers have been reaping a fair harvest of 
sales. 

Those who specialize in guiding the purchasing policies 
of industrial buyers through statistical research all agree 
that lumber prices are at bottom. They are at such un- 
profitable levels that production in the early part of this 
year will be small. Railroads to some extent have followed 
recommendations to purchase now, and their orders should 
nicely bridge the gap between the first of the year and the 
starting up of public construction programs. 


Southern Longleaf and Shortleaf Pines Demand Slow; 
Prices Show Large Decline 


Southern pine demand continued below production dur- 
ing the greater part of 1930. At no time during the year 
was the production up to the 3-year average, and it ran 
about 30 percent below the 3-year average during the 
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second half of the year. As a result, there was a steady 
gain in gross stocks and a steady decline in unfilled orders. 

These statistical conditions resulted in a weakened 
market. F. 0. b. mill prices on Jan. 4, 1930, and Jan. 3, 
1931, compared as follows on a few of the principal items: 
Flooring, flat grain, B&better, 1x4-inch, 10- to 20-foot, 
$40.22 and $31.98; shortleaf dimension, No. 1, 2x4-inch, 
12-foot, $26.25 and $20; shiplap, No. 2, 1x8-inch, 10- to 
20-foot, $19.84 and $15.29. 

Retail trade during the year was largely confined to hand- 
to-mouth buying. There was a subnormal: amount of resi- 
dential construction in all sales territories, and repair and 
modernization jobs often called for only small lots. Re- 
tailers as a rule were very cautious in their purchases, and 
the general report is that they have ended the year with 
extremely low stocks. 

_ Industrial buying was also slow, but here, too, it is be- 
lieved, consumption exceeded purchases, so that stocks of 
industrial consumers everywhere are low. This is espe- 
cially true of the railroads, many of which hold southern 


pine in high favor, and have programs for 1931 that call 
for the consumption of large quantities, for both car build- 
ing and track work. 

Export trade in southern pine held up remarkably well 
in face of general conditions, principally because special 
efforts were made in the West Indies and Central and 
South American markets, especially in the promotion of 
treated timbers. 

North Carolina pine has been depressed for several years, 
and during 1930 held its price levels, more especially on 
upper grades, well. Edge, B&better, 4/4, which in January 
averaged $46.20 in December was at $43.60, and B&better 
flooring, 13/16x2%4-inch, which in January was $42.45 in 
December was $38.10 f. 0. b. Norfolk, Va. Georgia roofers, 
however, declined still further; the January price of 6-inch, . 
Macon, was $17.95, and the December, $13.20. 


Douglas Fir Output Steadily Curtailed During 1930; 
Prices Move Downward 


Douglas fir sales during most of the first half of 1930 
were well below production. The production, for part of 
March and April, was up to the 3-year average, but from 
then until the end of the year there was a steady decline. 

The West Coast producers suffered perhaps more in 
foreign trade than in any other division of their market, and 
naturally the mills that lost export business were seeking 
a place in the domestic market. Business with China and 
Japan was off because of disturbed political conditions in 
the former country; practically all South American coun- 
tries were in economic straits that later resulted in revolu- 
tions; a financial crisis in Australia caused the erection of 
prohibitive tariff barriers. While there was a helpful gain 
in business with Europe, Russian competition was begin- 
ning to make itself felt there, as well as in other markets. 

Atlantic coast markets had smaller requirements than 
in the preceding year, but through aggressive merchandis- 
ing there were fresh outlets found for Douglas fir. In the 
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first part of the year, the eastern markets remained fairly 
steady, but were oversupplied and began to weaken. Busi- 
ness was greatly disturbed by uncertain cargo rates, which 
about a year ago were $14, and in a few cases were as low 
as $8 toward the end of 1930. 

The California market during the greater part of the year 
was unreceptive, but the holding down of shipmerts went 
a long way toward keeping prices there steady, and toward 
the end of the year there were signs of a pick-up in con- 
struction. 

Rail trade throughout the year was hesitant and hand- 
to-mouth, retailers taking no more than their urgent needs 
and the railroads and most industrial consumers making 
every effort to reduce their stocks of raw material and hav- 
ing small current needs. Rail trade prices suffered severely 
during 1930, as a comparison of those on three items, on 
Jan. 6, 1930, and Jan. 5, 1931, will show: Flooring, vertical 
grain, B&better, 1x4-inch, $41.50 and $31.75; No. 1 dimen- 
sion, 2x4-inch, 12-foot, $16 and $12.25; boards, No. 1, 1x8- 
inch, $18 and $12.75. 


Soft Pine Factory Lumber in Slow Demand During 1930; 
All Species Weaken in Price 


Only during a brief period in the spring did production 
of Inland Empire pines exceed the 3-year average, and from 
then it steadily fell off until the end of the year, although 
summer is usually the period of peak production in this 
region. Bookings during the middle six months of the year, 
however, were well below output. Unsold stocks increased 
from March until August, but thereafter were gradually 
reduced. The trend of prices was rather steadily downward 
until September or October, when some recovery took 
place. Factory lumber was especially weak, though there 
had been a decline also during 1929. The Jan. 8, 1930, and 
Jan. 7, 1931, prices of a couple of leading items compare 
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as follows: Pondosa shop S2S, No. 1, 5/4 and 6/4, $32.58 
and $24.79; Pondosa boards, S2S, No. 3, 1x8-inch, all 
lengths, $19.44 and $16.26. 

California pine production during 1930 at no time reached 
the 3-year average, and in relation to that average figure 
there was steady curtailment during the last eight months 
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of the year., During the first three months of the year the 
bookings and shipments were considerably in excess of the 
cut and stocks were reduced. I*‘rom May to September, 
business was considerably below output, but as production 
fell off in the last three months of the year the shipments 
and orders were well maintained and climbed above it. 
That the year’s production was pretty well balanced against 
sales is shown by the fact that Dec. 1 inventories of identi- 
cal mills were only 2.1 percent larger than on the same 
date of 1929. There was, however, a considerable drop in 
prices, as shown by comparisons of those on two leading 
items. On Jan. 7, white pine No. 1 shop, 5/4 by all widths, 
was $37.20, and on Dec. 30, $26.85; No. 3 clear white pine, 
4/4 by all widths, which on Jan. 7 was $36.40 by Dec. 30 
had dropped to $26.70. 

Arkansas soft pine sold well during the first part of the 
year, especially shed stock and flooring, but demand de- 
clined and prices began to weaken during the second half, 
so that output had to be greatly curtailed. Factory users 
were poor buyers during the greater part of the year, but 
at the year-end there were indications of some pick-up. 
Flooring, B&better, flat grain, 1x4-inch, which on Jan. 4, 
1930, was $40.25, on Dec. 20 reached $33.25; and No. 1 
dimension on the same dates sold at $24.25 and $19.50. 


Industrial and Building Markets for Hardwoods Were 
Poor During Last Year 


Hardwood producers had a poor year, because there was 
such a drastic reduction in consumption by automobile and 
furniture manufacturers, and also by the millwork and 
flooring plants that supply the building trades. The buying 
of furniture makers and exporters kept up much better than 
did that of automobile, millwork and flooring plants. Hard- 
wood producers had entertained hopes of more extensive 
sales for residential work, especially of panels for interiors, 
but the times were not favorable. 

Production during 1930 by identical southern mills was 
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only 71 percent of that for 1929, and northern mills re- 
ported their production 70 percent of 1929. 

Southern mills, practically from the first of the year, 
steadily reduced their production in relation to the 3-year 
average, and in relation to capacity. But from March to 
August inclusive the bookings and shipments were behind 
the cut. During the first seven months of the year mill 
stocks climbed rather steadily, but thereafter showed little 
increase, as the cut had been stabilized at about the level 
of demand. The year’s bookings of southern mills 
amounted to 89 percent and the shipments to 93 percent of 
the production. 

Northern mills maintained a stable market during 1930, 
but there has been a considerable increase in mill stocks, 
for the year’s bookings at identical mills have amounted 
to 56 percent and the shipments to 70 percent of the pro- 
duction. 

Southern hardwood prices, however, weakened consider- 
ably, and at the year-end were at such a low level that 
forward orders were unacceptable to many mills. Plain 
red gum, FAS, 4/4, which on Jan. 7, 1930, was $97.25, on 
Dec. 30 reached $78. Plain sap gum, No. 1 and select, 4/4, 
which on Jan. 7 was $45.25, on Dec. 30 was $31.50. Plain 
white oak, No. 1 and select, 4/4, declined from $45.25 to 
$31.50. These prices are on Chicago basis. 

Flooring prices suffered during 1930 along with those of 
other hardwood items. Southern quartered white oak, 
13/16x2'%4-inch, second grade now renamed clear, started 
out in January at $78, rose to $80 in March and $81 in April, 
but declined to $78 in August, and in October touched its 
low point of $75, rising to $76 in November, these prices 
being at Chicago. Northern maple second grade 25/32x2%- 
inch, which started the year at $74.40, touched its peak of 
$75.30 in February, was about $71 by the middle of the 
year, reached its low point of $64.11 early in December, 
and thereafter rose to $66.70, flooring mill basis. 

There is reason to think that factory consumers hold 
less hardwood than they do softwood, for most of them 
have been heavily curtailing their own operations and re- 





The auto- 


ducing their inventories during the last year. 
motive and furniture industries are therefore expected to 


be better buyers following their spring shows. The out- 
look for sales to the railroads is quite encouraging. There 
should be a much heavier building demand during the new 
year as a result of the large programs of public construc- 
tion now planned. There is in fact, good reason for be- 
lieving that hardwood producers should have better returns 
in 1931 than they did in 1930. 








Exclusive Sales in Oklahoma and 
Southern Kansas 


Wicnitra, Kan., Jan. 12—Through arrange- 
ments recently completed and officially an- 
nounced, the Rounds & Porter Co., of this city, 
will have exclusive sale of Pickering products 
in Oklahoma and southern Kansas. Owing to 
the increasing demand in this section for white 
pine products, the Pickering Lumber Sales Co. 
turned to the Rounds & Porter Co., with its 
five wholesale warehouses and its numerous 
traveling salesmen, to supply a merchandising 
set-up adequate to satisfy the white pine and 
sugar pine requirements of the retail lumber 
dealers. 

The mills of the Pickering company are lo- 
cated in Standard, Tuolumne and Sonora, Calif., 
with a new plant under construction at Alturas. 
The immense timber holdings of the Pickering 
comparly contain some of the largest and finest 
white pine and sugar pine on the West Coast. 

L. V. Graham, general sales manager for the 
Pickering company, will maintain offices in 
Kansas City, Mo. It is believed that with the 
general offces in Kansas City, lumber orders 
can be handled with more dispatch than if they 
were located in California. 

Vernon Walling is manager of the Rounds 
& Porter Co., with offices in Wichita. This 
company operates jobbing plants in Tulsa, 
Shawnee and Altus, Okla., Dodge City and 
Wichita, Kan. In each city where a plant is 
located, one or more traveling salesmen make 
their headquarters. For a number of years 
this ¢ mpany has been engaged in distributing 
buildag materials to the lumbermen through- 
out Wklahoma and southern Kansas, its spe- 
Cialty being distribution of lumber in carload 
lots. While the Rounds & Porter Co. has been 


selling white pine and sugar pine in carlots for 
a number of years, it has not heretofore spe- 
cialized on selling lumber as it now is doing. 
The Pickering slogan is “Pick of the Pines”; 
the Rounds & Porter slogan is “Reliable Prod- 
ucts.” These brief slogans tell the complete 
story of what these two great organizations can 
render in the way of service to retail lumber 
distributers. 





Possible Chain Steve Legilation 


St. Paut, Minn., Jan. 13.—Certainty that an 
anti-chain store bill—some measure that would 
impose extra taxes on concerns operating “chain 
stores’—will be introduced in the present 
session of the Minnesota legislature, just opened 
here, is causing lumbermen some concern, since 
line yards, in measures introduced in the past, 
have been considered as coming under the 
classification of “chain stores.” 

In a recommendation made to the legislature 
yesterday the State tax commission said: 

The growth of chain stores is a modern 
development in merchandising, and while 
the system is not without merit, it has made 
serious inroads in the business of locally 
controlled stores owned by citizens interested 
in local activities and in local welfare, in 
contrast with chain store ownership inter- 
ested primarily in the amount of profits that 
may be taken out of the local community. 

This commission is therefore of the opinion 
that the question of enacting a law imposing 
special license taxes on chain stores is a sub- 
ject worthy of serious attention of members 
of the legislature. 


A bill providing for such a tax was intro- 
duced in the legislature two years ago, but 
was successfully combatted by lumbermen and 
and others. 


Wood Stables Best for Race 
Horses 


New Or.eans, La., Jan. 12.—Thoroughbred 
race horses can not live and remain healthy in 
stables built of concrete, brick, or other fire- 
proof materials and their use at the race 
courses is impractical, according to Col. John 
P. Sullivan, board of directors’ chairman for 
the Louisiana Jockey Club, who declared that 
wood only may be used. The Louisiana Jockey 
Club owns and operates the Fair Grounds, fa- 
mous race track in New Orleans, and his state- 
ment was occasioned by an editorial in a local 
newspaper urging the erection of fireproof 
stables following the death of several horses 
in a blaze at the track. After outlining the steps 
taken by the Jockey Club to prevent fires, and 
to minimize losses, Col. Sullivau said: 

Fireproof, concrete, brick and other non- 
inflammable materials have been used in the 
construction of barns for thoroughbred 
horses, but the thoroughbred horse can not 
live and remain healthy in such a barn. 
Experience has shown that the frame wooden 
barn is the only kind suited to house the 
thoroughbred horse, and in the few instances 
where fireproof buildings were attempted, 
the owners demolished them and substituted 
frame buildings. 


The valuable horses at Idle Hour Farms, 
owned by Col. E. R. Bradley, according to Col. 
Sullivan, are kept in wooden barns. He quotes 
opinions of William Hurley, trainer for Idle 
Hour Farms, John Partridge, of Valley Lake 
Stable, Mose Goldblatt, trainer of the Whitney 
Stable and an owner in his own name, and 
Frank Kelly, superintendent of the Jockey Club 
Tract, in support of the use of wooden barns 
exclusively. 
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Many Thousands Go Back To Work 


Steel and Auto Plants Resume + Other Industries Begin to Hum 


Three of the country’s largest industries have called back 
a large number of their men during the last week and 
started in on an increased production program for 1931. 
The automotive industries lead in this revival, while the 
Other industries al- 
ready feel the encouraging upward trend and reports from 
all over the country show that the unemployment situation 
has been relieved to a considerable degree since the first of 


railroads and the steel mills follow. 


Chicago—Steel mill operations were re- 
ported at the beginning of the week to be 
about 40 percent of capacity as compared 
with 20 percent at the end of last year. In- 
creased specifications considered sure to 
come from automotive and railroad buyers 
in the next few weeks promise a further in- 
crease before the first of next month. Steel 
sheet mills in the Chicago district are ex- 
pected to go on better schedules next week. 
Steel wire mills were operating at around 
35 percent in the West before the holiday 
shutdown, and are now expecting to increase 
their forces shortly. The trade shows a 
distinct improvement since the first of the 
year and with the increased buying of the 
railroads which is to be expected this upward 
tendency will grow stronger. Big steel or- 
ders have been placed by the Pennsylvania 
Railroad, amounting to about $8,500,000 in 
rails and $15,000,000 in attachments, frogs, 
switches, tie plates etc. The Inland Steel 
Co. sheet mills at Indiana Harbor resumed 
operations after a short period of idleness 
and the Milwaukee sheet mills are expected 
to resume soon. Pittsburgh, Youngstown 
and Birmingham steel producers have in- 
creased output and another sharp gain is pre- 
dicted, particularly in the South. 

Railroads are also putting back men in 
this section and elsewhere. The Chicago & 
North Western is putting 7,000 men back 
to work on a 3-day basis, half of them being 
in the Chicago section. The Monon has 
called back 800 shop men, the Rock Island, 
Illinois Central and Santa Fe also rehiring 
a large number. The Santa Fe has a build- 
ing program in Texas, Oklahoma, Colorado 
and New Mexico which calls for expendi- 
tures this year of about $6,000,000. The 
Texas & Pacific has hired 1,000 men and the 
Fort Worth & Denver, 374. More than 8,000 
employees of the Southern Pacific have been 
put back to work, mostly in shops, though 
some on maintenance. 


Detroit, Mich—The Ford Motor Co. has 
increased its payroll by 75,000 men beginning 
Monday, Jan. 12, and normal employment is 
predicted soon. The River Rouge plant, 
which has been idle since Dec. 18, has re- 
employed the greater portion of its men on 
a part-time basis. Last week 6,500 men 
were added to the payroll. The Hegewisch 
assembling plant in Chicago has recalled 
1,500 men and it is believed that more will 
be added in the next two months. 

The Buick Motor Car Co. at Flint has 
recalled 1,700 men, increasing its force to 
13,500, the Cadillac Motor Car Co. reports a 
normal force working on a 7-hour, 5-day 
basis. The Chevrolet Motor Co. is work- 
ing two shifts with a total of 32,000 men on 
a 32-hour basis. The Hudson plant has also 
added men. It is reported that the 6,000 
men recalled to the Cadillac factory was a 
gain of from 500 to 750 over the number 
employed when that factory shut down on 
Dec. 18, 


the year. 
provement. 


Washington, D. C.—The road building 
program getting under way in all parts of 
the country is showing encouraging prog- 
ress. Reports to the President’s employ- 
ment committee during the last week show 
New Jersey and Delaware State highway de- 
velopment programs already started and nu- 
merous local contracts let in many places 
from California to Georgia. South Carolina 
has contracts let for 200 miles of concrete 
road. The Louisiana highway department 
has received bids on 200 miles of road and 
Alabama for 263 miles with five bridge proj- 
ects. New England road construction has 
already begun. The prospect for work for 
an additional 100,000 men is announced by 
the chief of the bureau of public roads of 
New York State. All of this means that 
many laborers will begin drawing regular 
pay within the next few months, some of 
them immediately. 


El Paso, Tex.—The Southern Pacific Rail: 
way shops returned 850 employees to work 
last Monday after a layoff, promising full 
time for a month at least. 


Buffalo, N. Y.—The New York Central 
shops have re-employed 1,000 men at the 
East Buffalo and De Pew shops after a lay- 
off of several weeks. 


Paducah, Ky.—The Illinois Central shops 
have reopened after having been closed down 
since Sept. 9, taking back 400 men. 


Waterloo, Iowa—The Illinois Central 
shops here have been ordered on a normal 
operating schedule, fifty men returning to 
their positions in the locomotive repair de- 
partment while others who have been on 
part time will resume full time. 


North Little Rock, Ark.—The Missouri 
Pacific has reopened its shops here which 
have been closed since Dec. 13, giving work 
to more than 1,000 men. 


Sedalia, Mo.—More than 200 employees of 
the Missouri-Kansas-Texas shops have re- 
turned to work after the holiday shutdown 
while 1,200 shopmen of the Missouri Pacific 
who have been laid off since Dec. 12 have 
returned to work. 


Roanoke, Va.—The Norfolk & Western 
Railway Co., which took back 2,800 shop 
men during the first week of January, added 
700 maintenance-of-way workers who had 
been laid off three or four weeks ago, mak- 
ing a total of 3,500 men returning to work 
for that road since Jan. 1. 


Cleveland, Ohio—A survey by the Cham- 
ber of Commerce shows 69 concerns here 
planning to increase their payrolls this 
month. Eleven industries have already 
added 1,337 employees this week and promise 
more jobs in a short time. In addition to 


this the Hupp Motor Co. has put back 500 
of its old employees. 


On Jan. 8 the Sher- 


All indications promise a continuance of im. 

The following brief items are selected from 
the telegraphic reports coming in from every direction, 
Some of this increase in employment is seasonal, automo- 
bile production generally picking up somewhat at this 
time of year, but there is a very real progress towards re- 
habilitation throughout the industrial world shown in this 
survey of the first two weeks of 1931. 


win-Williams Co. placed on full time 5,400 
men who have been working on the “stag. 
ger” system. One thousand employees have 
already been recalled by one clothing com- 
pany alone. The city is planning $200,000 
worth of improvement in the city parks 
which will give work to many men. 


St. Paul, Minn.—The Great Northern and 
the Northern Pacific railroads have called 
back 4,000 shop employees after a shutdown 
of two weeks. 


Newark, N. J.—The Central Railroad of 
New Jersey has reopened the shops which 
had been shut down with more than 1,000 
skilled workmen returning to their jobs. 
About 1,500 men have been put to work in 
this city on a city railway project. 


Moline, Ill—The Deere & Mansur imple- 
ment shops have now at work a complete 
force of 400 which is equal to that con- 
cern’s roll of a year ago and other factories 
here announce immediate increases in their 
forces. Rock Island and Davenport also re- 
port increases in employment. 


Indianapolis, Ind.—The Beech Grove re- 
pair shops of the Big Four Railroad re- 
opened with 1,910 men on a 5-day, 8-hour 
basis. The Ford plant here has called back 
600 men. 


Kalamazoo, Mich.—Kalamazoo plants an- 
nounce plans to start work within 30 days 
and four factories in Belding have resumed 
normal activity. The Kalamazoo Stove Co. 
and the United Corporation of America an- 
nounce increased employment. 


San Francisco.—The reopening of the 
large San Francisco mill of the Western Su- 
gar Refinery was announced and the regular 
force of 1,000 men and women will be re- 
employed without any reduction of wages. 


Birmingham, Ala.——The Ensley rail mills 
of the Tennessee Coal, Iron & Railroad Co. 
plan resumption of operations next week 
after being idle since last September. 


Camden, N. J.—The RCA-Victor plant 
has reopened after a month’s suspension af- 
fecting about 4,000 workers. 


New York, N. Y.—The city has put 15,000 
men to work three days a week on municipal 
park improvement work. 


Los Angeles, Calif.—Reports here promis¢ 
employment for between 2,000 and 3,000 
workers soon by reason of the expansion 0 
fourteen industrial plants and the opening 
of eleven new concerns. 


Youngstown, Ohio—The Republic Steel 
Corporation reports 10 percent increase in its 
operating schedule and from 250 to 300 men 
have returned to work at the Niles sheet 
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plant. Eight units of the plant are under 
power after a brief period of inactivity. The 
Newton Steel Co. also reports a 10 percent 
increase in operating schedule. 


Dallas, Tex.—F ive southwestern lines hav- 
ing shops here have put about 500 additional 
men to work. 


St. Louis, Mo.—Construction of a munici- 
pal auditorium at a cost of $4,000,000 was 
ordered by Mayor Victor Miller as the first 
step in the city’ s program for relief of un- 
employment in the building trades. 


Sherman, Texas.—The Frisco shops here 
have just taken back 135 men. 


Philadelphia, Pa.—Municipal construction 
work to the amount of $41,539,559 is under 
way or about to be started and the mayor 
reports that about $40,000,000 in private 
building construction will begin soon. 


Schenectady, N. Y.—Bertram L. Delack, 
manager of the General Electric Co.’s works 
here announces that work will soon begin 
on the construction of a power generating 
development that will cost $4,000,000 putting 
a large number of men to work. 


Tacoma, Wash.—The St. Paul & Tacoma 
Lumber Co. put 600 men to work when Mill 
B, the planing mill and the shops resumed 
operation last week. Another 100 will go 
back to work next week when Mill D is 
scheduled to open. 


Thomson, Ga.—A wood box factory opened 
here last Friday, giving employment to 75 
men. 


Pittsburgh, Pa.—Reports here indicate that 
about 12,000 workers will have resumed 
work within a few more days, most of them 
having already been recalled by the steel 
and rail mills. 


Worcester, Mass.—The Osgood-Bradley 
Car Co. has announced that a contract for 50 
cars will provide full time employment until 
April for 1,000 employees. 


Rockford, Ill_—Several hundred men have 
been put to work in the furniture factories 
here, getting out a big special order for the 
Government. 


Laurel, Miss.—Nearly 500 men returned to 
their jobs in this city during the week. One 
unit of the Masonite Corporation plant resumed 
operating on full time, placing more than 340 
men. The second unit will start up next week 
calling back more than 125 men, it is stated. 
The new furniture plant here now under erec- 
tion will soon be in operation giving jobs to 


more men. 
Edinburg, Ind.—Two factories resumed 


business here after a shutdown of several 
months. The Amos-Thompson veneer mill 
and the Edinburg Cabinet Co. have put sev- 
eral hundred men back on full time. 


Hollywood, Calif—Paramount studios will 
spend several million dollars in the next four 
months on new productions which will give 
work to many men in building up sets, etc. 


Rice Lake, Wis.—The Edward Hines 
Lumber Co.’s mill has employed 125 more 
men to handle the shipment of logs which 
has been coming in. About ten cars of 
50,000 feet a day are being cut. The num- 


ber of men pews: is now about two-thirds 
of a full cre working ful full shift. 


Castleberry, Ala—The plant of the Bis- 
sell-Alabama Lumber Co., which has been 
idle for a long period, has resumed opera- 


tions. 

Toledo Ohio—The International MHar- 
vester Co. announces plans for a new build- 
ing to be added to its plant at a cost of 


$300,000. 


Sharon, Pa.—Six hundred men will go to 
work in the plant of the Sharon pressed steel 
works which have been purchased by Phila- 
delphia interests and new equipment in- 
stalled. 


Newark, N. J.—The Thatcher Furnace Co. 
with a plant in Newark and one in Garwood, 
will go back to 90 percent of full time pro- 
duction, 700 additional men being put back 
to work. 


Grand Rapids, Mich—The De Vaux-Hall 
Motor Co. will employ 400 men on March 1 
when its new factory opens, it is announced. 


Tiffin, Ohio—The United States Glass Co. 
reopened putting more than 800 workmen 
back on part time schedules. 

Freeport, Ill—The Rawleigh industries, 
essence and drug manufacturers here, put 
their factories on an eight-hour basis with 
nine hours’ pay. 


Philadelphia, Pa—Employment for about 
1,000 men will be given through five con- 
tracts for dredging the Delaware and Schuyl- 
kill rivers which have been awarded by the 
United States engineering corps at the Phila- 
delphia office totalling $1,250,000. 








Florida Pine Exports Good 


JACKSONVILLE, FLA., Jan. 12.—Market con- 
ditions in this territory show a slight improve- 
ment, although demand leaves much to be de- 
sired. Orders are coming in a little more 
freely, with inquiries increasing. Prices are at 
the same levels as for the last few weeks. 

Most longleaf and shortleaf manufacturers 
resumed operations shortly after New Years. 
Sales of common grades are just about keeping 
abreast of production. The export market con- 
tinues good, and most of the southern Florida 
mills are making as much as possible of their 
timber into export items, 60 to 75 percent of it 
in some cases. Shed stock and finish in the 
upper grades is moving very slowly, and only 
in mixed cars. A few straight cars of lower 
grades of flooring, ceiling and siding are being 
taken. There are large stocks of framing at 
most of the mills, and this item is not being 
taken readily, with prices weak. The roofer 
market remains dull, with scarcely enough busi- 
ness to warrant operation of mills. Most of 
the larger manufacturers have closed down, or 
have greatly curtailed production. Stocks are 
low at consuming centers, but large at the mills, 
and prices are the lowest in many years. 

The cypress market has somewhat improved 
since the first of the year. There are a good 
many live inquiries out for tank and FAS in 
6/4 and thicker, and prices are satisfactory in 
comparison with those on other grades. The 
common and factory grades are also in fairly 
good demand, although orders are in most cases 
badly mixed. Little upper grade stock is mov- 
ing, except in small lots. Mill stocks are in 
excellent condition. There is plenty of all 
grades and thicknesses, except 10/4 and 12/4 
FAS and tank in thoroughly air seasoned stock. 
A good quality of lower grade material is mov- 
ing to the Florida trade. 

Hardwood manufacturers report a slight im- 
provement in their market. A number of firm 
contracts will be placed by the furniture manu- 
facturers in North Carolina and Virginia this 
month. A considerable amount of this business 


is being held up until after the furniture shows 
in Chicago this month. Stocks at the factories 
are down to the lowest point in years, and 
despite the fact. that manufacturers are over- 
stocked with the finished product, there should 
be a vast improvement in demand from the 
furniture trade this spring. Logging conditions 
are bad, heavy rains having fallen over the 
entire southeastern territory during the last 
thirty days, and many of the mills are closed 
down temporarily on this account. 





Start Modernizing Campaign to 
Relieve Unemployment 


New York, Jan. 13.—A campaign for mod- 
ernizing the homes and business buildings in 
Amityville, L. I., as a means of aiding the un- 
employed, has met with local response and has 
also received the endorsement of many notable 
men, including Gov. John Garland Pollard, of 
Virginia, and Arthur Woods, chairman of the 
President’s Emergency Committee on Employ- 
ment. 

The co-operative program, sponsored by all 
business men in Amityville, will be started im- 
mediately, according to Henry Wiggs, an ex- 
ecutive of the Nassau Suffolk Lumber & Sup- 
ply Corporation and chairman of the Amityville 
unemployment committee. 


The program of remodeling and modernizing 
is believed to be the first of its kind started in 
the country, and was launched last week at a 
meeting of merchants and others interested in 
community welfare in the Amityville area. 


The general details of program were outlined 
in a resolution, in part, as follows: 


WHEREAS, We believe that in the better 
business era which is bound to come, those 
communities and those enterprises which get 
their organization in order now, while labor 
and capital are available, will profit most and 
best when the existing period of depression 
is over; 


WHEREAS, We believe that our stores, our 


office buildings, our residences, and our gen- 
eral aspect and front are deserving of out- 
ward improvement; now, therefore, we are 

Resolved, Unitedly to take steps to bring 
about this general improvement, each one 
pledging himself to build, alter or improve to 
the extent of his ability, buildings and other 
structures which he may own or control, and 
to influence and aid others to do likewise; 
and 

Resolved, That we will begin without de- 
lay, in every case where possible, such build- 
ing improvements as have been planned for 
a later date; and 

Resolved, That we will employ local labor 
and capital insofar as it is possible. 


Mr. Wiggs gave out the text of a telegram 
from Gov. Pollard as follows: “Have learned 
of your commendable plan to relieve unemploy- 
ment. If other communities would put into 
effect such a plan it would go very far toward 
the return of normal conditions.” 

The telegram from Mr. Woods reads: “Thank 
you for your encouraging wire. We congratu- 
late your community on its efficient energy.” 





Working With a Will 


The woodpecker works when business is good, 
He works just the same when it’s dull, 
He knows well what treasures lie hidden in 
wood, 
For of value a tree is crammed full. 


He chips off the bark, he works down to the 
heart, 
Undaunted by good news or ill, 
For wood has been used for man’s need from 
the start, 
And everyone uses it still. 


So here’s to the bird who starts the New Year, 
With a flourish of spirit and skill! 
Prosperity’s due, without any fear, 
To the one who sticks to his mill. 


—Dolly Boshko, Medford, Mass, 
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Advancing Lumber’s Interest on Many Lines 


Forwarding Building Programs of Educational Institutions + Making Lumber Structural 
Data Available to College Classes + To Seek Means of Barring Russian Lumber 


Stimulating Construction 
Projects 


Wasuineton, D. C., Jan. 12.—Col. Arthur 
Woods, chairman of the President's. Emergency 
Committee for Employment, is seeking the help 
of the lumber industry in stimulating local con- 
struction projects. Accordingly, as one of his 
early acts of the new year Col. Woods has ad- 
dressed a message to the industry calling atten- 
tion to the opportunity it has for encouraging 
the early undertaking of such sound projects 
as construction of public educational institution 
extensions and other public building or re- 
building that would likely have to be done 
within the next few years. 

In this connection Col. Woods points out that 
even if many of the buildings might not be of 
wood, the flooring, trim, partitions and many 
other items will consume large quantities of lum- 
ber and will aid in getting men back to work 
and business back to normal. 

The message, in the form of a news release 
to the press, follows: 

The wood products industry has a vital 
interest in the work of the President’s Emer- 
gency Committee for Employment, which is 
placing much emphasis on construction ac- 
tivities, particularly governmental and semi- 
public. The committee is making every effort 
to slash red tape on major projects and is 
urging that anticipated construction of the 
next few years should be started at once to 
relieve unemployment by creating a quick 
demand for men and materials. 

Co-operation of related industries is neces- 
sary to make this program a success. Lum- 
ber, along with cement, steel, brick, tile, and 
other building materials can share in the 
business upturn which should result through 
the support of a vigorous national drive to 
build or rebuild where it is sound and eco- 
nomic to do so. 

As an example of how such industries can 
aid in the increase of employment, the col- 
lege field is viewed as especially timely for 
building promotion. Most colleges have a 
definite construction plan which they carry 
out from year to year as conditions permit. 
Institutions which build now will be able to 
take advantage of low construction costs and 
to use their long-term financing facilities to 
good advantage. 

According to an estimate by the Univer- 
sity of Minnesota, more than $200,000,000 
worth of dormitory construction alone could 
be undertaken advantageously at this time 
by colleges and universities of the United 
States without making any call on Invested 
funds or endowments. The University of 
Minnesota is borrowing to start immediately 
on eleven dormitory units originally planned 
as a 10-year job. Costs will be amortized 
over ten years by receipts from students oc- 
cupying the new structures. This same in- 
stitution is furthering its plans by asking 
that State appropriations for construction at 
the university over the next ten years be 
made available in a lump sum now. 

The plan is immediaely adaptable to many 
other institutions. Col. Arthur Woods, chair- 
man of the President's Emergency Committee, 
has communicated with presidents of more 
than 250 of the larger colleges and univer- 
sities, calling attention to the possibility of 
speeding up of building programs in order to 
provide employment. First returns from the 
presidents of 65 colleges indicate that these 
institutions will undertake building pro- 
grams during 1931 which will total approxi- 
mately $62,500,000 as compared with $52,- 
000,000 during 1930 and $24,500,000 in 1929 by 
the same institutions. 

William Lowe Bryan, president of the Uni- 
versity of Indiana, is proposing to the State 
governor that “the four State educational in- 
stitutions be authorized to issue bonds to 
an amount approximately equivalent to the 


proceeds of a building tax running through 
the next eight years and totaling about eight 
million dollars in order that all the build- 
ings contemplated be built within the next 
twelve or eighteen months.” Many other 
universities all over the country are report- 
ing that they wish to build now, not only to 
aid the national situation but to take ad- 
vantage of low costs. 

Even though many of the buildings may 
not be of wood, the flooring, trim, partitions, 
doors, sheathing, scaffolding, formwork, and 
finally the furniture all afford big outlets for 
lumber. The lumber industry can well afford 
to back this movement in every way it 
can, and to apply the same idea to other 
lines where sound construction can be under- 
taken. 

* * * 


Lumber Lectures for Colleges 


WASHINGTON, D. C., Jan. 12.—Some eighty 
colleges and universities are having offered them 
again this year for the benefit of junior and 
senior students in architecture and engineering 
a talk on lumber and its utilization by engineers 
of the National Lumber Manufacturers’ Asso- 
ciation. These talks proved very popular when 
given at a smaller group of educational insti- 
tutions last year. 

Walter F. Shaw, trade extension manager, has 
advised schools in the Atlantic coast and cen- 
tral states that Donald R. Brewster, of the 
Memphis office of the N. L. M. A., will be avail- 
able for this work, much in demand by the 
schools, from January through April. For the 
West, J. F. Mackie, in charge of the Portland 
(Ore.) office, and who chiefly conducted the 
work last year, will cover institutions in Wash- 
ington, Oregon, California, Montana and Idaho. 
Schools in other sections will be covered, as far 
as possible, by individual assignment of other 
members of the National association’s technical 
staff. 

Messrs. Brewster and Mackie will talk before 
combined junior and senior classes in architec- 
ture and engineering during regular class hours 
where it is possible so to arrange school sched- 
ules. In their addresses they will avoid direct 
sales propaganda, but will give the students, who 
will later become important links in the chain 
of distribution, reliable data on what lumber 
is, how it is made, where and how it can be ob- 
tained, and how it should be used. 

A topical list of subject matter for these ad- 
dresses has been furnished deans at each institu- 
tion with a request that they select the topics 
which they especially desire to have presented 
to their classes or those which will dovetail most 
satisfactorily with the schools’ course content. 
The lecture for each school will then be prac- 
tically individualized in accordance with the 
dean’s recommendations. The suggested topics, 
twenty in all, cover the broad field of lumber 
and its utilization. 

A year ago following Mr. Mackie’s visits to 
various schools there was an earnest demand 
that more of this extension work be undertaken 
this year. A number of deans asked that the 
schedule be enlarged so as to provide several 
talks during each school year, pointing out that 
the N. L. M. A. seemed to be the only organized 
source from which needed information on lum- 
ber and its uses had been available to such stu- 
dent bodies on a general scale in the last quar- 
ter century. 

With existing calls upon its staff for other 
important purposes, the trade extension depart- 
ment has only been able so far to increase the 
number of universities included in its program, 
but hopes ultimately to provide a special corps 
of technically trained lecturers who can devote 
their time principally to this work. 


Problems for National Directors' 
Meeting 


Wasuincoton, D. C., Jan. 13. — Legislation 
relating largely to the difficult trading situation 
created by importations of lumber produced in 
Russia by convict and forced labor will be con- 
sidered by the board of directors of the Na- 
tional Lumber Manufacturers’ Association at a 
meeting to be held Feb. 4 and 5, at the Congress 
Hotel, Chicago. 

Other proposed national legislation to come 
before the directors will have to do with sug- 
gested changes in the attitude of the Federal 
Government toward industrial agreements de- 
signed to promote the conservation of the na- 
tion’s timber resources. In this connection it 
is pointed out that unrestrained competition, 
now virtually enforced by the antitrust laws, is 
inevitably resulting in over-production of lum- 
ber and wasteful manufacturing, which, in turn, 
mean the unnecessarily rapid depletion of the 
country’s original timber stand. 

The directors will consider various other 
matters, including recommendations on_ behalf 
of the organized lumber industry to the recently 
appointed National Timber Conservation Board. 

Of general interest to the business world will 
be consideration of plans for continuing and 
broadening the lumber trade extension work of 
the National association, which has been one of 
the most absorbing chapters in recent industrial 
history, giving to the business world the spec- 
tacle of the rapid modernization of the nation’s 
oldest manufacturing industry. 


*- * * 


"Target Talks'' Speaker's 
Itinerary 


Wasuincton, D. C., Jan. 12.—The itinerary 
arranged by the National Lumber Manufactur- 
ers’ Association trade extension department for 
E. St. Elmo Lewis, nationally known merchan- 
dising counsel, who has been retained to address 
such conventions of lumber retailers as he 
can fit into his own schedule, follows: 

Jan. 14—Ohio Association of Retail Lumber 
Dealers, Cleveland. 

Jan. 15—Retail Lumber Dealers’ Associa- 
tion of Indiana, Indianapolis. 

Jan. 22-—Pennsylvania Lumbermen’s Asso- 
ciation, Philadelphia. 

Jan. 27—Northeastern Retail Lumbermen’s 
Association, New York City. 

Feb. 6—Michigan Retail Lumber Dealers’ 
Association, Detroit. 

Feb. 11—Illinois Lumber & Material Deal- 
ers’ Association, Chicago. 

Feb. 18—Wisconsin Retail 
Association, Milwaukee. 

Feb. 19—Nebraska Lumber Merchants’ As- 
sociation, Omaha. 

Feb. 24—Kentucky Retail Lumber Dealers’ 
Association, Louisville. 

As heretofore announced in the AMERICAN 
LUMBERMAN, other meetings which Mr. Lewis 
is not able to address on account of other en- 
gagements will be handled by definite assign- 
ments to members of the staff of the National 
association, including W. I. Shaw, trade ex- 
tension manager. 

At each meeting a small booklet—“Target 
Talks”—will be distributed to each member 
present. The booklet contains twenty-eight 
questions bearing on lumber sales problems. 
Prior to Mr. Lewis’ address a selection ol 
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| Points to the West as Source 


of Future Supply 


MINNEAPOLIS, MINN., Jan. 12.—“It would 
be useless at this time to attempt to forecast 
the immediate future of the lumber industry,” 
Elbert L. Carpenter, president, Shevlin, Car- 
penter & Clarke Co., and former president, 
National Lumber Manufacturers’ Association, 
declared in an interview here today. 

Three factors, Mr. Carpenter said, which, 
during 1930, have augmented the depression 
following the stock market collapse of Octo- 
per, 1929, are— 

The world-wide decline of basic commod- 
ity values, the extent of which was entirely 
unforeseen by our political, economic and 
business prophets—it was a case of the “blind 
leading the blind.” 

The enactment of the Hawley-Smoot tariff 
bill which carried the already shop worn 
idea of prosperity by ever-increasing higher 
tariff schedules to absurd lengths and which 
led friendly nations (our best customers) to 
immediately retaliate. 

The uncertainty surrounding the attempt 
of the Government to benefit agriculture 
through operations of the Farm Board. 


Notwithstanding these facts, Mr. Carpenter 
declared, evidences are increasing that we may 
reasonably expect stabilization and an upturn 
some time during the first six months of 1931 
—possibly during the first quarter. 


A Fallacy Pointed Out 


Continuing Mr. Carpenter said: 


There is an impression in the minds of the 
general public, as well as in the minds of 
some lumber manufacturers who evidently 
are not as well advised as to the true situa- 
tion in the lumber industry as they should 
be, that the use of softwood lumber in the 
United States has been steadily declining dur- 
ing recent years, owing to the increased use 
of so-called lumber substitutes 

As a matter of fact, the production and 
use of softwood lumber in the United States 
in the 10-year period from 1919 to 1928 has 
shown an average increase for this 10-year 
period of 825,000,000 board feet over the 1919 
production. This same period marked the 
introduction and use of most of the lumber 
substitutes now on the market. No lum- 
berman need worry about this. Only those 
substitutes which have genuine merit will 
continue in use. The very best of them, it is 
interesting to note, are made of wood fiber 
and mark a distinct advance in the utiliza- 
tion of forest and sawmill waste. They are 
a legitimate part of the industry’s conserva- 
tion policy. 


Only One Period of Decreased Use 


In the history of the lumber business, the 
only period during which the consumption 
and use of softwood lumber decreased was 
between 1900 and 1918. The decrease, which 
Was only a moderate one, came during the 
first fifteen years of this period. The occa- 
sion of it was the practical exhaustion of 
the supply of northern pine lumber. North- 
ern white pine is the best and most generally 
useful of all the softwoods. It was the wood 
used by our colonial ancestors in the New 
England and eastern States and many of the 
homes built by them in early colonial days 
are still standing—monuments to the endur- 
ing qualities of this “King of Woods.” The 
greatest forests of this wood in North Amer- 
ica were found in Michigan, Wisconsin and 
Minnesota. 

The end of the Civil War marked the real 
beginning of the northern pine lumber in- 
dustry in the central West, and until about 
1890 the northern pine forests in these States 
were the chief source of supply of building 
material for the development of this region, 
Which began at the close of the Civil War 
and which moved forward at a rapidly in- 
creasing pace for about twenty years follow- 
ing the resumption of specie payments in 
1879. At the end of this period these forests 


were practically exhausted and between 1890 
and 1900 the leadership in softwood lumber 
production in the United States passed from 
the white pine forests of the central and 
eastern States to the long- and shortleaf yel- 
low pine forests of the South. 


Reason for Decreased Consumption 

The decrease to which I refer above began 
to appear at this time and the reason for it 
is apparent. 

The building material from these northern 
pine forests had been furnished to the terri- 
tory served at low prices and at low trans- 
portation costs. The territory which had 
used this northern pine lumber could not se- 
cure lumber from the rapidly developing yel- 
low pine forests of the South or from the 
still more distant softwood forests of the 
Pacific Northwest at prices to which it was 
accustomed, with the result that other useful 
building materials which could be produced 
nearer home came into use, 
































This comparatively limited decline in the 
use of softwood lumber was completely ab- 
sorbed between 1900 and 1918 without serious 
over-production appearing at any time during 
this period in any of the forests in the cen- 
tral, eastern, southern or western forest areas. 

This brings us down to 1919. In 1919 soft- 
wood lumber production in the United States 
was 27,407,000,000 board feet. In 1928 it was 
28,345,000,000 board feet. Over-production of 
softwood lumber during this period reached 
its climax in 1925, with a production of $31,- 
710,000,000 board feet, or an increase over 
1919 production of 4,303,000,000 board feet. 

It became apparent to many leaders in the 
industry during 1925 that the extension in 
Plant facilities in the West had been too rapid 
and that the softwood lumber production was 
greater than the world’s ability to absorb 
lumber. 


Industry Well Balanced in 1928 


This situation was met by a readjustment 
of lumber production, which was participated 
in by a majority of the largest manufactur- 
ers. The movement was purely voluntary 
and the restriction in production on the basis 
of the 1925 cut varied from 5 to as high as 
30 percent by those participating. The result 
of this movement was a decline in production 
in 1926 and 1927. By 1928 inventories, pro- 
duction and demand were again in balance, 
with the result that values were restored to 


E. L. Carpenter Believes 
That Coast Operators 
Must Furnish Constructive 
Leadership in Stabilizing 
Industry 


a point where the industry was again earn- 
ing all necessary depletion charges and a 
reasonable return upon the capital invested. 
This was the condition throughout 1928 and 
at the beginning of 1929. It continued for 
nearly five months during 1929, until about 
May 20. On that date the demand for lum- 
ber began to decline. The lumber industry 
had full warning that something was about 
to happen, five months before the stock mar- 
ket panic of October of that year. The de- 
cline in demand for lumber, which began in 
May, 1929, has continued to this date. 


Shifting Production During 10 Year Period 

The following figures give an accurate pic- 
ture of the shifting of lumber production 
during the 10-year period: 

In 1919 softwood lumber production of the 
central, eastern and southern States was 17,- 
122,000,000 board feet. The production of this 
same group of States in 1928 was 12,- 
885,000,000 board feet, a decline in produc- 
tion in the central, eastern and _ southern 
States during the 10-year period of 4,237,000,- 
000 board feet. 

The production of softwood lumber in the 
inter-mountain and western States in 1919 
was 10,285,000,000 board feet. The produc- 
tion of this same group of States in 1928 
had risen to 15,460,000,000 board feet, an in- 
crease of 5,175,000,000 board feet. 


Inevitable Conclusions 

From these figures certain conclusions are 
inevitable. 

(1) Production of lumber in the western 
States is increasing faster than it is declin- 
ing in tthe central, eastern and southern 
States. 

(2) As long as this continues we shall 
have over-production and a demoralized in- 
dustry. 

(3) With the problems of reforestation 
and conservation of future supply, and im- 
proved utilization of our forest resources in 
mind, it is entirely reasonable to say that 
we have been taking from our stands of old- 
growth timber, most of which now are in 
the Pacific Northwest, as heavy production 
as the remaining stands justify. 

(4) Up to 1926 the production of softwood 
lumber in the central, eastern and southern 
States exceeded the production in the West. 
During 1926 the western production crossed 
the line, and from this time forward the pre- 
ponderating production will increasingly be 
found in the West, and with this final shift 
to the forests of the West goes to the lumber 
operators there, full responsibility for intel- 
ligent and constructive leadership. That such 
leadership will be developed within the in- 
dustry there can be no doubt; enlightened 
self interest will determine the issue, if all 
the other and possibly better reasons fail. 


Retail Yard Interests Merged 


MINNEAPOLIS, MINN., Jan. 12.—The retail 
distributing yard of the Northwestern Hard- 
wood Co. has been merged with the interests 
of the Bennett-Bailey Lumber Co. The yard 
was established several years ago as an auxil- 
iary to the Northwestern Hardwood company’s 
wholesale business. T. E. Youngblood has dis- 
posed of his interests in the company to N. 
C. Bennett, and in turn has purchased an in- 
terest in the Bennett-Bailey Lumber Co. Les- 
ter Rydell and H. R. Haire, who have been 
associated with Mr. Youngblood in the North- 
western firm go with him to the Bennett-Bailey 
company. Messrs. Bennett and Campbell will 
continue in the wholesale business, dealing 
in northern and southern hardwoods. Mr. 
Youngblood was president and treasurer of 
the hardwood company, while N. C. Bennett 
was vice president, 
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Furniture “Perks Up” as 
Buyers Find New Lines 


Furniture dealers are buying. Cautious, 
many of them are, and these buy only small 
quantities, but it is generally conceded that a 
dealer must have stock to sell if he is to make 
money, and retail stocks now are abnormally, 
even phenomenally, low, so almost all the buy- 
ers attending the winter market of the Amer- 
ican Furniture Mart, in Chicago, during the 
two weeks of Jan. 5-17, left a few orders with 
salesmen before returning to their homes. The 
usual procedure for a retailer in this group 
was to buy just enough furniture to tide him 
over the next few months, and take careful 
notes on what else he had seen on display, 
with the idea of “keeping a weather eye open” 
on the trend of business in the weeks to come. 
If sales develop as expected, he will know just 
what he wants to order and from whom. 

\ few of the 700 exhibiting manufacturers 
reported that this year’s market, as indicated 
by the first week’s activities, is the best in their 
history, a much larger number report good 
business, and most of the others say sales this 
vear are fair in volume. All agree that the 
bulk of the business is in comparatively small 
orders, as mentioned above, although of course 
there are exceptions. 

\ttendance the opening day was 1,634 buy- 
ers, which was the largest day’s attendance in 
the history of any winter market at the mart. 
The attendance for the next three days was, 
respectively, 509, 402, and 390; each of these 
figures is a little higher than for the corre- 
sponding day last year. While in the city 
several hundred of the buyers took in, also, the 
displays in the “closed” furniture division of 
the Merchandise Mart, the first exhibition of 
the kind in the “largest building in the world.” 
It is interesting to note that those attending 
the American Furniture Mart registered from 
42 States, 4 Canadian Provinces, and the Dis- 
trict of Columbia, giving point to the predic- 
tions of V. L. Alward, president of the mart, 
that this would be a constructive, but not a 
sensational market. 


The Woods They Are Using 


Beech was one of the “newcomers” to the 
mart, as concerns extensive use as a furniture 
material. The principal cause of its appear- 
ance in such a quantity is the increasing popu- 
larity of French Provincial furniture. The 
other chief reason for beech is its flexibility, 
as exemplified in an entirely new type of con- 
temporary furniture. Both uses of this wood 
are successful financially, as well as artistically, 
it was reported. 

Pine was the other outstanding feature of 
this market, from the lumber industry’s view- 
point. Several companies were showing pine 
suites (which were well received by buyers), 
with the idea of reproducing the type of furni- 
ture used by the Pilgrims about the time of 
the first Thanksgiving Day and during the 
years that followed. One of these manufac- 
turers contributed the information that this is 
just the sort of furniture John Alden designed 
for his customers—a sort of reminder that this 
gentleman really had a trade, and did other 
things besides seeking the hand of Priscilla in 
behalf of the doughty Captain Standish. How- 
ever, although this furniture consists of repro- 
ductions of New England products, the pine 
used is nearly always one of the western pines, 
usually Idaho white pine or California sugar 
pine. 

Walnut, as usual, leads in volume of display, 
and is the standard of comparison. 

Maple, two years ago a “weak sister,” at 


BULLETIN 


American Furniture for the Army 


Announcement was made late 
Monday at the American Furniture 
Mart, by the Rockford Furniture 
Co., of Rockford, Ill, that the Fed- 
eral Government had placed with 
this company an order for furni- 
ture for army officers quartered in 
the Philippine Islands and other 
United States possessions. The fur- 
niture will cost between $250,000 
and $300,000, and delivery will be 
made before June, the company 
said. Several furniture manufac- 
turers at the mart were competing 
for this business. 





this market was second in volume of display. 
Following in the trail blazed by a few man- 
ufacturers who, at a time when walnut abso- 
lutely dominated the furniture thoughts of the 
nation, had the courage and foresight to branch 
out into the light and sprightly maple with 
Early American designing as a vehicle, this 
year dozens of spaces at the Mart held displays 
of at least a little maple. True, part of the 
“maple” is birch (especially table legs and 


other parts which need the superior lathe char- 
acteristics of birch), but when finished in the 
natural—perhaps a trifle darkened, as if with 
age—it all becomes “maple furniture.” 


One 











Mrs. Marion Teal, known to many American 

lumbermen as “Mrs. Consumer,” at her desk 

in the exhibit arranged by her for the Klise 

Manufacturing Co. (Inc.) in the Berkey & 

Gay space at the American Furniture Mart, 
Chicago 


ee 


Pine and Beech Find Favor 
in Winter Show at American 
Furniture Mart; Retailers 
Replenish Depleted Stocks 


manufacturer’s representative confided to an 
AMERICAN LUMBERMAN rambling writer that 
there is but little difference anyhow. He said: 
“Beech, birch and maple—we buy ’em just like 
that, and they all look about the same, so why 
worry about the difference? We use each 
wood where it works best, according to its 
properties.” 

Oak, also, was to be seen in many displays, 
usually in an antique finish of one kind or an- 
other. This is one of the materials that is 
well adapted to aiding the French Provincial 
invasion, and of course it is used exclusively 
for the Early British styles, which were well 
represented in the exhibits. Jacobean is espe- 
cially popular, and also variations of Chippen- 
dale designs (without, however, such elaborate 
carvings as one usually associates with “the 
greatest of English cabinetmakers.’’) 

Mahogany, of course, had a large representa- 
tion, but this year there was a noticeable tend- 
ency to use of the lighter shades. Other for- 
eign and fancy woods were to be found in 
abundance, especially satinwood, which is use- 
ful for both panels and inlaid borders and other 
figures. 

The ensemble idea in merchandising was even 
more pronounced this year than last, and the 
use of the model room as a sales method is 
gaining wide favor. Of course this plan has 
been in use for years, in the retail stores, but 
this year a number of the manufacturers re- 
sorted to the model room to demonstrate to 
the dealers the beauty and desirability of vari- 
ous lines of furniture. 


A “Consumption” Product 


“It allows the customer to concentrate his 
attention on just one suite at a time instead of 
making him select from a floor all covered 
with different styles and designs,” said C. L. 
Gross, of Bloomington, Ind., sales manager of 
the Showers Bros. Co., as with a sweep of 
his arm he indicated the twenty-one model 
rooms in his firm’s display. “Not only that, 
but in the model room the surroundings ‘fit’ 
the furniture which is on display—they can be 
made to fit it, for the model room is easy to 
change.” One easily could see what he meant, 
for Early American furniture was displayed in 
a room such as might have been used in that 
period in the young nation’s history, and in the 
room where Jacobean furniture was on display 
the furnishings also were early English in de- 
sign. And so on all through the list. 

“Doesn't the furniture industry,” we inquired, 
“sell most of its stock nowadays a complete 
suite at a time, instead of just a chair or a table 
now and then?” He replied: 

Well, not so much suites, I would say, but 
rather groups, somewhat disregarding the 
confines of any particular room. Good fur- 
niture is becoming a consumption product, a 
product that the buyer does not expect to keep 
forever, although we make our furniture so 
well, of course, that it will last for years and 
years, just as folks have been used to it. But 
just think of it—a man will pay a hundred 
dollars for a bedroom suite, and expect it to 
last a lifetime, and then he will pay two 
thousand for an automobile which will be no 
good, as far as he is concerned, in two years. 

But that is changing. People nowadays 
are beginning to think of changing their fur- 
niture as the styles change, just as they 
change other things. They realize that they 
may get tired of having the same kind of 
furniture day in and day out, year in and 


(Continued on Page 54) 
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A Few Stories Picked Up Here 
and There 


* * * * * 


An orderly and workmanlike lumber office 
in a good sized town located a hundred 
miles or less from a big city. Young Henry 
Retailer is talking to a couple of shrewd and 
knowing men. 

“That price of $15 for brick is as close 
as I can make it,” Henry is saying. “I’m 
going to lay the cards on the table. They 
cost me $13 here on the siding. If I deliver 
them out in the west side of town you can 
see I’m not going to make any real profit. 
Just where is this house?” 

“Oh, it’s out the other side of the bridge,” 
says the tall contractor with a wise look. 
He’s not telling a dealer anything that’ll 
start him looking for the owner. 

“Of course we'd like to buy the stuff 
here,” says the fat man, “but we’ve got to 
buy where we can get the best price. It 
seems kind of funny about that $13 cost 
price. We can buy this same brick in the 
city for $11.” 

“Delivered out here?” asks Henry. 


How Come Such Prices 


“Well, no,” says the fat man. “We’ll have 
to haul them out, but I don’t see how they 
can cost you $13 wholesale if we can buy 
them for $11 retail.” 

“IT don’t know about wholesale prices in 
the city,” says Henry, “but I have reason to 
think I can buy as closely as anybody. But 
even if you can get them for $11 you can’t 
haul them out and still stay under my price. 
I’d like to ask you something. Have you 
got this job, or are you just getting figures 
to bid on it?” 

“Oh, we’ve got it all right,” says the fat 
man. 

“Sure, 
partner. 

There is a minute or two of silence. 

“Well, how about the lumber and mill- 
work?” asks Henry. 

“No use even to talk about that,” says the 
tall man. “You can’t touch city figures.” 

“Yes?” says Henry, “how do you know I 
can’t?” 

“Oh, we’ve asked around in town. Local 
prices are clear out of line. You can’t come 
within a mile of what we can do.” 


we've got it,” echoes his tall 


Contractor Shies at Local Association 


“You haven’t got my figures.” 

“Say, have you fellows got a local asso- 
ciation here in town?” 

“No, we haven’t got a price association, 
if that’s what you mean.” 
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REALM of the RETAILER 


Minor Quakes in the Retail Business 


The Sniping Contractor on the Trail + His Accomplice, 
the City Dealer Who Fights for Volume + Comments 


on Both Sides of Yard Contracting 


“Then maybe we can work on that brick 
price some more.” 

Henry ignores this statement. 

“Let me see your lumber lists,” he says. 

“Well, as a matter of fact I haven’t taken 
off a list as yet,” says the tall man. 

“We don’t want a lump-sum bid on a list, 
anyway,” says the fat man. “List bids don’t 
mean anything. We'd probably have to buy 
more stuff, and we’d get stuck for it at jag 
prices. What we want is prices by the 
thousand. I know what city prices are, 
and I’m plenty sure you can’t touch them.” 

“Well, let me see the plans anyway.” 

After some protests the tall man goes out 
to the car and returns with a roll of blue- 
prints. The three disappear into the pri- 
vate office. Some time later they emerge, 
and the two contractors drive away. 

“As a matter of fact,’ says Henry Re- 
tailer after they’re gone, “there may be 
some truth in what they said. Not too much, 
but some. Over in the big city the dealers 
have a list to which they stick reasonably 
well when sales are made locally. But out- 
side the city limits they do as they please. 
What they’ve done to us is enough. 

“As a matter of fact nobody quite knows 
what it costs to haul stock out to these 








neighboring towns. The city dealers don’t 
do a whole lot of delivering with their own 
trucks, but they do some. They’ve got the 
machines, and if the trucks are not work- 
ing they pile up overhead. They haul full 
loads out here, and once they get these jobs 
they take their own time about making de- 
liveries and do it when the trucks are not 
busy at home. At that, of course, they can’t 
make any money, for I know what stock 
costs them. But they want to keep the 
force busy. They’re crazy over volume to 
cut overhead, and they don’t care what they 
do to us in getting it. 


“One effect this has is just what you've 
seen. I’m as certain as though I had the 
facts that these men haven’t got the con- 
tract for this brick veneer house. They’re 
out sniping for bargain prices in the hope 
of landing the job. It’s one of the results 
of this city sharpshooting. It brings a 
bunch of none too good contractors out to 
the smaller cities to see what they can do. 
I know all the builders who live here and 
have a stake in our town, and I’ve never 
seen these men before. If they do get the 
job at rimfire prices, everybody having any- 
thing to do with it needs to look out. The 
house will be skinned at every point where 
it won’t show and at some that will show. 
Materials bought locally will mean shady 
credits. If they see they’re going to be 
stuck it’ll be easy to disappear, leaving the 
partly done job plastered with claims. If 
they do finish it up it’s an easy guess that 
the owner will have an inferior house, local 
contractors will have lost a job, materials 
sold will be at cost or below, and the whole 
idea of house building will have another 
black eye. 


Forced Into Local Service 


“Maybe these things will help to explain 
why business is poor in this town and why 
we love our fellow retailers in the big city. 
I'd like to give them some reciprocal af- 
fection where they'd feel it; but that isn’t 
practicable, and at best it probably would 
only make the situation worse. The lumber 
business is getting too complicated to pros- 
per on the basis of dealers stealing each 
other’s chickens. If it was just a matter of 
price piracy it would be bad enough, but it 
brings in all these other factors. Maybe 
those fellows don’t know it, but they’re 
doing the things a smart man would do if 
he set out to destroy the lumber industry. 
They’re destroying public confidence, and 
that’s the foundation of every continuing 
business. If they don’t know it, well, there’s 
never been much percentage in being stupid. 
You'll see that honest and capable dealers 
will be forced, whether they want to do it 
or not, to make some changes in self pro- 
tection. That doesn’t mean _ restrictive 
measures against the sharpshooters so much 
as it means changes in sales methods. A 
few more years of this rough and tumble, 
and house building will drop to the very 
minimum. Prospective builders will be 
looking to “almost any kind of outfit that 
will promise them a measure of real pro- 
tection; and that’s the thing, if anything 
will do it, that will give the catalog men 
another chance. 

“Most small-city dealers would rather not 
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monkey with the contract- 
ing business. Things work 
out well enough, if they’re 
given a real chance, with 
the old combination of lo- 
eal dealer and local contrac- 
tor working in an informal 
partnership. But if this 
combination is going to be 
sniped, at home and from 
neighboring cities, it’s go- 
ing to be necessary for the 
dealer to offer his customer 
some real assurance of get- 
ting a house worth living 
in. It'll be a new business 
and a hard one to learn and manage. 
if we’re forced into it, that’ll be that.” 


* * * * * 


Some further sidelights about this matter 
of shifting the lumber retailing business 
from a basis of materials to house con- 
struction, 

In a rural town of some 10,000 people a 
dealer has definitely added house contract- 
ing to the business of selling lumber. 

“Like a lot of other lumbermen,” he said 
as we sat among his sales displays, “I got 
my start as a carpenter and contractor. I 
liked contracting all right, but when a 
chance came to go into business as the 
partner of a well established lumber re- 
tailer I took it. I hadn’t been in my new 
job very long until it seemed to me that 
lumber retailing was a fumbling and short- 
sighted business. People would come in with 
that cautious and uncertain look which I 
got so accustomed to seeing and inquire 
prices. My first instinct was te find out 
without being too prying just what they 
had in mind. I was still interested in the 
job of building, knew a good many short 
cuts and something about planning. I had 
the idea that my special knowledge would 
be useful to them, save them from some 
mistakes and maybe get them the materials 
exactly suited to their needs. 


But 


When Is Service Serviceable? 

“But that kind of help didn’t interest my 
partner. It was his idea that he couldn’t 
dry-nurse all his customers through their 
difficulties and that attempting to do so 
would make some of them sore and send 
them elsewhere. He owned the majority of 
the stock and of course settled the policies. 
He’d meet customers in a cheerful and 
friendly way, tell them prices by the thou- 
sand, never inquire to find out if a lower 
grade of lumber, or perhaps a higher, was 








What they really needed and sell them what 
they asked for often without knowing what 
use the lumber was to have. 

“It seemed to me that this was a great 
waste. People were more or less content 
With the system, for they’d never known 
any other. But it was fairly clear to me 
that they didn’t really know the usefulness 
of having the exact buildings they needed 
or of getting them with an assurance of 
efficiency. Nobody built until he felt forced 





into it, and many people got along with in- 


ferior or old-fashioned houses when they 
could afford better, because they were re- 
luctant to get into the uncertain business 
of managing a proposition that was strange 
to them. There is plenty of wealth in this 
town. Savings deposits right through the 
so-called period of depression have run 
above five millions; but there have been 
few organized ways of applying these sav- 
ings to house building. People shied at 
taking mortgages individually, and there 
has been no machinery for handling them in 
a corporate way. 


Working With Sub-Contractors 


“Since there was no chance of changing 
the policies of the concern of which I was 
a partner I finally pulled out and started 
my own yard. I started it with the idea 
of adding some of these other services to 
the usual sales of materials. I’m thoroughly 
committed to the idea of general contract- 
ing in connection with the material busi- 
ness. I work with local carpenters and 
sub-contractors. There has been some mis- 
understanding with a few of these men. 
They have looked upon me as a competitor 
and have refused to buy of me. But those 
who do work with me found out quickly 
that they got more work, got it at figures 
which assured some profit and were saved 
the business of making sales. Some don’t 
want to be saved these things. But it is my 
experience that the average small-city con- 
tractor is a poor salesman. When he made 
most of the sales, he was able to do it not 
by being a superior salesman but because 
he had no competition. He made lots of 
mistakes; and these mistakes either cut 
his profit or, if they were against the owner, 
discouraged the owner’s neighbors about 
the idea of building. 

“One result, and I suppose it is a natural 
one, is the hostility of my old partner. It 
might seem that a man who had refused 
to make similar changes in his own poli- 
cies because he thought they were inferior 
to his ways would not be disturbed when 
some one else offered them to the public. 
If they were no good in his yard a person 
might expect him to be quite calm when 
they were offered in another yard. But that 
hasn’t been the case. He announced more 
or less publicly that he was going to put 
me out of business, and I understand that 
he has dropped quite a good many thou- 
sands of dollars in the effort; not by chang- 
ing sales methods but by cutting prices. 
This has disturbed the local situation quite 
a bit. People who think about it are won- 
dering why prices were higher before, The 
spectacle of a dog fight of this kind doesn’t 
add to general confidence in local dealers, 
but I think that part of the disturbance is 


pretty well over. I haven’t 
changed any ideas that in 
these days a dealer needs to 
offer his customers more 
than materials.” 

* ” * + * 

A word or two on the 
other side of this special 
controversy. 

“I was irritated when my 
partner started a rival 
yard,” the competitor in 
question remarked. “That’s 
human nature. It rather 
seemed that he stayed with 
me only long enough to get 
some standing as a dealer and then began 
undercutting my trade. But those personal 
matters need not be discussed. The real 
point at issue was that I believed and 
still believe that all this extra service has 
little place in a retail yard. 


Who Pays for Special Service 

“Special building service is expensive and 
ought to be paid for by the people who get 
it. It is paid for in that way when a pros- 
pect hires a contractor. But if this service 
is mingled with sales of material it’s almost 
impossible to keep the charges separate. 
Part of it is overhead and gets applied gen- 
erally to all the yard business, and the man 
who buys lumber to floor a barn pays a 
certain amount for an architectural and con- 
struction service which he does not use. 

“A good deal is said about the inefficiency 
of contractors as salesmen and as planners 
of buildings; but it’s my idea that if they’re 
not as efficient as they might be, still they’re 
likely to be more efficient than the average 
lumber dealer is apt to make himself. I 
have the opinion 
that a lot of yard 
service in this field 
is nothing more 
than a front to de- 
ceive customers 
into thinking they 
are getting some- 
thing good, when 
in fact it may be 
and usually is quite 
inferior. 

“No doubt a dealer by working hard at 
the business could in time make himself an 
able contractor; but in that event I doubt 
if he’d be an able material dealer. I don’t 
believe many of my customers want any 
such combination. To establish such a serv- 
ice would require a long period of costly 
readjustment, with damage to established 
contractors. The real point, I suppose, is that 
I believe the old system works fairly well 
and that it is already a going concern. Per- 
haps in the course of years some changes 
must be made, but I intend to wait until I 
feel more certain than I do now that the 
new system would be better than the old. 
In the meantime premature changes are not 
likely to benefit either the public or the 
lumber trade.” 

All of which indicates that something 
ean be said on each side. 
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The J. F. Anperson Lumser Co., line-yard 
operator, with headquarters in Minneapolis, 
Minn., has recently given its yard managers a 
course of instruction in the proper methods of 
burning coal in all types of heating plants, so 
that in turn they can show their customers how 
to keep their fuel bills down to a minimum, 
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Retailers’ Idea Exchange 
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Convenient Layout of Counter 


When the Highland Lumber Co., of Salt 
Lake City, Utah, built its new home on High- 
land Drive, Manager C. A. Dixon introduced 
a new wrinkle in counters. Instead of building 
this important fixture in a straight line at the 
end of the office, and of the ordinary height, he 
ordered the counter to be built exactly the 
height of an office desk, and in “L” form so 
that it circles the office. 

He says, “by this new counter arrangement 
our office force is saved at least 50 percent of 
the motion formerly involved in making cus- 
tomer contacts. When a customer enters he 
usually goes to the person at the front desk, 
which usually is the cashier. If he is paying a 
bill he has only to remain at that desk and com- 
plete the transaction. If the customer is re- 
ferred down the line to me, or to one of the 
others, he can be taken care of without ne- 
cessitating a move from the staff members’ 
desk.” 

All desks in the office are pushed up against 
the counter, which is two feet wide. Five 
chairs are pushed close to the counter for the 
convenience of patrons. These are comfortable 
arm-chairs and an enforced wait for a certain 
member of the office force is not tiresome for 
the customer. 


Another advantage is that when Mr. Dixon 
or one of the others is talking business with 
customers and his telephone rings it is a simple 
matter to turn from the customer to the tele- 
phone with no lost motion. 

Another device conceived for the purpose of 
saving time and effort for this office is a small 
truck which transports ledgers and cash books 
from the vault to desks in the office. The truck 
is made of wood and has rubber-tired wheels 
and somewhat resembles a tea wagon. The 
truck was made in the mill shop, and just fits 
into the vault. When the bookkeeper or cashier 
wants certain books from the vault he has only 
to back the truck into the vault and load it 
with the required volumes. At night the truck 
is operated to round up all of the books and 
return them to the vault. 


eee 


Ir must have been hard to sell homes in the 
eighteenth century when the prospect was cov- 
ered by smoke from the fireplace, and when the 
salesman had to show him the pump where he 
could get his bath water in the yard. It be- 
comes increasingly easy now with the develop- 
ment of new and more beautiful materials, and 
the addition of innumerable gadgets that 
bring the warmth and light and peace that the 
home owner so greatly enjoys today. 





This Week’s Timely Tip 


Yard Has Profitable Sideline 


Glen R. Newton, lumber retailer of Nevada, Iowa, while over- 
looking no opportunity to make sales of building materials from his 
very complete stock, has found that his sideline of poultry houses and 
other small portable farm buildings brings many customers to the 
yard and helps to keep the sales volume up, especially as farmers in- 
terested in buying these items often see something else that they 











and summer months. 














need. Besides the portable farm buildings, Mr. Newton also handles 
a line of trellises, etc., which meets with good sale during the spring 
This entire line is the product of the Rowe 
Manufacturing Co., of Galesburg, III. 
graph, snapped by an American Lumberman representative visiting 
the Newton yard some months ago, shows one of the brooder houses 
on display in front of the shed. During the season for selling such 
goods the trellises are displayed on the front of the office building, 
which gives the building a very attractive appearance. 

have resulted from this method of showing these items. 





The accompanying photo- 


Many sales 








Show Appreciation of All Orders 


“Even though a customer buys a pound of 
nails, make him feel important,” says QO. D, 
Romney, in advising concerning the handling 
of yard trade. His concern—the Romney Lum. 
ber Co., of Salt Lake City, Utah—aims never 
to miss giving the personal attention which 
makes customers ieel that their business is ap- 
preciated. 

Every customer coming into the office is met 
at the front desk by Mr. Romney. Instead of 
directing small purchasers through the rear 
door of the office to the yard man, the manager 
conducts them to the yard, where they are in- 
troduced to and turned over to the foreman, 
This personal attention on the part of an offi- 
cial makes them feel that their business, though 
small, is desired. 

Mr. Romney has found it expedient to locate 
his desk where each customer entering may be 
immediately contacted by him. Therefore his 
desk, instead of being hidden away in a pri- 
vate office or in an obscure corner, is placed at 
the left of the door and immediately behind 
the front counter. 





Sees Good Year Ahead for Dealers 


3AYPORT, MINN., Jan. 12.—‘The year 1931 
should be an excellent one for the 4,000 deal- 
ers who are handling Andersen Master 
Frames,” said H. L. Rothschild, general man- 
ager of the Andersen Frame Corporation, in a 
recent interview. 

The officials of the company, he said, have 
ordered “full speed ahead” for the coming year, 
with the strongest dealer help program out- 
lined in years. The decision of the corporation 
to continue with sales and advertising effort in 
full force was based on the conviction that deal- 
ers would cash in on this program, double fold, 
when building returns to its normal trend. 

Mr. Rothschild asserted that the company is 
today giving the dealer better service than ever 
before. In addition to the well known Ander- 
sen Master Frame of genuine white pine, deal- 
ers are now offered this frame of Pondosa pine, 
with all important joints primed with a special 
aluminum paint. 

In addition to perfecting a remarkable new 
frame the company has launched a strong sales 
program, concentrated on thousands of builders 
and contractors throughout the United States, 
which it is felt certainly will produce results 
for the dealer, in terms of larger sales. 





Company Distributes Annual Bonus 


OKLAHOMA City, OKta., Jan. 12.—Two days 
before Christmas, the employees of the F. D. 
Jearly Lumber Co., of this city, were made 
happy by the distribution of a bonus amounting 
to 5 percent of their year’s salary for 1930. A 
similar bonus was paid by the company in 1928 
and also in 1929. 

In order further to extend the Christmas 
spirit throughout the organization, a Christmas 
tree was prepared at the company’s office at 
101 East 29th Street, where there was ample 
room for all, the entire “family” of the com- 
pany being present, including adults and chil- 
dren, to the number of seventy-three. ; 

A splendid program was rendered by the chil- 
dren, and then Santa Claus made his appeat- 
ance, distributing to all the youngsters gilts, 
including stockings filled with nuts, candy ané 
oranges, with various kinds of “fun-makers 
for the adults. All gifts distributed were at 
ranged for and furnished by the company. ! 
was primarily a “children’s party” with the 
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older folks attending and enjoying the Christ- 
mas spirit along with the youngsters. 

This party was held on Tuesday evening, 
Dec. 23, and on the following day a nice fat 
turkey was presented to the family of each 
employee for their Christmas dinner. It so hap- 
pened that the only unmarried employee was 
away on vacation and spent Christmas with his 
folks, the others all having their Christmas 
dinner with the F. D. Bearly Lumber Co. 

Carl Magee, editor of the Oklahoma News, 
whose editorials presented regularly under the 
heading “Turning On the Light,” are a very 
interesting and popular feature of the above 
paper, Was present as an invited guest, and 
gave a very appropriate talk. 





Annual Meeting of Managers 


Srurcis, MicuH., Jan. 12.—The annual meet- 
ing of the Cavin Lumber Yards, Associated, held 
at the Hotel Elliott, this city, on Jan. 8 and 9, 
was attended by the managers of all the ten 
yards comprising the system, besides a number 
of invited guests. 

The first day of the meeting was given over 
to displays and presentations of various building 
products handled by the yards, by representa- 
tives of the manufacturers. The second day 
was devoted to roundtable discussions of mer- 
chandising and operating methods, participated 
in by the managers and their guests, culminat- 
ing with a banquet in the evening at which Will 
\. Cavin officiated as toastmaster. 

All of the ten associated yards were repre- 
sented by their managers, as follows: M. S. 
Rudisil!, Niles Lumber Co., Niles, Mich.; Elvin 
Lough, White Pigeon Lumber Co., White 
Pigeon, Mich.:; Ray Brown, Edwardsburg Lum- 
ber Co., Edwardsburg, Mich.: E. H. Sabrosky, 
Kendallville Lumber Co., Kendallville, Ind.; 
Elmer Anderson, Quincy Lumber Co., Quincy, 
Mich.: C. B. Schwartz, Vicksburg Lumber Co., 
Vicksburg, Mich.; Earl Lough, Marcellus Lum- 
ber Co.: Marcellus, Mich.; E. M. Hayworth 
and Will Fritz, Paw Paw Lumber & Coal Co., 
Paw Paw, Mich.: Stuart F. Smith, Lawton 
Lumber & Coal Co., Lawton, Mich.; L. S. 
Jones, South Haven Lumber Co., South Haven, 
Mich. 





Lumberman Given Loving Cups 


OmauHa, NEs., Jan. 12.—Friends and business 
associates have presented to William W. 
Hoagland two handsome silver loving cups to 
commemorate the seventieth anniversary of 
George A. Hoagland & Co., pioneer lumber 
concern of this city. 

On the larger of the two cups is engraved 
a copy of a pen drawing of the original office 
of the company at the corner of Eleventh and 
Douglas streets in 1861, made by J. E. Rice of 
Chicago. The dates, 1861-1931, also are in- 
scribed on the cup. The smaller cup is lined 
with gold. On the outside is engraved: “To 
celebrate the founding of Omaha’s first lumber 
business. Play fair and have courage.” 

iaimaeeti 
Lumbermen Co-operate in Campaign 


Satt Lake City, Uran, Jan. 12.—The local 
lumbermen’s advertising program for 1931 is 
now under way. Radio, newspapers, billboards 
and direct mail are the mediums employed. The 
slogan is “1931 Homes For 1931,” and this is 
being used as the opening statement in the 
twice-a-week radio talks, one station being used 
lor one of the talks and the other local station 
for the other. Members of the American Insti- 
tute of Architects are co-operating to the ex- 
tent of giving a series of short addresses in 
connection with the radio announcement. 
Manager Todd, of the Lumbermen’s Bureau 
of Information, who is secretary of the Utah 
Lumber Dealers’ Association, and chairman of 
the advertising committee, said that he did 
not know how long the present campaign will 
last, but that it would be continued during the 
remainder of the winter, possibly longer. He 
said at present they are stressing the impor- 
tance of remodeling and repairing the home. 


As an aid to the campaign, meetings of sales- 
men of the lumber firms are being held to 
disseminate new ideas, and for “pep” purposes. 








Retail Sales Tax Law Opposed 


LOUISVILLE, Ky., Jan. 12.—Lumber retailers 
of the State have recently received notices from 
the State Tax Commission, along with report 
blanks to fill in, and to be accompanied by 
checks in payment of State tax under the new 
gross retail tax law of the State, enacted in 
the spring of 1930, and which covers March 
17 to December 31, of 1930, reports to be filed 
and tax paid on or before Feb. 1, 1931. 

This was enacted as a law to tax retail 
stores, or merchandise concerns, chiefly as an 
anti-chain-store measure, backed by small in- 
dependent merchants, who with credits from 
special taxes now paid, for handling certain 
items, would not have to pay additional tax. 
It was aimed at the big chains, and the law 
provides that where the same interests operate 
more than one establishment, their sales shall 
be grossed or lumped. 

Suits to test constitutionality of the act on 
several counts are pending, one count being 
class legislation, as the law affects larger busi- 





planing mill he is now in better position than 
ever to serve his customers with all of their 
needs in the building materials line. 


Famous Old Home of Wood 


The accompanying illustration shows the 
Bryant Homestead, Cunningham, Mass., a 
rather imposing, rambling frame house, built 
in 1780 and therefore a notable memorial to 
the lasting qualities of wood in house construc- 
tion, as it has been standing 150 years. 

The house is famous as the home of William 
Cullen Bryant, the poet. Last August, this old 
home was set apart as the William Cullen 
Bryant Memorial Home. The original builder 
of the home was a Mr. Snell, whose daughter 
became the wife of Dr. Bryant, father of the 
poet. The following interesting anecdote has 
been handed down: 

Mr. Snell had set aside certain pieces of lum- 
ber from which he intended to make runners for 
his sled. These pieces, called sled crooks, were 





rather difficult to find,, as they had to be made 
from a tree in which the grain of the wood 
was curved, as in a sled runner. 
stole the precious pieces of 


A neighbor 
wood, and Mr. 
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ness concerns at a higher rate than small ones. 

Secretary W. E. Difford, of the Kentucky 
Retail Lumber Dealers Association, after the 
notices had been mailed to lumber retailers, 
asked the State Tax Commission for informa- 
tion, and was advised that all retailers are 
taxable on the basis of sales to consumers, with 
the contractor or builder considered a _ con- 
sumer. 

Secretary Difford sent the members of the 
association a copy of that letter, and also a 
letter of his own, advising that they defer pay- 
ment to as late in the month as possible, in the 
hope that the law will be declared unconstitu- 
tional before that time. 





Yard Increases Its Facilities 


BARTONVILLE, INp., Jan. 12.—H. E. Lauter- 
bach, proprietor of the big, buff-colored yard 
situated at 5800 South Adams Street, this city, 
quite recently completed an addition, 76 by 100 
feet, to the already commodious buildings. Mr. 
Lauterbach expressed satisfaction in now being 
in position to house all the lumber stock car- 
ried, besides having ample space for cement, 
lime, plaster and plasterboard bins. 

Adjoining the addition, a modern planing 
mill has been fitted up, equipped with a Cres- 
cent combination woodworking machine, which 
includes planer, band saw, shaper, jointer, mor- 
tiser, drill and table saw. The plant is now 
in position to turn out general millwork, mak- 
ing a specialty of window and door frames, 
sash, screens and doors. It also is equipped to 
do cabinet work and furniture repairing. The 
plaring mill is managed by Wilbur Lauter- 
bach, son of the proprietor. 

H. E. Lauterbach has a record of twenty- 
seven successful years in the building industry, 
having built many homes in and around Peoria. 
With his complete facilities and addition of the 


interesting old house, built 150 years 


ago, attests the lasting qualities of wood 


Snell being practically certain of the identity of 
the thief, sent him word that if he wanted to 
escape legal punishment he must take a bushel 
of rye to each of three widows in the neigh- 
borhood and tell them why he brought it. The 
story runs that the guilty neighbor was glad 
to take this way out of his difficulty. 

It was in this house that, in the autumn of 
1811, when William Cullen Bryant was only 
seventeen years old, he wrote the famous 
“Thanatopsis,” which has become a classic, es- 
pecially with lovers of nature, the world over. 
It is thought that the natural beauty surround- 
ing the homestead was the source of inspira- 
tion for this masterpiece, as well as for other 
of his poems. 

The William Cullen Bryant Memorial Home 
is an old house in an old town, as Cunningham 
last August celebrated its 150th anniversary. 





Installing Heading Kiln 


To.epo, Ore., Jan. 10—The Creamery Pack- 
age Manufacturing Co., which has operated a 
butter tub stave plant here for the last three 
years, is now enlarging its factory facilities so 
as to manufacture its butter tub heading re- 
quirements. Among other improvements is the 
installation of a new Moore double track re- 
versible cross circulation heading kiln. This 
is of the latest type and is especially designed 
to take care of the drying of spruce lumber 
sawed into heading stock. The stave mill is 
being remodeled so as to provide machine space 
for cutting heading stock from spruce bolts, 
and additional factory space is being constructed 
to care for the heading department. 

The main office of the Creamery Package 
Manufacturing Co. is in Chicago and it has 
branches throughout the principal dairying re- 
gions. 
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Make Every Customer a 
Friend, Is Yard’s Motto 


WasHinoton, D. C., Jan. 12. 


“ When you 
want anything in lumber or building supplies, 
“see Kelly!” That is the idea behind the lumber 
merchandising methods of J. Frank Kelly 
(Inc.), who does things systematically and 
who makes out of every transaction a new 
friend for the business or strengthens a pre- 
viously made friendship. For the accommoda- 
tion of his customers he carries everything 


tractive displays of lawn furniture, which not 
only catch the eye of passers-by, but also of 
customers who enter on other business, all of 
which helps to promote sales. Next door to the 
lumber yard is the hardware store and next 
to that, the building materials yard. A wood- 
working plant adjoins on the other side. 

Mr. Kelly’s own desk is a good example of 
the merchandising thought that underlies the 





A general view of the busy retail yard of 


trom nails to joists, and from foundation to 
roof—lumber and millwork, paints, hardware, 
building materials and lawn furniture. He will 
enclose a back porch or send you a rose ladder 
for your garden; he will build you a cedar 
closet or send you a sand-box for the kiddies, 
put additional rooms in your attic, or put up a 
garage and fence in your property. Most of 
his business is with home owners and job car- 
penters, and when a home owner wants a job 
done Kelly remembers his job carpenter friends. 
No order is too small, and none too large, for 
Kelly to care for. 

Prompt service is Kelly’s idea of building 
business. In fact, his business has been built 
on supplying the needs of small, as well as large 
customers, and his convenient location and cour- 
teous personnel have contributed to his success. 
“Sudden Service” are the “two S’s” that mean 
exactly what they say. This slogan appears on 
all trucks, in newspaper advertising, and peeps 
out from the telephone classified directory. 

“Kelly’s” is not just another lumber yard. It 
is his place of business, and he takes pride in 
his surroundings. An office and store form 
a foreground of all of his activities, while the 
yard itself is systematically arranged. There is 
a neat stucco building, from the front of which 
an electric sign does night duty salesmanship. 
The yard has five drive-in and drive-out en- 
trances. The business front not occupied by the 
office is attractively decorated with lattice- 
work, window boxes, window frames glassed in, 
screen door frames, rose arbors, fence gates, 
dummy windows and doors—because Kelly be- 
lieves in advertising his business and that these 
displays help sell lumber and building supplies. 
All. the trelliswork and woodwork is attrac- 
tively painted in green with white trimmings. 

Store and office are kept strictly clean; desks 
and counters are polished. Here are shown the 
paints. Here also one finds some attractively 
painted corner closets, china closets, kitchen 
closets, kitchen nooks and breakfast sets painted 
in green and blue, which Kelly buys ready- 
made, and of which he sells many. A fireproof 

vault protects the valuable re ‘cords. 

On Kelly’s front porch at the office, in the 
height of the spring season, will be found at- 


J. Frank Kelly (Inc.) 


Pp. €. 


Washington, 


whole plant. He has a clean: desk all the time. 
A glass top covers certain information under- 
neath. The top is never scrambled with mis- 
cellaneous papers, catalogs and whatnot. Four 
desk trays, hooked against the wall by the desk, 
route papers, mail and telephone orders as fast 
as they come in. All orders are despatched as 
quickly as they come in. 

The yard shows the same scrupulous care. 
With a very few exceptions all stock is under 
cover. As high as 50 types of molding are 
carried, behind sealed doors to keep it clean, 
every bin labelled for size and type so that 
whatever is wanted can be quickly found with- 
out any lost motion. A full line of hardwood 
flooring is similarly housed. 


In these covered houses are such things as 


kitchen drain boards, screen doors, roofing, 
sheathing, fencing, weatherstripping, window 
boxes, blinds or shutters, knock-down window 


and door frames, ready-made doors and win- 
dows both with and without window glass, case- 
ment sash, shingles, wall board etc. There is 
quite a demand for sash from home owners in 
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Owner Has a System 
That Functions In 
Creating Business 


the suburbs who want back porches glassed jp 
for winter. 

On one side of the yard is Georgia pine, and 
on the other side Virginia pine, all under shed: 
all roofing is in one place under roof. 

Kelly does not allow dirt or trash to accumu- 
late. He does not allow any employee to smoke 
on the premises and no one, even a customer, 
can enter the yard, with a lighted cigar, pipe 
or cigarette. People appreciate and understand 
his wishes and readily comply with them. In 
the mill is a sign: “The Best Safety Device Is 
\ Careful Man.” 

\nother efficiency device is a bell in the yard 
which tells the men that a customer is coming 
out. They watch for him and attend to his 
wants. No goods are delivered to anyone in 
the yard unless he has a ticket from the office, 

In the average lumber yard today you will 
still find a pile of 2x4x12’s in one alley and 
2x4x16's in another, but Kelly built a shed and 
put all under one root in regular order, 
2x4x12’s, 16's, 18’s and 20’s etc.,- so that the 
men know exactly where to look for them at 
all times. Everything is under one roof. All 
lumber of one kind is kept together: all fram- 
ing is together—Virginia on one side of the 
yard, Georgia on the other—so one 
have to walk all around the 
different kinds of frame. 

Nothing goes to waste; even the 
sold to chicken and dairy farmers. Bad pieces 
of lumber are laid aside, and “when we are 
not so busy we bring it up here and cut it up 
in different sizes,” says Mr. Kelly. ‘Take a 
piece of 2x12, if we can not cut it to any other 
length we cut it to 2x4, and if it is too bad we 
cut it up for firewood and send it down to the 
coal yard to sell as firewood.” All the stuff 
is racked—on one side are the short ends, and 
when a customer comes in for a half piece it is 
ready for him. 

The trucks are painted in olive green, with 
brown letters edged in gold. Six lumber trucks 
and two for building materials are operated. 
“We paint them every year,” says Mr. Kelly. 
“You would be surprised at the comment we 
get. People notice our trucks on the streets.” 
He believes that it pays to keep trucks clean 
and attractive, if for no other purpose than that 
of making a favorable impression on the cus- 
tomer. 

Every delivery is recorded by the yardmas- 
ter, showing the time it leaves, where it is to 
go: and he knows what time the truck ought 
to get back. He supervises and checks each 
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joading carefully. The route is put down in a 
hook. Only pneumatic tires are used, and the 
yard has its own gas and oil tanks. 

“ “We build up our trade by giving customers 
sood service and good lumber,” says Mr. Kelly. 
“If we can not reconcile a difference we charge 
it off and forget it. I try to make my boys 
understand that if a man only wants to buy 
10 cents worth of stuff the transaction demands 
iyst as much attention as if $100 worth, on the 
theory that by doing so you make more cus- 
tomers and bring them back later maybe for a 
worthwhile order.” 

“We are building for the future. We will 
send anything anywhere. Say a man comes 
in for a short piece of lumber, we cut it for him. 
We cut every two feet, which is the minimum. 
We have a regular bin where we keep short 
lumber, and we first take him there, and see if 
we can not satisfy him. A man may call up 
for 10 pounds of cement and 20 pounds of sand. 
We send it because it may lead to more busi- 
ness later. 

“We specialize on quick deliveries and use 
the idea as an advertisement. Regardless of 
the quantity of the material needed the cus- 
tomer is assured of the same prompt service, 
because our business has been built up on sup- 
plying the needs of the small as well as the 
larger customers. 

“If the home owner is planning the building 
of a house, garage, porch, or any general house 


repairs, we naturally try to get them to come 
here for their lumber. If he wants a cedar 
closet, or a sand-box for the children, or to 
insulate an attic, we want him to come here 
for it. Many people want to enclose their back 
porches; we furnish the lumber and have the 
work done for them. We do no contracting, be- 
cause it would interfere with our large cus- 
tomers, but we try to get the sale of materials 
and give the jobs to good contractors, if the 
customers have no one in mind. And so we 
advertise our ‘Sudden Service’ to attract atten- 
tion to these features. We run our advertise- 
ments three times a week. 

“We have added many sidelines from time 
to time, because this is an accommodation to 
the customer. He can come here and buy all 
the stuff he needs at one place. We have 
handled paint for three years, and find we 
can sell it along with our other materials. The 
same is true of builders’ hardware. 

“Credit is the big thing in business today. 
We try to arrange our accounts on a thirty- 
day basis. We look up every credit applicant 
first, and if O. K., he pays on the 15th of the 
following month. We require notes on slow 
accounts, because we find it is the best way to 
handle the situation. A note can be put in the 
bank for collection, and the debtor pays atten- 
tion to it when the bank sends him a notice. 
Another advantage is that it settles the account 
and leaves nothing open to argue about.” 


Building Projects for Northern In- 
diana City 


Soutn Benn, INp., Jan. 12.—A_ survey of 
building projects is stirring up interest among 
lumbermen and building supply dealers of this 
city. Among the projects of the survey are a 
factory building, a mausoleum, four business 
buildings, a row of apartments and a series 
of minor items which will help swell the build- 
ing total during January and early spring. A 
$20,000 building for the National Discount Cor- 
poration has already been started by the I. 
G. Christman Co. Plans are completed for the 
erection. of a $20,000 store and office building 
by Dr. E. P. Moore, work to start this week. 
The mausoleum construction is. set’ for early 
spring by the Highland Cemetery Association. 
Bids for the $200,000 project will be received 
Feb. 5. The South Bend Current Controller 
Co. recently announced plans for spring con- 
struction. The School of Commerce Building 
at the University of Notre Dame is a project 
scheduled for the year. Other buildings are 
rumored for Notre Dame campus this year. 
Healthwin Hospital will erect a $125,000 addi- 
tion, work on which is already under way. 
Prospects for dwelling construction as soon as 
the weather becomes favorable are excellent, 
according to builders. 


Planning for Most Effective Display of Goods 


Wuittier, CAir., Jan. 10.—‘“Though you 
may talk for hours about a type of material, 
your prospect will not clearly get the picture 
and gain your idea until he has seen the goods,” 
said Guy Tyler, manager of the Barr Lumber 
Co., in explanation of the unusually fine ar- 
rangements and facilities the firm has for dis- 
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playing merchandise. “Talk less yourself, and 
let your goods say more; you will save time 
and conserve vocal energy.” 

Several factors contribute to the firm’s suc- 
cessiul displays. Among them are the type of 
nxtures and the fixture arrangements in the 
othces and sales room of the firm’s new home; 
and the converting of the old office building, 
Just across the driveway, into a combination 
display window and stock room. Two sides of 
the old building have been glassed over, making 
an l-shaped series of display windows. Be- 
hind the windows the remaining space is de- 
voted to a stock of built-in fixtures, the stock of 
paints, and several other types of materials, 
forming a small active stock, and to this place 
the visitor may be taken for a further inspection 
of the goods. 

In the new office building the arrangements 
are such as make it almost certain that the visi- 
tor will be surrounded by merchandise, each 
item of which is doing its best to attract atten- 
tion. The arrangement of the room is illus- 
trated in one of the accompanying sketches. 
The customers’ house plan room, immediately 
to the left of the incoming visitor, not only is 
well supplied with pictures and plans of model 
homes, but also contains a goodly display of 
Materials, of the types which are a little too 
arge to be well displayed in cases or upon 
counters. 


Immediately upon the visitor’s right is a dis- 
play case, with specimens of builders’ hard- 
ware. Stepping farther into the room, and ap- 
proaching the sales department with its barrier 
of display counters, the visitor encounters addi- 
tional displays in a type of case that embodies 
some excellent principles. A cross-section is 
illustrated in the smaller sketch, which is not 
drawn to exact scale, nor complete as to minor 
details. The cases were made in the firm’s 
mills and the principles included are worthy of 
any lumber dealer’s consideration. For ex- 
ample: 

Authorities on interior display declare that 
the average counter display case is only par- 
tially efficient as an active merchandising ap- 
pliance. They say that only the goods on the 
upper shelf are able to actively merchandise 
themselves, whereas the goods on the lower 
shelves, and at the rear, scarcely “whisper.” 
Further, they declare that the closer to the glass 
the merchandise is placed the more active it 
becomes as a selling agency. 

In the smaller sketch the white portion is the 
space given over to merchandise displays, while 
the shaded portion is being utilized for shelf 
or drawer room for the convenience of the 
sales people and the office employees. The top 
is filled with specimens of various woods, rang- 
ing from tools and builders’ hardware to sam- 
ples of stucco. The exhibit is immediately 
under the glass—not on a shelf several inches 
down—and therefore it has an opportunity to 
“talk” to the visitor as he leans over the counter 
to consult with one of the salesmen, whose 
desks are in the space behind, or with one of 
the office men. 

In the front portion of the counter, the mer- 
chandise is forced outward and close to the 
glass, which makes it accomplish far more sell- 
ing than it could were it set back into the 
average show case and surrounded by decora- 
tive accessories. 

While not connected with display, attention 
is called to the shipping clerk’s desk, and the 
provisions for the drivers to enter the room 
into a little “bull pen” where they are not inter- 
fered with by customers and where they do not 
interfere with customers and salesmen who are 
considering the merchandise as displayed. 

Should the customer be considering a new 
roof he is escorted to the porch, at the rear 
of the building. From the porch he may look 
across a small court to a long shed, used to 


shelter company cars, the roof of which is con- 
structed of panels of various kinds and styles 
of shingles and prepared roofing. From this 
he can gain a clear conception of how the ma- 
terial will look when applied. The salesman 
needs scarcely say a word except to mention 
the name of the material and the price, to 
assist the customer to get a picture of the 
goods when applied to his own roof. 

In the office and sales room the floors and 
walls have been so constructed as to include 
various types of flooring and paneling. 

The display windows in the old office build- 
ing are among the firm’s best advertisements, 
since they work day and night. And, since it 
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Illustrating lay-out of the salesroom and offices 
of the Barr Lumber Co., Whittier, Calif., show- 
ing how the counter display cases are placed, 
and how the “house plan room,” which is used 
for displaying some types of merchandise, is 
readily at the disposal of the visitor. From 
the porch at the rear of the building, the visi- 
tor may view, across the driveway, a roofing 
display on a shed 


is possible to take a visitor into the window 
and show him in closer detail the construction, 
refinements and advantages of the merchan- 
dise he saw through the glass, it is quite prob- 
able that the arrangement is more practical 
than having two displays—one in the window 
and the other in a display room. 
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Some Markers Along the Road to 


es 


Success 


Two More Retailers Contribute to Symposium of Advice to 
Young Man Contemplating Entering the Retail Lumber Business 


|By Gordon R. Connor, 
Laona, Wis.| 


This subject is of unusual interest to me, 
since | have been out of school only a short 
time and have had somewhat the same prob- 
lems to meet. 

The first suggestion I would make is that 
you go to your local contractor or carpenter 
and apply for a job. Even if it is only as a 
carpenter’s helper you will have there an op- 
portunity to study the needs of the users of 
building materials. It would not take you long 
in this capacity to learn where 2x4s, 2x12s, 
drop siding, and the common sizes and grades 
of lumber are used, 

The smart retailer gets his tips as to the 
stock he should carry, the grades used, the 
lengths best suited for his trade, and other in- 
formation through his association with the 
building and construction that is going on in 
his territory. It is here that you learn to fig- 
ure a building, and figure it close. It is here 
that you learn where and how to eliminate 
waste. It is here that you learn the pros and 
cons of insulation materials, shingles, roofings, 
and wallboards. 


Give Customers Sound Advice 


People are coming into your yard every day 
who know little or nothing about building and 
construction. They are looking for advice as 
to the grades, lengths, and kinds of material 
they should use in the house or the chicken 
coop they intend to build. Here is your chance 
to show your ability. Point out to them where 
they can save money on short lengths or special 
grades, and thus economize on the material 
needed. Prove to them that you know the 
building game, that you can build the best for 
less, and there is no question but what you will 
get the bill. 

The building trade is full of tricks, and if 
you are not on to them in the figuring of your 
bill you are out of the picture at the start. 
Your neighbor can take the same grades of 
material, and through his knowledge of con- 
struction, utilization of short lengths etc., he 
may underfigure your bill 20 percent. 

The American public has become “package 
minded.” The housewife no longer buys a 
pound of crackers or a pound of beans. She 
buys a package of crackers or a can of beans 
which have only half the dollar-for-dollar value 
the purchase would have if made on the pound 
basis. The same manner of buying is sweep- 
ing the retail lumber business. The customer 
wants a house delivered complete to the job, 
at a definite price. 


Customer Buys the Picture 


How do the mail-order houses get by? They 
picture a beautiful home with flowers, trees and 
lattice work offered at some startling figure. 
The customer buys the picture, not the grades 
of lumber, the insulation and the materials that 
go into the building. To meet this competition 
you must be able to figure close, and to tell 
where the lower grades and short lengths can 
be used to advantage. This information can 
best be obtained from actual contact with the 
building trade. 

One of the best selling points you will ever 
have is the fact that you will be able to give 
the job your personal supervision. This will 
help you more than anything else in the com- 
petition from outside sources, the fact that you 
are there to help the customer plan his home, to 
work out his problems, to give him good sound 


advice and, most of all, to back up your ma- 
terials. 

It is impossible for a retail yard to carry all 
of the various kinds of lumber, insulation and 
other building materials that are offered on the 
market today. You must be able, through your 
building experience and sales ability, to move 
the products you have on hand. For instance, 
assume that you have your yard full of hem- 
lock and the customer insists on yellow pine. A 
good retail man must be able to show the cus- 
tomer that the product he has to offer is just 
as well suited to his purpose as any other. This 
can only be done through having a knowledge 
of construction. 


In closing, there is just one other sugges. 
tion I would make, and that is that you write 
at once to the University of Wisconsin Extep. 
sion Department at Madison, Wis., and take 
their course on estimating and building costs, 

To sum up—in order that you may become 
familiar with building and construction, the fig- 
uring of lumber bills, the elimination cf waste, 
the competition of outside dealers, the superyi- 
sion the trade is demanding, the use of short 
and odd lengths and the utilization of the par- 
ticular stock you have on hand, I would sug. 
gest that you complete your education by taking 
a short course in “carpentering” in the school 
of experience. 





|By Henry L. Heilman, Heilman 
& Kohlhund, Jersey City, N. J.| 


To become thoroughly acquainted with the 
lumber game, I would advise that you first of 
all become a tally boy under the lumber in- 
spector of your father’s yard, if he be a very 
competent inspector of the different grades of 
lumber and the different kinds. 

As tally boy you thoroughly acquaint your- 
self with quick addition and should know within 
a very few minutes the number of square feet 
that has been handled in pile or on truck. At 
the same time you see every board that is 
handled, and thus come to know the different 
kinds of wood; also, you find out just what 
the different kinds and sizes of timbers are 
used for. 

Always have several lead pencils in your 
pocket with memo pad and your tally book; 
and, above all, have your tally lumber rule 
with you, as often the inspector may be called 
away by some customer coming into the yards, 
and right there is the time you can show your 
metal. 


Can Learn Much From Inspector 


During the unloading and inspecting and 
grading of a carload of lumber that comes to 
your father’s yard, follow the inspector closely ; 
watch his every move, and every decision that 
he makes on each piece of timber or board that 
is handled. By so doing you will finally “get 
the hang” and find out that it only takes good 
commonsense and judgment, after you know 
the different kinds of lumber. 

It certainly is not necessary that you handle 
any lumber yourself, but it is well to become 
acquainted as to how to carry a board, as there 
is some knack in that, but that is not so very 
necessary; however, I would not hestitate to 
grab a board now and then, and show that you 
are made of the right stuff. 

Have your grading inspection book with you 
at all times, and refer to this at times as the 
inspector makes the inspection. 

To know about automobiles is all in your 
favor, as your father may have several trucks 
and it is well to know something about the 
workings of such transportation units. 

Give all the time you possibly can to every 
little thing that goes on about your father’s 
yard. Watch how the trucks are loaded; how 
many feet the lumber trucks will carry of the 
different thicknesses of lumber, etc. Observe 
how cars are unloaded and loaded. Have your 
truckman count the number of boards on the 
truck after same is loaded, and see if his num- 
ber corresponds with your count in your tally 
book. 

Have the inspector show you how to figure 
out the number of square feet in a board or 


timber without the lumber rule. Let him show 
you how to figure the number of square feet 
in any lumber pile. 

I would advise that you serve one year as 
tally boy, naturally doing many other things 
during the time there is no tallying to be done. 
Study the different kinds and grades of lun- 
ber in your father’s yard. Make out delivery 
slips for the driver. Answer the telephone and 
learn how to answer a customer intelligently 
and be prepared to let him know at once 
whether you have in stock the lumber that he 
asks for. 


Learn the Inside Office Routine 


Help the bookkeeper get out the invoices; go 
over all daily charges after same have been en- 
tered and see that the number of square feet 
has been entered correctly and that the charge 
and prices are all entered and carried out cor- 
rectly. This all helps to acquaint you with the 
inside office work that you finally will come 
to, after you have served your second year 
in the yard as inspector and yard manager. 

Many days after a good eight or nine hours 
in your father’s yard you will not want to 
dance or play your sax, but don’t mind that, as 
you will soon become accustomed to the daily 
workings of a lumber business and there is no 
reason why you should not continue your pleas- 
ures, such as dancing and what-not, as that will 
make the lumber game just so much more 
pleasant. 

I really believe that after serving two years, 
as outlined above, in your father’s lumber yard, 
you will be in a position to tell Dad and your 
mother to pack up and take a dandy long vaca- 
tion. In the meantime, let Dad and Mother 
make the best of the week-ends, as you can 
easily at the first jump into your father’s lum- 
ber yard let him get away Friday evenings, as 
I know that your yard is up-to-date and does 
not carry on for a full day on Saturday. : 

I trust that the information given you will 
make you a thorough lumberman and a real 
business man like your father, as I know that 
this is what he wants you to be. I wish you 
success. 





Line-Yard Change Announced 


Sioux Fatts, S. D., Jan. 12—The Loonan 
Lumber Co., which operates a number of yards 
in this section with general office in Sioux Falls, 
announces the sale of its Jasper, Minn., yatd 
to the J. H. Taylor Co. which also has a yard 
in that place. This will leave Jasper with only 
one lumber yard. The Loonan Lumber Co. 
now has no yard in Minnesota but still operates 
four or five in South Dakota, several ™ 
H. Loonan 


Nebraska and at least one in Iowa. 
is president of the company. 
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National Production, Shipments and Orders 


Wasuincton, D. C., Jan. 12.—Following is the National Lumber Manufacturers’ 


Association report for the week ended Jan. 3, 1930, and for 


fity-three weeks ended that date, covering mills whose statistics for both 1930 and 1929 are available, and percentage comparison with statistics of 
identical mills for the corresponding period of 1929: 























oNE WEEE No. of Percent Percent Percent 
Softwoods: Mills Production of 1929 Shipments of 1929 Orders of 1929 
Southern Pine Association..............eeee- 122 32,521,000 64 32,823,000 69 27,468,000 63 
West Coast Lumbermen’s Association. 183 54,176,000 67 83,125,000 87 74,549,000 82 
western Pine Manufacturers’ Association. 55 12,379,000 69 17,447,000 96 16,251,000 62 
California White & Sugar Pine Mfrs.’ Assn.. 24 4,040,000 42 8,326,000 47 7,719,000 48 
Northern Pine Manufacturers’ Association... 7 478,000 33 1,526,000 38 1,885,000 136 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 15 1,397,000 73 528,000 70 569,000 72 
North Carolina Pine Association............. 48 3,206,000 47 4,509,000 74 3,914,000 97 
California Redwood Association.............. 10 1,857,000 26 3,696,000 104 2,869,000 67 
Pe Cee acc cak Seed neadee oeweb ames 47 110,054,000 63 151,980,000 79 135,224,000 72 
Hardwoods: 
Teed Manufacturers’ Institute.......... 177 7,750,000 57 0,227,000 60 10,557,000 52 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 15 1,675,000 39 1,165,000 53 738,000 44 
I: - NI 3a ik Siig sh wigs int ation ak ae are ee 192 . 9,425,000 52 1.89 2 000 60 11,295,000 51 
ae lena aaa a die dgik die Se wma 65 119,479,000 62 16 3,372, 000 77 146,519, "000 70 
PIPTY-THREE WEEKES Mills 
softwoods: Reporting* . 
genthern Pine Association... ...cccscsccceses 127 2,528,246,000 82 2,396,751,000 81 2,353,839,000 80 
West Coast Lumbermen’s Association........ 183 6,615,684,000 76 6,622,998,000 78 6,397,809,000 76 
Western Pine Manufacturers’ Association. 66 1,862,074,000 82 1,732,948,000 80 1,691,460,000 82 
California White & Sugar Pine Mfrs.’ Assn.. 25 924,288,000 68 991,210,000 79 967,803,000 77 
Northern Pine Manufacturers’ Association... 7 199,772,000 69 188,911,000 70 182,302,000 71 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 25 127,480,000 67 100,711,000 66 90,045,000 65 
North Carolina Pine Association............. 46 266,381,000 73 255,748,000 79 222,362,000 71 
California Redwood Association.............. 3 320,817,000 85 292,753,000 81 289,147,000 78 
Total softwoods ........«.-. hie eae aa ae me ae ee 492 12,844,742,000 77 12,582,030,000 79 12,194,767,000 738 
Hardwoods: : 
, 187 1,292,823,000 71 1,210,913,000 69 1,152,446,000 66 
ae tee 6 uarlweel en hea. 242,057,000 70 ‘171,445,000 59 137,075,000 52 
212 1,534,880,000 71 1,332,358,000 68 1,289,521,000 64 
ie ee Ses cresrcerererseerr Ge 14°379,622,000 77 13'964,388,000 77 348428800076 


*Average weekly number. 





Relation of Unfilled Orders to Stocks 


Wasuinoton, D. C., Jan. 


12.Following is a statement for five associations of 


the gross 


stock footage Jan. 3, and the percentage relationship of unfilled orders to stocks: 

: Orders of 

No. of Gross Unfilled Stocks— 

Association— Mills Stocks Orders Percent 
Southern Pine Association..........-s+eeseeee0> 116 893,375,000 91,497,000 10 
West Coast Lumbermen’s Association........... 140 1,363,640,000 304,899,000 22 
Western Pine Manufacturers’ Association....... 81 1,288, 300,000 126,074,000 10 
Northern Pine Manufacturers’ Association...... 3 EA oe: 18,116,000 7 
Hardwood Manufacturers’ Institute............. 175 1,023,596,000 176,734,000 17 





California Redwood 


San Francisco, CAuir., Jan. 10.—The fol- 
lowing information is summarized from the re- 











ports of 10 mills to the California Redwood 
Association for the week ended Jan. 3: 
Redwood White- 
Percent of Wood 
Feet production Feet 
Production 1,195,000 100 662,000 
Shipments ..... 3,067,000 257 551,000 
Orders— 
Received .. 2,264,000 189 527,000 
ee MM 6c ass 15,261,000 3,315,000 
er eee 19,000 
Detailed Distribution of Redwood 
Shipments Orders 
Northe rn California*® ..... 920,000 1,386,000 
etre rn California* ..... 1,015,000 453,000 
INE? aivge Siew wm a wee ae eeccece ce eeeee 
MIE i ie cans ealedcare 747,000 365,000 
PN nwuvawvike emedaregine 385,000 60,000 
3,067,000 2,264,000 


*North and south of line running through 

San Luis Obispo and Bakersfield. 
Washington, Oregon, Nevada and Arizona. 
tAll other States and Canada. 


Pine and Hardwood Mills Down 
During January 


Houston, Tex., Jan. 12—W. N. Sangster, 
vice president and general manager of the Kirby 
Lumber Co., has announced that during Jan- 
wary nene of the mills of that company, either 
pine or hardwood, will be operated and that 
operating time after Feb. 1 will depend on mar- 
ket conditions at that time. During December 
the company operated eight pine mills and four 
hardwood mills as follows: Five pine mills 
down during the entire month; one operated 
19 days; one operated 11 days, and one oper- 
ated 14 days; four hardwood mills were down 
during the entire month. 











Southern Pine Barometer 


New Orveans, La., Jan. 12.—For the week 
ended Jan. 3, Saturday, 135 mills of total 
capacity of 14214 units (a unit representing an 


average monthly output of 1,500,000 to 2,000,000 | 


feet between Nov. and Oct. 31, 1930), 
report as follows to the Southern Pine Asso- 
ciation : 


1, 1927 


Jats 


Pet. of output 





3-year Ac- 

Production— AV. tual 

Aver. 3 yrs... base ne 

Pe ee 59 34 . 
Shipments* 60.44 101. 84 
Orders 

Received* . 1,431 30,051,000 50.46 85.02 

On hand end- 

WOKS = o050% 4,716 99,036,000 


*Orders were 83.49 percent of nine nts, 


tOrders on hand at above 135 mills showed 
an increase of 5.66 percent, or 5,943,000 feet, 
during the week. 


Hemlock and Hardwood 


OsukosH, Wis., Jan. 12.—The Northern 
Hemlock & Hardwood Manufacturers’ Asso- 
ciation makes the following report for the week 
ended Jan. 3: 





a 

f Ca- 

Hardwoods— Total Per ey oueity 
Capacity, 37 units*.. 7,836,000 10,000 100 
Actual production... 2,464,000 a7 000 31 


Shipments? ........ 1,881,000 51,000 24 
Orders received?.... 1,014,000 27,000 13 
Orders on hand..... 15,309,000 ..... na 
Hemlock— 

Capacity 58 units*..12,206,000 210,000 100 
Actual production... 1,633,000 28,000 13 
Shipments? ........ 607,000 10,000 5 
Orders received?. 692,000 12,000 6 
Orders on hand..... 4,439,000 § ..... 


*Daily 10-hour productive capacity of 35. 000 
feet is considered one unit. The production 
is based on Jumber scale. 

Lumber fabricated at mill and used in 
construction work is included in total orders 
and shipments. 





North Carolina Pine 


Norro._k, Va., Jan. 12.—The North Carolina 
Pine Association makes the following analysis 
of figures from 96 mills for the week ended 
Jan. 3: Per 

Percent Percent cent 


, Aver.* Actual Ship- 

Production— Feet Output Output ments 

Average* . 16,320,000 - os 

Actual 5,329,000 33 oo ne 
Shipments 7,815,000 48 147 7 
OPGOTET .scccse 6,638,000 41 124 85 
Unfilled 

OTGere 2... .k 53,041,000 


*“Average” 
three years. 
tAverage of orders per mill this week 


amounted to 69 ,146 feet; preceding week’s av- 
erage was 41,337 feet. 


is of production for the last 





West Coast Review 


[Special telegram to 


SEATTLE, WASH., 


AMERICAN LUMBERMAN] 


Jan. 14—The 224 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the 
week ended Jan. 10 reported: 


Production 86,354,000 
Shipments 90,453,000 4.75% 
1.3 


over production 
Orders 104,777,000 


¢ 
¢ 
3% over production 


A group of 343 mills, whose production re- 


ports of 1931 to date are complete, reported 
as follows: 
Average weekly operating capacity. 300,441,000 
Average weekly cut for year— 
SE aia eta x alae ae Wie area iad 164,443,000 
SDS aus se nome mal unre eanis itecaaralin ina wae a 100,881,000 
Actual cut week ended Jan. 10..... 100,881,000 


A group of 224 mills, whose production for 


the week ended Jan. 10 was 86,354,000 feet, 
reported distribution as follows: 

Unfilled 

Shipments Orders Orders 





eae 30,601,000 34,365,000 109,153,000 

Domestic 
cargo 41,144,000 45,845,000 203,927,000 
Export . 11,741,000 17,600,000 93,281,000 
OGRE cisco Ge 966 ,000 ne. Aneinceeces 
90, 45 2,000 104,776,000 406,361,000 


A group of 198 mills, whose reports of pro- 
duction, shipments and orders are complete for 
1930 and 1931 to date, reported as follows: 


Week ended Aver. for 1 week 


Jan. 10, 1931 1931 1930 
Production 82,643,000 82,643,000 142,385,000 
Shipments 88,071,000 88,071,000 115,056,000 
Orders 100,796,000 93,367,000 123,668,000 
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ioans Celebrate Golden Jubilee 


Retailers’ 50th Annual Convention Divided Into Formal and Informal Sessions 
at Which Changes in Merchandising and Advertising Methods Are Urged 


CLEVELAND, Onto, Jan. 13.—The golden 
jubilee convention of the Ohio Association of 
Retail Lumber Dealers, celebrating 50 years 


of service for this famous organization, opened 
this afternoon in the Cleveland Public Audi- 
torium 

In his informal report Secretary Findley M. 
Torrence, of Xenia, called attention to the fact 
that for some years the Ohio conventions, in- 
stead of being composed of general subjects 
assembled solely because they have a bearing 
upon the lumber business, have been organized 
about a few crucial tendencies in the industry. 
He called attention to the fact that statistical 
reports have disclosed two matters of outstand- 
ing importance; first, the declining volume of 
lumber used in the country, and second, the in- 
roads which vehicles of distribution other than 
retail yards have made into the business. The 
entire program is centered about a search for 
ways to check the decline of lumber consump- 


tion and to check the diversion of sales into 
alien channels. The meeting is to last four 
days. The afternoons are devoted to formal 


sessions ; and the forenoons are to be given over 
round-table discussions, to be led 


the speakers of the previous after 


to several 
largely by 
noon, 


Staunch Standing of Association 
In his address, 


of Cincinnati, 
association as 


President Edgar Cummings, 
referred to the 50 years of the 
evidence of successful service. 
Time is the tester of effort. This organization 
has been founded upon a democratic basis, 
beginning at the bottom and working upward. 
It is always necessary to be on guard against 
other organizations which try to duplicate the 
efforts of such an organization. The Ohio 
association has its own group organizations to 
solve its local problems and its annual meeting 
to complete the work. 

The last year has not been the best; but 
dealers are grateful that their organization has 
successfully stood the test of a lean year. The 
business house has been put in order, and bet- 
ter days are ahead. The president referred 
briefly to the values and necessities of reforesta- 
tion both to supply lumber and to aid in flood 
control. He suggested that each town should 
have its own forest preserve. 

Secretary Torrence, in the absence of Treas- 


urer W. G. Anderson, presented a brief finan 
cial report showing that association finances 
are in excellent condition. He referred espe- 


cially to the fact that dues income has increased 
steadily the last three years. 

With this background Mr. Torrence con- 
tinued with his own report. He stated that he 
had feared the lean times might cause, among 
others, two backward steps; that the associa- 
tion would lose membership, and that in the 
stress of the scramble for business the ethical 
standards built up through the years might col- 
lapse. Fortunately neither fear was realized. 
Attendance at district meetings has increased, 
and there has been evidence of a more concil- 
iatory and careful attitude toward the proprie- 
ties of competition. Adversity has stimulated 
the organization spirit. This indicates that the 
experiences of 1930 have been of value in estab- 
lishing a good inter-yard spirit. 


"Best Competitor" Contest Goes Over Big 


After describing the organization of the pro- 
gram, mentioned above, Secretary Torrence 
referred to the fact that in the past most com- 
ments by one dealer upon another have been 
critical. This has its value for education, but 


Nore: A report of the Wednesday, 
Thursday and Friday sessions will ap- 
pear in the Jan. 24 issue of the Ament 


CAN LUMBERMAN.—Epiror. 





there is danger that such an attitude may be- 
come through habit a destructive factor. So 
the association has conducted a “Best Competi- 
tor” contest in which members have been asked 
to nominate their competitors and to give rea- 
sons for the nomination. The contest developed 
much interest and much striking information. 
Almost without exception the firms nominated 
as fair competitors are successful and are ag- 
gressive in merchandising; indicating that 
friendly fairness and success are not incom- 
patible. The secretary expressed the hope that 
out of these contests may come the formulation 
of a positive standard of ethical conduct. Most 
codes of ethics enumerate the things which a 
dealer should not do and largely omit men- 
tion of the things which he should do.  Per- 
haps this may lead in time to national contests 
to determine the “Best Competitors” of the 
entire lumber world. 

President Cummings then named the follow- 

















EDGAR CUMMINGS, FE 
Cleveland, Ohio; 
President 


M. TORRENCE, 
Xenia, Ohio; 
Secretary 


ing committees: Nominations—R. L. Dunlap, 
Mentor; Howard Potter, Columbus; O. M. 
Walker, Mt. Vernon.  Resolutions—Arch 
Klumph, Cleveland; R. C. Garretson, Ashland; 
Homer Ballinger, Springfield. Auditing—A. F. 
Kicos, Youngstown; A. C. Marsh, Dover; W. 
J. Alexander, Steubenville. 
Wear and Tear, Need and Desire 

David W. Teachout, of Cleveland, welcomed 
the visitors and then discussed the question 
whether the outlook for the future of the in- 
dustry is encouraging. 

The year, he stated, has been severe. Pro- 
duction and prices have declined heavily, and 
industry is sick. But the bottom has doubtless 
been reached. The rise from the bottom of a 
business cycle must be accompanied and aided 
by some mitigating factor. This factor seems 
to be the shortage of the goods which people 
desire. If, as some people have said, produc- 
tion has declined to 50 percent of normal, the 
fact remains that this is not a 50 percent coun- 
try. The “Four Horsemen” of wear and tear, 





need and desire are making for new business, 
Statistics show that the Cleveland district 
erects normally about 6,000 homes a year; but 
there is reason to believe that a program of 
10,000 a year for two years would be needed 
to bring housing conditions back to standard 
levels. When the curve of general business 
turns upward, the lumber business will share 
in the recovery. 

Sut there must be some changes in methods 
of merchandising and advertising. American 
people like new homes; and that factor is 
present to help. During the last year many 
concerns have done well; but almost without 
exception they have been intelligent and ex- 
tensive advertisers. Mr. Teachout suggested 
the slogan, “Steady buying, steadier business.” 
It is a time to buy normally and for dealers to 
practice what they preach. Heads are to use 
and not to lose. Mr. Teachout expects the 
year to be one of steady increase. 

John M. Wyman, associate editor of Ameri- 
can Building Association News, in discussing 
“Sound Construction Practice from the Build- 
ing and Loan Standpoint,” stated that a new 
sense of values has been the most useful prod- 
uct of the last 18 months’ experience. More 
people are asking if it is cheaper to own than 
to rent; and the sooner a prospective owner 
is assured full value for what he invests in a 
house the sooner he and his fellows will build, 

The cost of house financing has been a build- 
ing deterrent; and this financing cost has been 
heavy because of the uncertainty of the house's 
value. One solution is so to assure this value 
that established loan agencies, working for 
conservative profits, can safely increase the size 
of their loans when measured in percentages, 
This means maximum loans at minimum cost. 


Design and Construction Count 


The time is here to place less emphasis upo 
the cubic contents of a house and more upo 
design and construction. Symmetry, _ beaut: 
and usefulness are what the owner really wants, 
and these things rather than mere size deter- 
mine a large part of the building’s value. If it 
is necessary, the loan agency should provide 
competent architectural service and should in- 
clude the cost of it in the loan. 

Repairs, unlike taxes or paving charges, are 
unexpected and seldom provided for. An owner 
has the right to anticipate no repairs except 
painting and redecoration untii the house is 
paid for. If, however, these begin immediately 
to appear, the owner is discouraged and his 
friends become wary of building. A building and 
loan association in Shreveport, La., has made it 
a practice for eight years to supervise construc- 








tion and to refuse loans unless its standards | 
are followed., The results have been phenom- 


enal. Almost no payments have been in ar- 


rears; for no repairs have been necessary. Mr. | 


Wyman referred to a book on standard con- 
struction, prepared under building and _ loam 


supervision, which offers practical help in es | 


tablishing such standards. : 
and stabilizes the owner’s confidence is an if- 
vestment in the futtire of the industry. This 
Shreveport association has been able to increase 
its loans from two-thirds to three-fourths of the 
value of the house. The new practices must 
definitely center the responsibility for properly 
designed, constructed and financed houses, else 
it is possible that family-owned homes arf¢ 
doomed. 

H. Foster Goslin, of the T. S. Goslin Lum- 
ber Co., Wildwood, N. J., in speaking of “The 
Necessity for Thoroughness in Sales Promo- 
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jon,” stated that he had been associated with 
the lumber business since he was 12 years of 
age and that in his opinion the most important 
element in the business is selling. Mail-order 
shouses and many chain stores are highly effi- 
scient, and they take account of the resistance 
of buyers who are searching for cheaper prices. 
What lumbermen need to search for is not 
cheaper prices but better selling. It is not hard 
to establish a sales program, but it is hard to 
carry the program through. 
Factors in Sales Program 

The first factor is an aggressive policy to 
make the lumber office the center for dependable 
information about building and remodeling; 
and the second is learning to sell in complete 
units. The objectives of selling are to create 
interest, desire and demand, to find the pros- 
pects, to close the deal and finally to satisfy 
the customers. No two dealers do these things 
in the same way. The Goslin practice divides 
its policy into six parts; the use of newspapers 
and billboards, use of direct mail, establishing 
direct contact with customer and contractor, 
offering building advice, handling prospects and 
closing the deal and developing employee co- 
Operation. 

At the close of last August, a very unsatis- 
factory month, the company brought out a 
4-page advertisement in the local paper. This 
was followed by stngle-page ads. Business in- 
creased extensively over corresponding months 
of the year before. Newspaper publicity must 
be continuous, and the space must be dominant. 
The company uses billboards in striking colors 
and employs the best available outdoor-adver- 
tising ability in their preparation. These dis- 
plays are duplicated on letter heads. It pub- 
lishes the “Home Builder,’ a house organ that 
is written in the office. It uses all the direct- 
mail material manufacturers will supply. It 
handles nationally-advertised materials, for the 
initial sales resistance to such articles is already 
broken down. It sends out special letters to 
its classified prospect list to remind customers 
of special events and special needs. It carries 
sales efforts directly to the prospect and espe- 
cially to women, who are the country’s buyers. 
It is convinced that this work should not be 
left to contractors who may be good workmen 
but who nearly always are poor salesmen. 
Observation indicates that successful dealers 
carry their merchandise to consumers in com- 
plete units and do not depend upon contractors 


“to act as salesmen. 


A system of prospect slips, master sheets 
‘and the like carry complete information about 
prospects, calls and the progress of the deal. 
Yard employees constantly turn in prospect 
slips, and the employees are organized into a 
“Pep and Kick Club” which has its own offi- 
cers and holds monthly meetings. 

Mr. Goslin closed with an eloquent inspira- 
tional period to faith, work, courage and co- 
Operation. 


About the "Pep & Kick Club" 

Since Hiram Blauvelt, of the Comfort Coal- 
Lumber Co., of Hackensack, N. J., who was 
to have been the final speaker at the afternoon 
was ill and could not be present, and since Mr. 
Goslin could not wait over for the round-table 
conferences of Wednesday, President Cum- 
mings suggested that Mr. Goslin answer ques- 
tions at this session. 

Answering questions, Mr. Goslin explained 
that the Pep & Kick Club collects a dollar a 
month dues from each employee, and this sum 
is matched by the company. If the employee 
attends nine or more of the meetings he gets 
back all he has paid in, together with an equal 
extra amount from the company. If he at- 
tends less than nine, he gets back his dollar 
for each ‘attendance. The meetings are about 
half business and half entertainment. Some- 
times there is a discussion of some product the 
company is carrying. Sometimes there are in- 
spirational talks or music. Meetings are al- 
Ways interesting and entertaining and do much 
lor employee morale. 

The company spends from 2% to 3 percent 
ot sales on advertising. It tries to keep a 


reserve for emergencies or special opportuni- 
ties and believes especially in advertising in 
slow seasons, 

Pacific coast dealers have special problems, 
but they have the advantage of not being ham- 
pered by traditions. They are ready to try 
anything that gives promise of success. 

Mr. Goslin believes that installment selling 
is successful and is here to stay. Early mis- 
takes are being corrected. He disagreed 
emphatically with the statement that people 
will pay for automobiles but not for homes. 
They want homes, and if they don’t buy them 
it’s because homes are hard to buy. The auto 
men have worked enormously, putting more 
value into cars and making the price lower. 
The great auto shows are a revelation of the 
magnitude and intelligence of their work. In 
the meantime lumbermen do little to make 
houses more desirable or easier to buy. Deal- 
ers ought to control the quality of houses. The 


undesirable speculative builder gets by with his 
shoddy house because he does one more thing 
than the dealer does. He shows the customer 
what he is getting; and few people can see a 
house in imagination without careful help. The 
dealer must go him one better; not only offer- 
ing pleasing and suitable designs but also assur- 
ing the hidden quality. A dealer can, of course, 
put out shoddy houses; but that will defeat his 
major objective. A reputation for sound and 
dependable business advice is one of his most 
valuable assets. 

The Hoo-Hoo banquet for all lumbermen is 
being held this evening at the Hollenden. John 
C. Hoffman is toastmaster, and among the 
speakers is Franklin A. Hofheins, Snark of 
the Universe. A concatenation will follow. The 
ladies are having a “Get Acquainted” party at 
the Guildhall, Builders’ Exchange Building. 

[Report of this convention to be continued 
in next week’s issue.] 


Indiana Retailers in Annual 


Note: A complete report of the an 
nual convention of the Retail Lumber 
Dealers’ Association of Indiana will ap- 
pear in the Jan. 24 issue of the AMeERI- 
cAN LUMBERMAN.—EbpirTor. 





INDIANAPOLIS, IND., Jan. 14.—When C. C. 
Sheppard, of Clarks, La., president of the 
Southern Pine Association, talked with Indiana 
lumber retailers in the corridors of the Clay- 
pool Hotel this morning he heard about some 
lumber trade conditions and ethical problems 
that he “did not know could possibly exist in 
this industry,” he told the members of the 
Retail Lumber Dealers’ Association of Indiana 
in an address before the opening session of 
the association’s annual convention this after- 
noon. 

Mr. Sheppard plainly indicated that he was 
startled by the information he had heard, and 
unreservedly opposed the idea of any lumber 
manufacturer selling to consumers in any way 
except through retail yards. He pledged thor- 
ough co-operation with retailers, and urged 
Indiana dealers to visit the pine association’s 
annual meeting at New Orleans, La., in March. 
This invitation was seconded by H. C. Berckes, 
of New Orleans, secretary-manager, who told 
of the Southern Pine Association efforts to “put 
our house in order” by lining up the many 
small pine mills of the South so as to present 
for the entire southern pine production a solid 
front of quality products. He assured his 
hearers that southern pine production would 
never drop below a normal 8,000,000,000 feet 
annually. L. R. Putman, merchandising coun- 
sel of the pine association, characterized Mr. 
Sheppard as a fighter who would put his idea 
across, but who could not believe that trade 
conditions are what they are in some terri- 
tories until he visited the retailers himself. He 
said that in most instances of claims (86.5 per- 
cent) the retailer, not the mill, is right, but 
assured his hearers of the certain betterment 
of conditions. He closed with an encouraging 
statement that the lumber business is not facing 
extinction, but rather is facing new opportuni- 
ties every year. 

The three representatives of the Dixie manu- 
facturers occupied the last half of an interest- 
ing afternoon program presided over by Presi- 
dent Louis Walker, of Terre Haute. In his 
report Secretary C. D. Root, of Crown Point, 
named as the Indiana retailers’ greatest need 
and opportunity nowadays plans for the main- 
taining of the friendliest possible relations be- 
tween retailers in individual towns and cities, 
and the formation of local retail lumber organi- 
zations. He also presented the report of Treas- 
urer Harry Moore, of Indianapolis. 

Discussion on various subjects disclosed that: 
At the present session of the Indiana legisla- 
ture there will be introduced a bill levving a 
tax of 1 percent on all retail sales of any kind, 


which the lumbermen and chambers of com- 
merce oppose; a bill reducing the redemption 
limit on first mortgages from a year to six 
months is favored; there is a strong sentiment 
against allowing buses and commercial trucks 
to use the highways on the present basis while 
the competing railroads and interurbans must 
maintain their own right of way; there have 
been efforts to outlaw wood shingles, especially 
in fire zones, and as these are easier to defeat 
than to repeal it is important that dealers keep 
a close watch of city legislative actions; prac- 
tically all mail order competition is caused by 
the more lenient financing terms thus available, 
and such jobs frequently are located in the less 
desirable sections of towns, which means that 
this competition will take care of itself, many 
believe; retailers do not want manufacturers’ 
representatives calling on the consuming trade 
direct; friendship among retailers pays. 

Prof. J. J. Davis, of Purdue University, La- 
fayette, described the termite problem and how 
to control it, in a way that was more than a 
mere speech—it was almost a college course, 
and the many questions asked by the dealers 
were evidence of a keen interest on their part. 
Details of this, and other especially interesting 
features of this session, as well as the Thursday 
session, will be fully reported in the Jan. 24 
issue of the AMERICAN LUMBERMAN. 

[Report of this convention to be continued in 
next week’s issue.]} 


Santa at Paul Bunyan's Home 


WeEstwoop, CALiF., Jan. 10.—The recent holi- 
day season was made particularly enjoyable here 
when Santa Claus made his annual visit to this 
“home of Paul Bunyan.” Upon his departure, 
old Santa was able to say that there was not a 
child in the town who had not received at least 
one present and a box of candy. 

Under the direct supervision of H. A. Smith 
funds were raised and the community Christmas 
tree was set up in the lobby of the Westwood 
Theater. A free show of the latest talking 
comedies and cartoons filled every one of the 
1,100 seats with excited children and their adult 
guardians, 

After the show as the children filed out each 
one was given a box of candy and a toy. Dolls 
and dishes for the girls, mechanical toys and 
guns for the boys. Over 900 children were 
taken care of at the theater and the surplus 
toys and candy later distributed wherever the 
committee could find a child who had not been 
able to attend. 

In addition to the children’s Christmas 85 
“Cheer Baskets” containing Christmas dinners 
for 456 persons were distributed. 

The funds were raised by contributions from 
various lodges and community bodies with the 
Red River Lumber Co. furnishing all purchases 
at half price. 
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Offer Co-operation to 


MontcoMery, ALA., Jan. 12.—An unusually 
interesting and instructive meeting occurred 
here last Tuesday, when nineteen representa- 
tices of concentration planing mill yards, repre- 
senting more than a hundred small sawmill op- 
erators, assembled in response to a call by H. 
C. Berckes, secretary-manager of the Southern 
Pine Association. This organization is very 
effectively co-operating with small mill opera- 
tors and this was one of a number of group 
meetings that have been held. 

W. H. Fields, of Fields & Stallworth, Pine- 
apple, Ala., was elected chairman. With a few 
exceptions, most of those present represented 
planing mills that finance and handle the out- 
put of sawmills with a capacity of from 3,000 
to 10,000 feet daily. The first speaker was Nel- 
son C. Brown, one of the four field men con- 
ducting a survey of the lumber industry under 
the direction of the tariff commission. Mr. 
3rown discussed the work of his committee 
with reference to securing data on the cost of 
production and distribution. He also discussed 
the competition of Russian lumber, which he 
characterized as a real menace to the lumber in- 
dustry of the United States and of the South 
particularly. Mr. Brown stressed the need of 
his committee for full information and solicited 
the co-operation of all the lumbermen present. 

L. R. Putman, merchandising counsel of the 
Southern Pine Association, then discussed the 
question of merchandising yellow pine lumber. 
Mr. Putman, as usual, made a vigorous talk 
and did not mince words in presenting facts con- 
cerning some of the problems with which the 
industry is faced. He stressed both the need 
and value of associated effort and deprecated 
the tendency of a good many producers of lum- 
ber to benefit from association work without 
participating in the expense. He explained the 
effort of the Southern Pine Association to im- 
prove manufacturing methods and to standard- 
ize the output of both small and large mills. 
He explained also the difficulties that have been 
encountered through lumber being delivered 
that was not up to the standard in quality or in 
manufacture to the material the buyer was sup- 
posed to receive. To meet this and. other un- 
satisfactory situations, the association has come 
to the small mills with an offer of help that 
should be mutually beneficial. 


Must Be Uniformity of Grades 


Mr. Putman stressed the fact that the time 
has arrived when there must be uniformity of 
grades in the lumber produced and that the 
producer, whether operating large or small 
mills, should be able to name the price and 
state the terms and conditions under which the 
lumber will be sold. Through the inspection 
service of the association, products of the small 
mills can be brought up to the same standards 
as the larger association mills, and in this way 
be of direct benefit to the distributer and user 
of the lumber. 

Mr. Putman referred to the practice of sell- 
ing No. 2 and better dimension. This is not 
an association grade, and reports have been re- 
ceived from many yards that on shipments of 
this kind the No. 1 common was being accepted 
and the lower grades rejected. This indicated 
a need for the small mills to get their grades 
lined up so the trade may be supplied with a 
uniform product and the mills have some con- 
trol over the price at which the lumber is sold. 
He said that replies to letters sent to 12,600 
retailers indicated that a majority of the deal- 
ers ask that the same kind of stock be deliv- 
ered in each shipment: in other words, that a 
dealer may be assured that he will get the same 
grade on each shipment and that the material 
bought from different mills will be similar in 
grade and manufacture. 

Another suggestion made by the retailers 
concerned advertising and servicing the prod- 


uct of the mills, just as is done with other lines 
of merchandise. He summed up the situation 
in three outstanding problems: 

1. Uncontrolled production assures uncon- 
trolled prices. 

2. The industry suffers from lack of uni- 
formity and dependability of product. 

3. Lack of proper merchandising methods, 
the need of an assurance to purchasing 
agents that stock they receive will be the 
stock specified in their orders, and to get 
architects to correctly cover lumber in their 
specifications. 

In conclusion, Mr. Putman said the time has 
come to stop pussy-footing, to get out in the 
open and state positively that the association 
expects to use every means at hand to put over 
its program of better merchandising methods, 
in which program it hopes to have the hearty 
support and encouragement of the small mill 
producers. 


Added Features of Association Service 


H. C. Berckes, commenting on the discus- 
sions that had taken place, said that marketing 
is not the duty of the trade association and 
that the association can not promulgate a price 
list. It can, however, secure information about 
prices received by members after the orders are 
placed and then pass that information on to 
its membership. This probably would be an 
added feature of its service to the small mills, 
after full consideration by the association di- 
rectors. 

During the luncheon discussion, it developed 
from reports made by those present that the 
small mills in 1929 produced 51,230,000 feet of 
yellow pine lumber and in 1930 produced 31,- 
100,000 feet. This showed a reduction in out- 
put of 40 percent for the year, while associa- 


—_ 


Small Mills 


tion mills reported for 1930 an increase of 19 
percent. 

Three new members were enrolled and the 
luncheon meeting adjourned for an executive 
meeting for the transaction of group business, 

In addition to the speakers, trade paper and 
association representatives, there were present: 

Fred Anderson, Ralph Lumber Co., Bolling, 
Ala.; W. T. Brannon and W. J. Yost, Pine 
Plume Lumber Co. and T. M. Derickson, Hil- 
gard Lumber Co., Montgomery, Ala.; A. P, 
Downing, T. A. Miller Lumber Co., Brewton, 
Ala.; W. H. Fields, Fields & Stallworth, Pine. 
apple, Ala.; F. E. Hudson, Clark Hudson 
Lumber Co., Wetumka, Ala.; J. E. Hathcock, 
J. E. Hathcock Lumber Co., LaPine, Ala; 
Thomas A. Ivey of Thomas T. Ivey, Brundidge, 
Ala.; R. J. McCreary and L. U. West, R. J. 
McCreary Lumber Co., Montgomery, Ala.: 
J. McCord, Z. D. McCord Co., Goodwater, Ala.; 
Julian F. MeGowin, W. T. Smith Lumber Co, 
Greenville, Ala.; T. M. McLendon, McLendon 
Lumber Co., Omega, Ala.; L. W. Morgan, Sims 
Morgan Lumber Co., Selma, Ala.; R. L. Rum- 
sey, Kellytown, Ala.; R. H. Strain, T. R. 
Miller Mill Co., Brewton, Ala., and L. R. 
Tillery, Batson-Cooke, West Point, Ga. 


Small Mill Group in Florida 


TALLAHASSEE, FLA., Jan. 12.—A meeting held 
here last Thursday under the auspices of the 
Southern Pine Association, was attended by 
thirty-two small mill representatives. The in- 
terest shown by these operators in the program 
of the Southern Pine Association for standard- 
izing the grades and raising the quality of the 
product of the small mills generally led to the 
decision by the association to establish another 
group in this section. As the result of this 
meeting, the small mill services of the associa- 
tion will be made available to the operators in 
western Florida and southern Georgia. 


Commends Association’s Plan 


New OrLEANS, La., Jan. 12.—The enthusi- 
astic reception accorded the Southern Pine 
Association’s “Tentative Plan for Intensive Co- 
operation With Retail Lumbermen” has paved 
the way to the attendance by representatives of 
the organization at a number of the meetings 
scheduled during the next few weeks, according 
to announcment. President C. C. Sheppard, as 
well as several members of the staff, will 
appear on programs of retail conventions during 
January and February, and in addition thereto 
will meet with special committees appointed by 
the various retail lumber associations for the 
purpose of conferring on the subject matter of 
the tentative plan. 

Responses received from secretaries and man- 
agers of retail associations to which the circu- 
lar letter regarding the plan were sent by H. C. 
Berckes, secretary-manager, in December, indi- 
cate that the ideas advanced by the Southern 
Pine Association appear to have appealed to the 
imagination and practical sense of those execu- 
tives. The letter was sent to those organiza- 
tions in the southern pine consuming area whose 
annual conventions are held in January, Feb- 
ruary and March. 

Up to present dating, arrangements have been 
made for representatives of the Southern Pine 
Association to meet special committees of the 
retail lumber associations of Illinois, Indiana, 
Ohio, Pennsylvania and Western Pennsylvania, 
Louisiana, Kentucky, New Jersey, Louisiana, 
Tennessee, Wisconsin, and Michigan. 

C. C. Sheppard, president of the association, 
will appear on the program of the Illinois and 
Indiana retailers, while L. R. Putman and J. F. 
Carter will represent the S. P. A. before the 
other meetings. Mr. Carter will appear in the 
East and Mr. Putman in the middle West. 

Letters and telegrams which have poured 


into the S. P. A. from secretaries of the retail 
lumber associations evidence a sincere and ear- 
nest belief on the part of these men that at last 
the minds of the manufacturers of lumber have 
formulated an outstanding means by which lum- 
ber can be kept sold through the regular dis- 
tributive channels of lumber, the retailers. 
Typical expressions from messages include : 

“The Southern Pine Association has formu- 
lated a plan which is, to my mind, the most 
intensive and in all respects the greatest 
idea which a manufacturers’ association has 
ever set before the retailers.” “You are to 
be highly commended for such a wonderful 
program of effort to extend over a long 
period of years.” “If nothing more than your 
merchandising plan alone were put into your 
general plan iit would be well worth all the 
study and effort you have given it.” “The 
combination of your wonderful co-operative 
program with retailers and the idea of your 
holding a special retailers’ session at your 
annual meeting in March is beyond my simple 
words to commend.” 


Nothing but high praise has come from the 
retail secretaries and, as a result, H. C. Berckes, 
secretary-manager of the association, will ac- 
company Mr. Sheppard and Mr. Putman in 
meeting the secretaries of the middle western 
States. Following those meetings, a conference 
will be held with the secretary of the National 
Retail Lumber Dealers’ Association. 

After having conferred with the special 
committees of the various retail associations 
throughout our consuming area, said Mr. 
Berckes, Mr. Putman and Mr. Carter will 
make reports direct to New Orleans head- 
quarters. From these comments, criticisms 
and suggestions made by the retailers them- 
selves, our special committee, which is to be 
given whatever credit is due for the plan 
formulation, will consider for adoption all 
the recommendations received. 
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Take Action Against Rus- 
sian Lumber 


Mancuester, N. H., Jan. 12. — The menace 
of Russian lumber and discussion of means to 
restrain this unfair competition figured promi- 
nently at the annual convention of the New 
Hampshire Lumbermen’s Association, held here 
last Friday in the Hotel Carpenter. Meeting 
the previous evening, the directors of the asso- 
ciation discussed the situation in executive ses- 
sion. A considerable amount of Russian spruce 
was said to be finding its way already into vari- 
ous sections of New Hampshire and Russia was 
stated to be getting ready to ship in pine that 
will compete with native New England pine. 
This important matter was brought before the 
convention Friday by Harry K. Rogers of Sun- 
cook, the retiring president, and further dis- 
cussed by Vice President Arthur Bowler, of 
the Johnson Lumber Co., Manchester. 

A resolution presented by Morton Klein, 
Fitchburg, Mass., was adopted unanimously as 
follows: “Resolved, That we, the members of 
the New Hampshire Lumbermen’s Association, 
request our senators and congressmen to vote 
in favor of Bill S-5,370, or a similar bill, to 
prohibit importation of convict, forced or inden- 
tured labor products, and for other purposes.” 
A special committee also was provided for to 
“study into the ramifications and to keep the 
association advised on the situation.” 

Charging that much of the Russian lumber 
coming into this country is coming from “Com- 
munist owned forests where convict and forced 
labor is employed,” President Rogers read a 
letter he personally has sent to Senator George 
H. Moses of New Hampshire asking him to do 
all he can to bring about the enforcement of 
existing laws in this country to place an em- 
bargo on these menacing shipments. 

Officers elected for the ensuing year are: 

President—Arthur Bowler, Manchester. 

Vice president—C. P. Cronk, South Tam- 
worth Industries (Inc.), South Tamworth. 

Secretary-treasurer—Miss D. L. Bennett, 
Manchester. 





Directors for three years—E. K. Upton, 
Hancock, S. O. Huckins, Ossipee Centre; Wil- 
liam Pearson, Keene; Thomas E. Fernald, 
Nottingham, and Horace Rust, Wolfeboro. 


President Bowler was presented with a very 
handsome gavel made of New Hampshire 
maple, cut, dried and turned by the Johnson 
Lumber Co. Predicting in his address de- 
cidedly improved conditions for the lumber 
trade this year, he also was confident that 
prices will strengthen materially over the low 
figures obtained during 1930, and he foretold a 
pronounced up-turn in residential building. 
Some of the salient points brought out at the 
convention were these: 

Railroads are sure to increase work in car 
repairs which have been long suspended. 
New cars are needed and the railroads will 
turn back to wood cars in preference to steel 
ears. Industrial building, cast aside when 
the stock market crashed, will be thought 
of. Mueh structural timber will be required 
in highway building, extensive programs hav- 
ing been outlined by the Federal Government, 
States, cities and towns. The automobile in- 
dustry has started its advance. There is 
much lumber used in automobiles and al- 
though not generally known, New Hampshire 
ships a considerable amount to the factories 
in Cleveland, Buffalo and Detroit. 

Retail lumber yards are at their lowest in- 
ventories. They are certain to require addi- 
tional lumber shortly. Banks and invest- 
ment houses have plenty of money which 
they are ready to release under moderate in- 
terest rates for new buildings. 


In his farewell address as president, Harry 

Rogers outlined a number of movements 
which he believed the association should con- 
sider as objectives for the coming year. Chief 
among them was his attack on the increase in 
lumber coming in from Russia. He suggested 
production to meet demand only as a means of 
stabilizing the market. He also stressed the 





importance of renewed efforts to solve one of 
the greatest problems of all—the timber tax. 
Other points advocated were coérdination with 
other agencies in studying the possibilities of 
chemical research in the forests, and a move- 
ment for an early conference with the railroads 
for lower freight rates. 

Reporting for the legislative committee, S. O. 
Huckins urged support of a program initiated 
two years ago looking for relief from taxation, 
warning his fellow lumbermen that “unless 
there is a relief from taxation in New Hamp- 
shire I predict that three-quarters of you men 
will be out of business.” 


LUMBER CLUBS 


Nylta Club Activities 


New York, Jan. 13.—The Nylta Club will 
hold the first meeting of its 1931 season next 
Friday night in the headquarters in Grand Cen- 
tral Terminal, when Henry Chittick will pre- 
sent a paper by William E. Code on the use of 
wood in the construction of subways. Mr. 
Chittick will introduce George C. Golart, who 
will address the club on “Salvaging Marine 
Wrecks.” 

On Jan. 23, the club will select six directors 
to succeed A. H. Roth, Louis Pflug, Joseph G. 
Walsh, Harrison W. Ott, Frank D. Homan, 
and Irving Benzing, whose terms expire. On 
this occasion, Philip Bosler will present a play 
entitled “Lumber on Trial,” with a cast made 
up of Nyltarians. Dinner will be served in the 
grill room of the club preceding the meeting. 

















Baltimore Wholesalers Elect 


BALtiMorE, Mb., Jan. 10.—The Baltimore 
Wholesale Lumber Dealers’ Club at its annual 
meeting held in the Emerson Hotel last Thurs- 
day afternoon, elected George M. Roberts, of 
the Roberts Lumber Co., president; W. J. Ap- 
pel, of the Appel Lumber Co., vice president, 
and Ivan Brent, of Thomas A. Myers & Co., 
secretary and treasurer. Since the operations 
of the club are confined to securing informa- 
tion about supplies and other matters that aid 
the members in their activities, no annual re- 
ports of the president or other officers are 
made at the yearly sessions, and the proceed- 
ings were confined to an informal interchange 
of ideas as to the prevailing trend in the trade, 
together with various routine matters. 


Memphis Club Installs Officers 


MEMPHIS, TENN., Jan. 12.—A. L. DeMont- 
court, of the E. L. Bruce Co., was installed as 
president of the Lumbermen’s Club of Memphis 
at its regular meeting last Thursday. Other 
new officers were installed and annual reports 
were heard from committee chairmen under the 
administration of J. R. McFadden. Standing 
committees for 1931 were named by President 
DeMontcourt, whose chairmen are: Entertain- 
ment, Erskine Williams; membership, J. D. 
Allen, jr.; law and insurance, Harry Schadt; 
resolutions, George Land; welfare, H. J. M. 
Jorgensen, sr.; trade extension, J. W. McClure; 
club activities, E. C. Burnett; finance, A. L. 
DeMontcourt. 











Hear of European Lumbering 


SpoKANE, WASH., Jan. 10.—An extremely in- 
teresting talk by Dr. C. A. Schenck, one of 
the first technical foresters in the United States, 
featured the Jan. 9 luncheon meeting of the 
Spokane Hoo-Hoo Club. Dr. Schenck has 
made many trips to Russia and his talk was 
chiefly on conditions in the lumber industry 
under the Soviet government, although he re- 
ported on lumbering conditions in other Euro- 
pean countries. Dr. Schenck, a native of 


Dresden, Germany, was formerly in charge of 
the Vanderbilt forestry school at Biltmore, N. 
C. He is at present located at Missoula, Mont. 


Philadelphia Wholesalers 


in Annual 


PHILADELPHIA, Pa., Jan. 12.—A keynote of 
optimism was evidenced at the annual meeting 
of the Philadelphia Wholesale Lumber Dealers’ 
Association, which was held last Thursday 
evening at the Manufacturers’ Club. The usual 
banquet preceded the yearly business sum- 
marization and election of officers. The officials 
selected to guide the association during 1931 
are: 

President—S. S. Rutherford. 

Vice president—Ben T. Hazard. 

Secretary—Edward Strong. 

Treasurer—W. D. D. Smith. 

Directors (for three years)—Edward Strong, 
Mark H. Finley and Maurice Wiley. 

The highlights of the annual session were 
the addresses by Arthur E. Lane, president of 
the National-American Wholesale Lumber 
Association, W. W. Schupner, secretary-man- 
ager of the same organization, and President 
Edward F. Magee, of the Philadelphia unit. “In 
his stirring talk, Mr. Lane ventured to assert 
that, in his opinion, the year just closed had 
not been weathered in vain—that the recess in 
construction has paved the way for a new era 
of better times, and that the industry has been 
strengthened by ordeal and stands primed to 
reap its share of the harvest which is certain 
to come during 1931 and 1932. 

In his annual address President Edward F. 
Magee conceded the fact that 1930 was a year 
of emphatic business depression but refused to 
believe that the coming twelve months would 
be as full of dangerous curves. 

Owen M. Bruner, chairman of the forestry 
committee, reported on the activities of the 
group and recommended that the association go 
on record in favor of the call from the Amer- 
ican Tree Association, asking each citizen to 
plant a tree during 1931. 

Secretary Ben T. Hazard made an inter- 
esting report and concluded by presenting a 
noteworthy comparison brought out during the 
year. This report of ten members as to busi- 
ness expenses and profit for 1929 revealed the 
following averages: Percentage gross profit 
8.24; percentage expense 7.47; percentage net 
profit, .77 with only one member reporting a 
loss for 1929. In 1928 the averages were: 

Percentage gross profit 8.44 or .2 higher; per- 
centage expense 6.7 or .77 higher; percentage 
net profit 1.74 or .97 higher. 

Secretary Hazard concluded his remarks by 
stating : 

It is evident that under present business 
conditions, where the industry has_ been 
blindly under the impression that volume was 
the essential factor, it now sees that volume 

without profit is ruinous. It is the duty of the 
entire industry to emphasize the importance 
of this idea; particularly is this the duty of 
every wholesaler where he knows his retail 
customers are reducing prices to a lower than 
cost level, to advance prices so that a reason- 
able profit will be returned. Let us make 1931 








not so much a volume year as a year of 
profit. 
The following important resolution was 


adopted by the association: 

WHEREAS, The marketing of scant cut rough 
dimension, long practiced by certain dealers 
in this section, has recently grown to consider- 
able proportions; and 

WHEREAS, We have learned with real satis- 
faction that a group of local retailers have, 
this week, agreed to buy no scant cut rough 
dimension in the future, therefore, be it 

Resolved, First, we record our opposition to 
the buying or selling of scant rough dimen- 
sion as unfair and unethical practice; second, 
we pledge our best efforts to bring about its 
entire elimination in this territory. 

ae 
MopERN TRENDS 

Referee (excitedly): Hi, that’s the bell for 
the eleventh round! 

Cauliflower Bill, the Boxer: 
this one out. 


Oh, let’s sit 
—Hercules Record. 
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Associations’ Plans and Activities 


Jan. 19-20—West Virginia Lumber & Builders’ 
Supply Dealers’ Association, Stonewall Jack- 
son Hotel, Clarksburg, W. Va. Annual, 


Jan. 20—Roofer Manufacturers’ Club, Ralston Ho- 


tel, Columbus, Ga. Annual, 

Jan. 20-22—Northwestern Lumbermen's Associa- 
tion, Minneapolis Auditorium, Minneapolis, 
Minn. Annual, 

Jan. 21-23—Pennsylvania Lumbermen’s Associa- 
tion, 3ellevue-Stratford Hotel, Philadelphia, 


Pa, Annual. 


Jan, 21-23—Ontario Retail Lumber Dealers’ Asso- 


ciation, Prince Edward Hotel, Windsor, Ont. 
Annual. 

Jan. 22—New Jersey Lumbermen’s Association, 
Robert Treat Hotel, Newark, N. Annual, 


Jan. 22—American Walnut Manufacturers’ Associa- 
tion, Stevens Hotel, Chicago. 

Jan. 22-23—Carolina Retail Lumber & Building 
Material Dealers’ Association, Charlotte Hotel, 


Charlotte, N. C. Annual, 

Jan. 27—Northern Pine Manufacturers’ Associa- 
tion, Minneapolis, Minn. Annual. 

Jan, 27-28—National Lumber Exporters’ Associa- 
tion, Peabody Hotel, Memphis, Tenn. Annual. 


Jan, 27-29—-Southeastern Iowa Retail Lumbermen’s 
Association, Ottumwa Hotel, Ottumwa, Iowa. 


Jan, 27-29—Northeastern Retail Lumbermen’s As- 
sociation, Pennsylvania Hotel, New York City. 
Annual, 

Jan. 28.—Oak Flooring Manufacturers’ Association 
of the United States, Memphis, Tenn, 

Jan. 28-30—Southwestern Lumbermen’s Association, 
The Forum, Wichita, Kan, Annual. 

Jan, 28-29—Tennessee Lumber, Millwork & Supply 


Dealers’ Association, Hotel Noel, Nashville, 
Tenn. Annual, 


Jan. 29—Hardwood Interior Trim 
Association, Memphis, Tenn. 
Jan, 29—Hardwood Dimension Manufacturers’ As- 
sociation, Memphis, Tenn. 

Jan, 29-30—Hardwood Manufacturers’ 
Hotel Peabody, Memphis, Tenn. 

Jan. 31—Southern Hardwood Traffic Association, 
Hotel Peabody, Memphis, Tenn. Annual. 

Feb. 3-4—Canadian Lumbermen’s Association, Royal 
York Hotel, Toronto, Ont. Annual. 

Feb. 3-5—lIowa Lumber & Material Dealers’ Asso- 
ciation, Coliseum, Des Moines, Iowa. Annual, 

Feb. 4-5—National Lumber Manufacturers’ Asso- 
ciation Board of Directors, Congress Hotel, 


Manufacturers’ 


Institute, 
Annual, 


Chicago, 

Feb. 4-6—Retail Lumber Dealers’ Association of 
Western Pennsylvania, William Penn Hotel, 
Pittsburgh, Pa. Annual. 

Feb. 4-6—Michigan Retail Lumber Dealers’ Asso- 
ciation, Book Cadillac Hotel, Detroit, Mich. 
Annual, 

Feb. 10-11—Northern White Cedar Association, 
Hotel Radisson, Minneapolis, Minn. Annual. 


Feb. 10-12—Central Association of the Traveling 


Lumber & Sash & Door Salesmen, Stevens Ho- 


tel, Chicago. Annual, 
Feb. 10-12—Illinois Lumber & Material Dealers’ 
Association, Stevens Hotel, Chicago, Annual, 


Feb. 11-12—North Dakota Retail Lumbermen’s As- 


sociation, Fargo, N. Annual. 

Feb. 12-13—National Association of Commission 
Lumber Salesmen, Congress Hotel, Chicago. 
Annual, 

Feb. 13-14—Virginia Lumber & Buliding Supply 
Dealers’ Association, John Marshall Hotel, 
Richmond, Va. Annual. 

Feb. 16-17—Lumbermen’s Short Course, College 





Station, Tex. Annual. 


Feb. 16-18—Western Red Cedar Association, Spo- 
kane, Wash. Annual. 
17—Northern Wholesale Hardwood Lumber 

Association, Milwaukee Athletic Club, Milwau- 

kee, Wis. Annual, 

Feb. 17-19—Wisconsin Retail Lumbermen’s Assgo- 
ciation, Auditorium, Milwaukee, Wis. Annual, 

Feb. 18-20—Nebraska Lumber Merchants’ Associa- 
tion, Rome Hotel, Omaha, Neb. Annual, 

Feb. 19-21—Western Retail Lumbermen’s Associa- 
tion (U. S.), Winthrop Hotel, Tacoma, Wash. 
Annual. 

Feb. 23-25—Kentucky Retail Lumber Dealers’ Ag.- 
sociation, Brown Hotel, Louisville, Ky. Annual, 


Feb. 


Feb, 24—Northern Indiana & Southern Michigan 
Retail Lumber Dealers’ Association, Oliver 
Hotel, South Bend, Ind. Annual, 


Feb, 24-26—Southwestern Iowa Retail Lumbermen’s 
Association, Hotel Chieftain, Council Bluffs, 
Iowa. Annual. 

March 5—Eastern Iowa Retail Lumbermen’s Asgso- 
ciation, Lafayette Hotel, Clinton, Iowa. An- 
nual, 

March 5—Empire State Lumber Salesmen’s Assgo- 
ciation, Onondaga Hotel, Syracuse, N. Y. An- 
nual. 

March 11-12—South Dakota Retail Lumbermen’s 
Association, Sioux Falls, S. D. Annual. 
March 19-21—Western Forestry & Conservation As- 
sociation, Davenport Hotel, Spokane, Wash, 

Annual, 

March 20—Eastern Millwork Bureau, Hotel Penn- 
sylvania, New York City. Annual. 

April 14-16—Lumbermen’s Association of Texas, 
Plaza Hotel, San Antonio, Tex. Annual, 
April 15-16—National-American Wholesale Lumber 
Association, Ambassador Hotel, Atlantic City, 

N. J. Annual, 








Wholesalers Meet at Atlantic City 


New York, Jan. 12.—The National-American 
Wholesale Lumber Association will hold its 
next annual convention at Atlantic City, N. J., 
April 15-16 at the Ambassador Hotel. Presi- 
dent Arthur E. Lane has appointed the follow- 
ing convention committee: Arthur E. Lane, 
chairman; Dwight Hinckley, Cincinnati, Ohio; 
H. W. McDonough, Boston, Mass.; John I. 
Coulbourn, Philadelphia, Pa.; W. H. Schuette, 
Pittsburgh, Pa.; John I. Shafer, South Bend, 
Ind., and Horace F. Taylor, Buffalo, N. Y. 
This year’s meeting will have plenty to do and 
the committee will see that the program is 
attractive and practical. The committee will 
meet shortly and in the meantime is inviting 
suggestions from the membership for convention 
action. Application has been made for reduced 
railroad rates. 





Penn Retailers’ Plans 


PHILADELPHIA, Pa., Jan. 12.—Everything is 
in readiness for the Pennsylvania Lumbermen’s 
Association convention to be held at the 
3ellevue-Stratford Hotel, here, on Jan. 21, 22 
and 23. It will open on Wednesday morning 
with a joint meeting of the board of directors 
and executive committee. On Wednesday after- 
noon a local unit conference is scheduled, which 
is to be on a broader and wider scale than 
has ever before been attempted. 

On Thursday four noted speakers will dis- 
cuss vital topics of direct interest and help 
to every lumberman. E. St. Elmo Lewis, will 
talk on “Target Talks for Selling Lumber.” 
Orville C. Greene, president of Wilson & 
Greene Lumber Co., Syracuse, N. Y., will take 
as his topic “I Would Not Be in the Lumber 
3usiness Without a Well Founded Financing 
and Merchandising Plan.” Clarence L. Davis, 
vice president of the Batten, Barton, Durstine 
& Osborn Co., of Chicago, an advertising 
agency which handles several of the largest 
building material manufacturers accounts, will 
talk on “The Future of Retail Selling.” 

Dr. Busse and Dr. Nyberberg, assistant pro- 
fessors of selling and merchandising at New 
York University, are going to give a thorough 
engrossing demonstration on the platform of 
how not to sell. 

On Thursday afternoon a closed session for 


retail lumber dealers only will be held and 
distribution and merchandising problems, and 
future sales policies will be thoroughly delved 
into. Discussion leaders will give rapid fire 
talks on the keynote subjects, but the meeting 
will be mainly discussion. The manufacturers 
viewpoint will be presented by W. H. Upson, 
president of the Upson Co., and R. E. Saberson 
merchandising counsel of the Weyerhaeuser 
Sales Co. 

On Friday the business session opens at 10 
a. m. and at 12:30 is the reserve supply luncheon 
to discuss the development of the reserve supply 
companies over the United States. 

On Wednesday night a stag dinner is in or- 
der for Young Men’s Night, with a minstrel 
show, employing both amateur and professional 
talent, afterward. On Thursday night the 
regular annual banquet, dance and reception 
will be held and on Friday night a theater party 
is being planned. 





Date for Eastern lowans 


DeWitt, Iowa, Jan. 12.—Donald C. Elder, 
this city, secretary of the Eastern Iowa Retail 
Lumbermen’s Association, announces that the 
organization has just decided to hold its annual 
convention on March 5 at the Lafayette Hotel 
in Clinton. 


Western Red Cedar Association 


SPOKANE, WASH., Jan. 10.—The Western 
Red Cedar Association, through its secretary, 
W. H. Jones, this city, announces that its an- 
nual meeting will be held on Feb. 16, 17 and 
18 in Spokane, and will be devoted to commit- 
tee reports and discussion of problems confront- 
ing the western red cedar industry. 

















Shingle Congress Is Postponed 


SEATTLE, WASH., Jan. 10.—It has become 
necessary to postpone the Red Cedar Shingle 
Congress, which was to have been held here 
Jan. 15. This is due to the fact that Arthur 
Bevan, secretary-manager of the Red Cedar 
Shingle Bureau, has been called east for a 
rather indefinite stay. The congress will prob- 
ably be held in the earty part of February. 


Memphis Hardwood Meetings 


Mempuis, TENN., Jan. 12.—“Strictly busi- 
ness” will be rule at the ninth annual meeting 
of the Hardwood Manufacturers’ Institute, to 
be held at the Hotel Peabody, here, Jan. 29 
and 30, according to announcement made by 
J. H. Townshend, executive vice president. J. 
W. Bailey, president, will preside at the meet- 
ing which will open at 10 a. m. Thursday. The 
program will consist of a number of talks con- 
cerning statistics, research, trade promotion, 
and discussion of many other subjects of vital 
interest to all hardwood manufacturers and 
consumers, 

Mr. Townshend has just returned from a 
trip through the producing territory and ad- 
vises that practically all manufacturers will be 
in attendance as well as a great number of 
consumers from the North. 

Railroad rates of one fare-and-one-half for 
the round trip have been announced by all 
railroads entering Memphis. 

The annual meeting of the Southern Hard- 
wood Traffic Association, which will be held 
here at the Hotel Peabody on Jan. 31, will be 
attended by practically all members of the as- 
sociation. There will be no luncheon, and the 
business session will start at 10 a. m. with Joe 
Thompson, president, presiding. J. H. Town- 
shend, secretary-manager, will make his an- 
nual report, as will various committee chair- 
men. New officers will be elected. 








California Piners in Annual 

San Francisco, Cauir., Jan. 10.— At the 
annual meeting of the California White & 
Sugar Pine Manufacturers’ Association, held 
here yesterday and presided over by B. W. 
Lakin, of the McCloud River Lumber Co., the 
membership was well represented, thirty manu- 
facturers being present. Discussion was con- 
fined to problems of the industry and policy of 
association activities. : 

A significant step in lumber merchandising 
was taken by the unanimous adoption of an 
official association trade-mark “CW&SPA” to 
be used in conjunction with nationally certified 
“Tree” marked lumber. Many mills now grade- 
and trade-mark various items. 

Acting Secretary-Manager Bernard Scott was 
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instructed to obtain from as many as possible 
of the non-member mills, current statistics cov- 
ering production, shipments and orders, in order 
to make available to the industry as a whole a 
more complete analysis of these items. The 
present statistical figures of the association rep- 
resent 72 percent of the entire production of 
species produced in the region covered by the 
present membership. ies 

The report of the advertising committee, 
H. D. Mortensen, Pelican Bay Lumber Co., 
chairman, was held over to be presented at the 
February meeting of the board of directors. 

Association officers for the current year were 
elected as follows: 

President—E. D. Terwilliger, vice president 
Clover Valley Lumber Co., Loyalton, Calif. 

Vice president—W. E. Lamm, president W. 
E. Lamm Lumber Co., Modoc Point, Ore. 

Treasurer—R. D. Baker, president Lassen 
Lumber & Box Co., Susanville, Calif. 

The personnel of various standing com- 
mittees, including transportation, statistics and 
advertising, has not yet been appointed by 
President Terwilliger. 








Reports on Trip to Coast 


New York, Jan. 12.—Arthur E. Lane, presi- 
dent of the National-American Wholesale 
Lumber Association, returned last week from a 
five weeks’ trip to the Pacific coast. During 
this trip considerable time was spent on asso- 
ciation matters, and he has sent to the mem- 
bers a report of his visit, as follows: 

Meetings were arranged by wholesalers 
and manufacturers at Minneapolis, Spokane, 
Seattle, Portland, Eugene, Ore., and San 
Francisco. The writer was pleased, though 
not surprised, with the strong and favorable 
standing of our association in all sections 
visited. 

Some meetings had over fifty present, in- 
cluding manufacturers and wholesalers, and 
I had the pleasure of discussing our current 
activities and relations with other associa- 
tions, matters involving joint committee at- 
tention, firm price policy, adequate compen- 
sation to wholesalers, retailers posing as 
wholesalers, commission splitting, and prac- 
tically the whole range of our program. 

The manufacturers appreciate the action of 
our executive committee supporting the firm 
price policy and believe that sincere co- 
operation on our part to make this effective 
will further improve our merchandising re- 
lations, and I could detect a feeling that the 
success of this plan will assist in the Na- 
tional-American’s effort to obtain proper 
compensation for wholesalers. I was pleased 
to find that our promotional work on this 
matter is considered seriously at the right 
sources. Naturally, existing conditions cause 
some hesitancy, but the discussion brought 
out some points on our behalf, which I 
thought should not be overlooked 

Unquestionably, lumber distribution in its 
most modern aspects is being thoroughly studied 
and I was glad to say that our members are 
themselves striving to render the highest 
measure of efficient service, with the full 
realization that selling arrangements and all 
relations must be mutually profitable. 

Attention was given to retailers who claim 
to be wholesalers, and. the unfair practice 
of giving them a differential allowed for a 
Specific wholesale distribution function. As 
4 result, the association will be given an 
opportunity to assist in the revision of manu- 
facturers’ lists. It is fair to state, that along 
with everything else in our favor, manufac- 
turers desire our most effective co-operation 
to prevent commission splitting. : 

At some of these meetings were officials 

of the National Lumber Manufacturers’ As- 
sociation, Western Pine Manufacturers’ As- 
sociation, West Coast Lumbermen’s Associa- 
ton, Willamette Valley Lumbermen’s Asso- 
“lation, California White & Sugar Pine Manu- 
facturers’ Association, and others, and it was 
highly pleasing to meet so many in this man- 
her and intimately discuss questions of mu- 
tual interest. I should add that North Coast 
Manager R. A. Dailey has his work well in 
hand and is performing excellent service on 
behalf of the entire membership. 
I feel that our transcontinental contacts 
are Well laid and I know you will be pleased 
to know how splendidly the association is 
functioning in the West. 


Toronto Wholesalers in Annual 


Toronto, OnT., Jan. 12.—The annual meeting 
of the Wholesale Lumber Dealers’ Association 
was held here today, with the election of officers 
resulting as follows: 

President—A. 8S. Nicholson. 

Vice president—A. E. Read. 

Directors—A. S. Nicholson, A. E. 
C. Munroe, J. 
H: &. 

A. E. Clark, the retiring president, is ex-of- 
ficio a member of the board. J. L. Campbell 
was re-elected secretary-treasurer. 

The question of the sale of timber and lumber 
by wholesalers or manufacturers to firms en- 
gaged in the fabrication of steel barns was 
brought up, the discussion arising over the de- 
livery of a carload shipped by a mill to a con- 
tractor who was putting up the building. This 
manufacturer contracts to supply the steel barn 
company with a large quantity of timber and 
lumber annually. The retailers felt that delivery 
direct by such a sawmill to the contractor was a 
breach of trade ethics. After some discussion 
of the subject, the wholesalers referred the mat- 
ter back to the Ontario Retail Lumber Dealers’ 
Association for further particulars. 

Another subject discussed was the use of the 
word “cull” in the grading of spruce and jack 
pine. It was decided to send a resolution on 
this subject to the Canadian Lumbermen’s Asso- 
ciation and to ask it to take action. 

A. E. Eckardt pointed out that the building 
code in London, Ont., was being amended to 
eliminate the use of Norway pine joists, but stil! 
admitting the use of yellow pine, although the 
by-law did not state what species of yellow pine 
would be permitted. After some discussion it 
was recommended that Mr. Eckardt should get 
further details from the local retailers’ associa- 
tion in London and that the matter should then 
be followed up. 

A. E. Clark reported that the “dollar-for-dol- 
lar” per car agreement was being discussed by 
the retail dealers in Toronto and he believed that 
their committee would reach a favorable con- 
clusion in a few days. 

D. C. Johnston reported that he had received 
a letter and a questionnaire from John C. Artz, 
secretary-treasurer of the Empire State Lumber 
Salesmen’s Association, asking all members to 
report the number of motor cars they operated, 
the mileage covered in a year, and other perti- 
nent facts, so that the association might endeavor 
to obtain discounts from the price of gas and 
oil, and probably tires and accessories. They 
expected to be able to offer 4,000,000 miles of 
gas and oil purchases. Mr. Johnston suggested 
in a letter to the secretary of the wholesale as- 
sociation that a similar questionnaire should be 
sent out to its members. A motion was carried 
for this purpose, and it was suggested also that 
a recommendation for a similar questionnaire 
be sent to the Ontario Retail Lumber Dealers’ 
Association for its consideration. 


tead, R. 
A. McBean, K. M. Brown and 
Brunton. 





Launch New Broadcast Program 


Litre Rock, Ark., Jan. 12.—At a meeting 
of the subscribers of the Arkansas Soft Pine 
Bureau here last Friday a decision was reached 
to launch a three-month broadcasting program 
beginning Feb. 1 featuring Arkansas soft pine. 
Stations to be used include Portland, Me., Fort 
Wayne, Ind., and Des Moines, Iowa. These 
stations will cover a good portion of the regu- 
lar Arkansas soft pine trade territory. Mem- 
bers of the Arkansas Soft Pine Bureau were 
well satisfied with their first experience in 
radio broadcast advertising, having completed 
in December a three-month broadcasting pro- 
gram in Boston and Pittsburgh. The subscrib- 
ing mills were represented as follows: Dierks 
Lumber & Coal Co., by Herman Dierks, presi- 
dent, and Devere Dierks, vice president, of Kan- 
sas City; Caddo River Lumber Co. by Hal 
Schafer, secretary of Kansas City, and R. J. 
Roseboro, general manager, of Roseboro, Ark. ; 
Crossett Lumber Co. by L. J. Arnold, general 
manager, Crossett, Ark.; Fordyce Lumber Co. 


by D. C. Gates, general manager, and Ben 
Mayhew, superintendent, of Fordyce, Ark.; 
Southern Lumber Co. by Z. K. Thomas, general 
manager, and J. E. Hurley, sales manager. 
Robert H. Brooks directs the efforts of the 
Arkansas Soft Pine Bureau which are confined 
largely to co-operative advertising and trade 


promotion. 
ae 


Philadelphia Exchange Meeting 


PHILADELPHIA, Pa., Jan. 12.—A large at- 
tendance was present at the meeting, last 
Thursday, of the Lumbermen’s Exchange. J. F. 
3uckley, field secretary, gave an outline of the 
program of the thirty-ninth annual convention 
of the Pennsylvania Lumbermen’s Association. 

President Warren D. D. Smith, of the ex- 
change, urged the members to forget the trying 
times they have been through and to remem- 
ber that things are now on the upgrade. He 
pointed out that Philadelphia is not alone in 
this depression; that it has been felt through- 
out the entire country, but even so, America is 
in far better shape than any other country in 
the world. Mr. Smith urged everyone to put 
his shoulder to the wheel, and boost business 
in every way possible. 

George H. Redden, guest speaker, who is 
called the Pastor of the Pines, being a Pres- 
byterian missionary in the lumber camps at 
Bend, Ore., sang and gave a very interesting 
talk on his work among the lumber camps in 
his district. 

. 
The Small Mill Problem 

MeripIANn, Mass., Jan. 12.—J. H. Miner, who 
operates here the J. H. Miner Saw Manufac- 
turing Co., and for many years has been closely 
identified with the lumber industry throughout 
the South, discussing the small mill problem a 
few days ago said: 

This is a problem that is hard to solve. 
Many of these mills are isolated and inacces- 
sible. Their owners do not come into contact 
with practical operators and are not much 
given to reading and familiarizing themselves 
with today’s rigid requirements of lumber. 
Often it happens that good timber is 
butchered and a loss of 10 percent to 20 
percent is taken, which really is the profit 
they could have made. The small mill opera- 
tors who hustle and who cut railroad ties 
and dispose of the siding lumber to farmers 
make a little money. 

Where the mill owner is the sawyer, cut- 
ting lumber true to grade, he should make 
more per dollar invested than the larger mill 
with heavy overhead. The Government could 
help these men by issuing plain, illustrated, 
simple directions, void of technicalities, that 
could be readily comprehended and have 
postmasters distribute these pamphlets to 
small mill owners, somewhat along the line 
of help extended to the farmers. If a prac- 
tical man could visit these small mills, see 
that they cut their lumber uniformly and 
according to grade and get the best out of 
the log, this would be of great help to them. 
Then, with a dozen or more operating so they 
could deliver to a central point where a dry 
kiln and up-to-date planer are located, bet- 
ter marketing results could be obtained. The 
planing mill with ample capital will get the 
market price for the lumber and the millman 
will realize $10 more a thousand for his 
B&better instead of cutting “mill run” into 
2-inch dimension. 

Some of the better dealers will not handle 
the cut of the average small mill, as perhaps 
only one out of a dozen will operate with any 
regard as to what he cuts. There is no 
grading, most of the lumber is miscut, and 
many of them can not finance themselves 
more than a week at a time. I have seen 
mills so isolated that in the winter or dur- 
ing the rainy spell, the owners could not 
haul their lumber; their logging costs were 
too heavy, and they were badly handicapped 
through inability to make delivery. Few of 
these small mills make a _ dollar. They 
change hands frequently, for as long as there 
is a little scattered timber some one will 
take over the mills. The timber is being fast 
depleted and in some sections it is gone. 
There will not be as many of these small 
mills in the future as there have been in 
the past. 
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Hardwood Consumers Placing Some Orders 


More Buying at Low Prices 


MEMPHIS, TENN., Jan. 12.—A slightly better 
demand for southern hardwoods has been noted 
since the first of the year. The orders have 
been placed at low prices and for immediate 
delivery. Only a few manufacturers are willing 
to sell for future shipment on the present mar- 
ket, but are accepting some orders for prompt 
shipment. Practically all groups are buying 
more. Most of the larger orders are from 
automobile and furniture manufacturers. A good 
number of automobile manufacturers have been 
in the market for hardwoods to start plants 
in operation, and there have been many in- 
quiries from the furniture manufacturers. The 
demand since January shows that consumers 
realize that present prices cannot continue in- 
definitely, and are buying at current low levels. 
There has been a fair demand for low grades 
from box and crate manufacturers, and occa- 
sional orders from interior trim plants and sash 
and door manufacturers. A few orders for 
flooring oak have been placed at low prices, 
and a slight revival in the flooring trade will 
greatly help the oak market. Probably the 
best demand continues to come from foreign 
buyers. English importers continued to place 
orders at current low prices. Demand from 
foreign buyers is expected to continue until bet- 
ter conditions exist in the domestic market and 
higher prices are asked. 

Production of hardwoods has been low for 
the last thirty days, and no increase is expected 
until February. Most hardwoods mills are 
down, or running only part time. Manufac- 
turers will not increase their output until spring, 
and not then unless business justifies increased 
production. Stocks at mills are fairly heavy. 


Inquiry and Sales Larger 


LovuIsviLLe, Ky., Jan. 12.—Reports from some 
hardwood jobbers and producers show a slightly 
better feeling. While business has not picked up 
materially, there is somewhat better inquiry, and 
a few more orders. With fair reports coming 
from the furniture shows in Chicago and Grand 
Rapids, it is claimed that there has been just 
a little better inquiry from furniture manufac- 
turers. Some manufacturers of radios have re- 
ceived good enough reports regarding stocks in 
dealers’ and jobbers’ hands to warrant their get- 
ting back into production at least in a limited 
way. Automotive woodwork plants are grad- 
ually increasing production, and better inquiry is 
reported for wormy oak, magnolia and hard 
maple. Railroad buying is dull. Flooring oak 
has shown signs of life. Planers are not buying 
much of anything just now. Better yard and 
planer buying is expected in February. Some 
box company orders have recently been received 
for low grades. Export trade has been holding 
up well, and of late there have been numerous 
inquiries for oak, ash and poplar. 

Gum, common sap, in inch or thereabouts, No. 
1 common and 2-A poplar in 4/4; oak, common 
and better, 4/4; magnolia, No. 2 and better, 
4/ to 8/4; hard maple, common and better, in 
8/4, and flooring grades of Nos. 1, 2 and 3 com- 
mon have shown the most activity. 

Prices of inch stock, f. o. b. Louisville, read: 
Poplar, FAS, southern, $72; Appalachian, $80; 


saps and selects, southern, $45; Appalachian, 
$55; No. 1, southern, $32@35; Appalachian, 


$42; No, 2-A, southern, $27@28; Appalachian, 
$30@32; No. 2-B, $20@21. Walnut, FAS, 
$220; selects, $145; No. 1, $75; No. 2, $32.50. 
Sap gum, plain, FAS, $37@40; common, $27@ 
30; quartered, FAS, $52@53; common, $34@35. 
Red gum, plain, FAS, $75; common, $43; quar- 
tered, about the same as plain. Ash, FAS, $65@ 
70; common, $43@45. Cottonwood, FAS, $37 


@40; common, $28. Southern plain oak, red, 
FAS, $55; common, $38. Southern plain white 
oak, FAS, $75@80; common, $42. Appalachian 
red oak, plain, FAS, $65@70; common, $45. 
Appalachian white oak, plain, FAS, $80@90; 
common, $50; quartered, FAS, $120@125; com- 
mon, $65@70. Southern quartered white oak, 
FAS, $110; common, $62@65. Southern quar- 
tered red oak, FAS, $85; common, $52.50. 
Sound wormy oak, $26@28. 


Mild Weather Helps Sales 


SUFFALO, N. Y., Jan. 13—Lumber trade has 
been helped by the comparatively mild weather 
that has prevailed so far this winter. Retail 
sales have been a little better during the last 
week, and the retailers have told wholesalers 
that if conditions continue favorable they will 
soon have to add to their stocks. They are 
doing this already in some instances, though the 
volume of buying is not at all heavy. 

William M. Hekking, director of the Albright 
Art Gallery, gave a talk to the members of the 
Buffalo Lumber Exchange at the meeting of 
Jan. 9. He formerly spent considerable time in 
the North Atlantic as liaison officer, and ex- 
plained the methods adopted in protecting ocean 
vessels from floating icebergs. Turning to the 
subject of art, he explained the importance of 
the Albright Art Gallery. 

A tri-county group of the Northeastern Re- 
tail Lumbermen’s Association, representing Cat- 
taraugus and Allegany counties in New York 
State and McKean County, Pennsylvania, will 
be held at the Olean House, Olean, N. Y., on 
Jan. 15. An illustrated talk will be given by 
Lawrence W. Smith, field representative of the 
Southern Cypress Manufacturers’ Association, 
showing logging and milling operations in 
cypress. 

The L. N. Whissel Lumber Corporation has 
filed plans for the erection of a new carpenter 
shop to replace the one burned at its yard at 
577 Cambridge Avenue. 

Visitors to the lumber offices last week in- 
cluded: George P. Stanley, Brooks-Scanlon 
Lumber Co., New York; J. E. Diamond, Pick- 
ering Lumber Co., Kansas City; J. C. West of 
J. C. West Lumber Co., Cincinnati, and A. J. 
Rost, Kendall Lumber Corporation, Pittsburgh. 

C. W. Bodge is a member of the supreme 
court jury for two weeks of this month. 

W. K. Jackson, president of Jackson & Tin- 
dle, is spending ten days at the company’s mills 
in Munising and Pellston, Mich. 


Inquiry Gains; Prices Steadier 


CINCINNATI, OHIO, Jan. 12.—More inquiries 
are being received for both Appalachian and 
southern hardwoods, but dealers here say that 
Appalachian mills have the edge on the little 
business that is passing. Prices are inclined to 
be steadier, and reports are general that mills 
are stiffening somewhat in their views. At any 
rate the sentiment is growing more general that 
there is no reason for hardwood mills and 
wholesalers to continue making sacrifices. In- 
ventories throughout this territory and the mid- 
west generally are low. Stocks of both distrib- 
uters and industrial users have been shown by 
inventories to be short of their actual wants. 
In some cases they have reached the vanishing 
point, and fill-in orders of rather liberal pro- 
portions will have to be placed. Wholesalers 
expect that hand-to-mouth buying may continue 
until late in the spring, but they believe that 
even light buying will mean total orders of con- 
siderable volume. Export business is dull, but 
there are reports of a few scattered inquiries. 

Dealers in pine and cypress are more encour- 
aged in regard to trade conditions. 


December Auto Output Increases 
New York, Jan. 12.—Evidence of an early 


‘upturn in trade activity was supported by the 


monthly production report submitted at the 
monthly meeting of the board of directors of 
the National Automobile Chamber of Commerce 
here today. 

Production of passenger cars and trucks in 
December amounted to 155,185 units—an in- 
crease of 24 percent over the output in Decem- 
ber of last year, and 15 percent over the cor- 
responding figure for November, 1930. 

December production fixed the total domestic 
output of the automobile industry for the year 
at 3,505,061—38 percent below the record year 
1929, and only 2 percent under the correspond- 
ing figure for 1927. 

Additional encouragement to the motor indus- 
try was contained in statistics revealing that 
current inventories of new car stocks are z5 
percent under what they were a year ago. 


Replacement Buying Fair 


Boston, Mass., Jan. 13.—Some wholesalers 
have booked a fair volume of replacement 
orders. A decided increase in the requirements 
of the automobile industry is expected. Late 


‘advices from across the Atlantic encourage the 


hope that export trade will expand during the 
next few months, as foreign buyers seem to 
have become convinced that prices have touched 
bottom. 

Some bargains are offered, but most sellers 
are quoting within the following range for inch 
FAS and No. 1: Ash, $81@88 and $52@54; 
basswood, $75@80 and $52@56; beech, $70@75 
and $52@56; birch, $85@95 and $53@58; 
maple, $84@90 and $54@60; plain hard oak, 
red, $70@75 and $52.@56; white, $92@96 and 
$56@59; plain soft white, $105@110 and $61@ 
67; quartered white, medium texture, $130@135 
and $80@84; quartered soft, $145@150 and 
$92@98. Poplar, medium texture is: FAS, 
$80@87; saps, $56@61; No. 1, $44@48; soft, 
FAS, $103@110; saps, $73@77; No. 1, $59@60. 

Demand for flooring is decidedly dull, though 
retailers have light stocks. Prices are irregular. 
Plain white oak flooring is offered at $80@@89.50 
for clear, $56@61.50 for select, and $35(@41.50 
for No. 1 common. Clear. maple flooring from 
Michigan is quoted $78@83.50, and clear birch 
flooring at $75@s80. 





Timber Bond Prices 


Bid Asked 
Algoma Lumber Co. 6s 1937.......... 94% 97% 
Bloedel Donovan Lumber Mills 6% 
PO ME i dine i ciktcatecmeexaaaen 94% 97% 
W. P. Brown & Sons Lumber Co. 5%% 
eS ee ae errr 96% 98% 
Carlisle Lumber Co. 6s 1937........+-. 94% 97% 
Connor Lumber & Land 6s 1941..... . 94% 97% 
Dierks Lumber & Coal Co. 6s 1941.... 92% 96% 
W. F. Ingham ist 6s 1936...........0. 96% 98% 
Lamar Lumber Co. 6s 1934.........+.. 97 100 
McGowin-Foshee Lumber 6s 1938...... 94%, 97% 
Clayton & Anson Mark 6s 1931....... 99% 100 
Munising Paper Co. 5%s 1939........-. 91 94 
Oregon White Cedar Co. 6s 1933...... 99 100 
Owen Oregon Lumber 5%s 1940....... 88 92% 
Saginaw & Manistee 6s 1936........-. 95 97% 
Trask Timber Co. 68 1936.......-.00. 95 98 
Virginia Hardwood Lumber Co. 6s 1941 93 96 
Western Timber Co. 6s 1938........... 93% 97% 


Note: The above securities maturing within two 
years are offered to yield 5% to 6 percent, bid 6% 
per cent basis or better. 


(Quoted by Baker, Fentress & Co., Jan. 7, 1931) 





Harvard Economic Society’s weekly whole- 
sale commodity price index has declined to 745 
for the week ended Jan. 7, 1931, from 748 
for the week ended Dec. 31, 1930. 


For Current Market Prices on Hardwoods See Pages 70 and 71 





Janu 


The 
more 
proba 
ceives 
wire 

Wi 
finish 
consi 
your 

It i 
if it 
seemi 
not il 
for 0 
contri 
life o 


To 
wire 
comm 
rope 

Dru 

Rev 

L0] 

Ro] 
requi! 

Ove 

Lac 

Ro} 

Ins) 

She 

Dee 

Bro 

She 
ot we 

Dis 

Sto! 
anyth 

Stic 

Ben 

Loo 
pull c 

Rory 
condit 

‘ 


Son 
that 
overs! 
of loz 
duced 

In ; 
portal 
the b 
be su 
will | 
load 1 

Exh 
great] 
usual 
Tests 
actual] 
crease 

The 
pact. 
can p 
tons, 
rested 
light 
the re 
than 
to it 

If. 
Sentl]) 
Strain 
Same 

You 
rope 
“snap 

A 5 
6x19 
ultim: 
Strong 
Wires 
readil 
not s 
Seriou 
some 
Wires 
tion, 








=v 


i@ 
135 
and 
\S, 
oft, 
160. 
igh 
lar. 
50 
{50 


rch 


‘ked 
97% 


97% 


8% 
97% 
7% 
96% 
98% 
00 
97% 
00 
94 
00 
92% 
97% 
98 
96 
97% 
two 
6% 


931) 
10le- 


74.5 
74.8 





January 17, 1931 


AMERICAN LUMBERMAN 





—— 


Some Causes for the Failure 


of Wire 


There is no part of your equipment that is 
more dependable than wire rope. There is 
probably no part of your equipment that re- 
ceives less consideration and more abuse than 
wire rope. 

Wire rope is an accurately made, finely 

finished product and should receive the same 
consideration and care as the other parts of 
your equipment. 
" It is not always a reflection upon wire rope 
if it disintegrates on an operation within a 
seemingly short time. When this happens do 
not immediately blame the wire rope. Look 
for other causes that may prove to be vital 
contributing factors to the shortening of the 
life of your cable. 


Things That Destroy Wire Rope 


To help you to increase the life of your 
wire rope, we give here some of the most 
common causes that shorten the life of wire 
rope in various operations; things to avoid. 

Drums and sheaves of too small a diameter. 

Reverse bends. 

Rope of insufficient strength for load. 

Rope of wrong construction for the service 
required. 

Overwinding on drums. 

Lack of lubrication. 

Rope damage in handling or kinking. 

Insufficient or faulty guides and rollers. 

Sheaves out of alignment. 

Deeply worn grooves. 

Broken rim or grooves scored by an old rope. 

Sheaves that turn hard or wabble because 
of worn or damaged journals. 

Displaced rope guards. 

Stones or other objects becoming lodged or 
anything that rubs or cuts the rope. 

Sticky grabby clutches. 

Bent shafts. 

Loose bearings or anything that causes the 
pull on the rope to be uneven or jerky. 

Rope life is absolutely dependent upon the 
condition of the machinery. 


Sudden Strains Shorten Wire Rope Life 


Some things that are not so obvious but 
that seriously affect rope life, chiefly from 
overstress, are: Jerking, slack, acceleration 
of load, impact and differential stresses pro- 
duced in multiple groove drums. 

In any kind of hoisting operation it is im- 
portant that the rope shall have no slack at 
the beginning of hoisting, else the load will 
be suddenly applied and the stress in the rope 
will be much in excess of that due to the 
load raised. 

Exhaustive tests found that acceleration 
greatly increased the rope stress beyond that 
usually figured due to the rope’s elasticity. 
Tests on a 1%-inch diameter rope under 
actual operating conditions showed an in- 
crease of 130 percent. 

The force of a hammer blow is due to im- 
pact. A hammer weighing only a few pounds 
can produce a blow having a force of many 
tons, merely because its movement is ar- 
rested suddenly. For instance, even when a 
light load being lowered is stopped suddenly, 
the rope is subjected to a force much greater 
than the power of the machinery could apply 
to it in hoisting. 

If you take a piece of twine and pull it 
Sently you'll find it will stand an unusual 
Strain before breaking, but if you snap the 
Same cord quickly it is easily broken. 

You will get the same results with wire 
rope or any other kind of rope. Don't 


“snap” your wire rope. Start to lift slowly. 
: A 5%-inch diameter plow steel wire rope of 
‘x19 construction, with fiber core, has an 
ultimate strength of 15.5 tons and looks 


Strong and rugged, but being composed of 114 
Wires of about .041-inch diameter you will 
readily see that these individual wires can 
hot stand severe abuse without becoming 
Seriously damaged. We have pointed out 
Some ways to avoid damage to the individual 
Wires and the rope before and after installa- 
tion. If you follow these recommendations 


Rope 


your wire rope should give good service. 

When a wire rope, or any other material, 
is subject to accidental damage, the accidents 
do not occur at regular intervals and thus, 
one wire rope may last longer than another 
because it was not damaged, or not damaged 
as much, by accidents. 


Facts You Should Know 


The fact that the outside wires of a wire 
rope are broken is not an indication that they 
are brittle or have failed from bending and 
fatigue. It is just as probable they were 
pulled in two. ‘The outer wires have a higher 
stress than the inner wires even when the 
rope is straight. This is because they lie at 
a greater angle to the rope axis. The outer 
wires are also subjected to more stress than 
the inner wires when the rope is bent. 

A wire rope may fail from overstress and 
yet actually part at some later time under 
a comparatively light load, due to time and 
fatigue during operation. The action of fail- 
ing is not always instantaneous, because at 
each repeated stress the rope or material ap- 
proaches failure. It actually becomes weaker 
and less able to resist stress. It may reach a 
point close to failure under a heavy load and 
then actually fail some time later under a 
much lighter load. 

Broken wires, broken strands and breaking 
of the entire rope may be caused by using a 
rope that is kinked or has been severely 
jerked. 

Vibration, whipping or lashing are very 
destructive actions on wire rope. It is easy 
to realize the jerk or shock at the fastening 
when the rope whips. Vibration has some- 
what the same effect, the amount of force 
is small but the rapidity builds up an ex- 
tremely large number of “blows” in a short 
time. 

The manner of running a machine always 
affects its general maintenance. It is a well 
known fact some people are harder on ma- 
chinery than others. Frequently the operator 
who is hardest on the machinery is the most 
efficient from an economic standpoint because 
sufficient additional production is secured to 
more than offset the additional cost. When 
this policy is pursued, there can be no basis 
for criticism of the wire rope. 


Treat Your Wire Rope Fairly 


Use your wire rope under the best condi- 
tions wherever and whenever possible. 

Avail yourself of the service of wire rope 
experts, although you may feel perfectly 
competent, and perhaps you are, to judge the 
proper rope to be used and the conditions 
under which you use it. As a rule we believe 
you will find service engineers heartily willing 
to give you a conscientious and unselfish 
opinion on any question submitted to them. 
They are meeting every day with various con- 
ditions viewed from many angles, and their 
experience is worth having. 

We have an engineering field service for the 
purpose of assisting users in the proper se- 
lection, use and care of wire rope. They have 
assisted hundreds of users in obtaining 
maximum service from their equipment. This 
service is given freely to all wire rope users, 
regardless of the makes of rope they use, as 
we feel it helps the industry. 


Use the Right Ropes 


Those who are concerned with the buying 
and using of wire rope should know these 
fundamental facts: 

One construction and grade may be well 
suited for mining operations and the same 
construction and grade wholly inadequate for 
a drag line or for use on excavators. 

Another construction and grade may be 
proper for ship riggings, but be wholly un- 
suited for crane work. 

Each operation must have the proper wire 
rope for the work required; it is frequently 
advisable to obtain the recommendation of 
an experienced service engineer to get wire 


A copyrighted article by 
the Engineering Depart- 
ment of the Williams- 
port Wire Rope Co. 


rope of the right construction and grade. This 
is the most accurate way to insure greatest 
efficiency from the wire rope on various 
operations. 


Keep an Accurate Record 


Keep an accurate history of the rope. In 
this manner the user will not only secure 
greatest efficiency from his wire rope, but it 
will prove exactly which grade and construc- 
tion are best by actual service. 


Study Your Cables 


Since these cables are made up of strands 
twisted together symmetrically according to 
a definite geometrical arrangement, it is 
highly desirable to know something about the 
construction of the strands that compose the 
cable. 


Ropes Remaining Idle 


When wire rope is left idle on an operation 
for some time and the operation again starts 
you may expect a rapid deterioration to take 
place in the rope. 

It is the nature of steel and hard fiber to 
do this and nothing can be done to prevent it 
if wire rope is left on the operation. The 
proper way to handle rope on an operation 
that is “shutting down” is to take the rope 
off and put it on a reel after lubricating it 
with a good grade of heavy lubricant. 

When reeling the rope, be sure to place 
it on the reel the same way it is bent around 
the drum. Use the same precaution when 
putting it back on the drum. 


"Borrowing Hard on Ropes 


Changing ropes from one operation to an- 
other often means quick destruction. 

In past years many operators have been 
“borrowing”’ ropes from one operation and in- 
stalling them on another, to keep the ropes 
in service. The result was very rapid de- 
terioration, and a consequent criticism of the 
wire rope. 

When you take a wire rope from its original 
installation and subject it to duty on sheaves 
of a different size, direction or operation, it 
will crystallize and go to pieces in a very 
short time. This is an expensive economy. 


Effects of Severe Heat 


On foundry cranes where wire rope is sub- 
jected to severe heat the operator must ex- 
pect rapid disintegration. Wire rope with 
hemp centers can not be used in such service 
with good results. It must contain a wire 
strand center. 


Lubrication 


Proper lubrication of wire rope is very im- 
portant. And this is neglected more than 
any other thing pertaining to its care. 

Wire rope should be frequently lubricated 
with a thorough application of good lubricat- 
ing oil, free from acids and corrosive sub- 
stances, of a consistency that will penetrate 
to the center of the core. It must be heavy 
enough to remain as a coating on the outside. 

‘The life of a wire rope is materially in- 
creased by proper lubrication, as the lubrica- 
tion is not only a protection against rust but 
lessens the friction between the wires. 

Wire rope should be coated with grease 
when not in service, for when wire ropes are 
idle the chances of rust destruction are 
greatest. 

Galvanized Wire Rope 

It has been thought by some operators that 
galvanized wire rope will diminish the risk 
of rust. This is true only when used for guys, 
hawsers, ships’ rigging, suspension bridges 
and occasionally for running ropes for ships 
only. 

Galvanizing is of no benefit to wire rope in 
motion around drums and sheaves because the 
zinc wears off rapidly. Treat your wire ropes 
with the same care you give to other ma- 
chinery and they will give you a full measure 
of good service. 
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Advancing Lumber’s Interest 


(Continued from Page 34) 


several of these questions will be made to which 
Mr. Lewis will devote his time. When the 
series of lectures has been completed the Na- 
tional association will publish and distribute 
widely Mr. Lewis’ replies to each of the twenty- 
eight questions. 

The first question is, “What are the most 
successful retailers doing in your territory?” 

This is followed by, “What are the most 
unsuccessful retailers doing in your terri- 
tory?” 

No. 3 is, “What is the best form of adver- 
tising to be used by the local retailer?” 

“What are the merchandising advantages 
of guaranteed quality-branded 
occupies sixth place. 

No. 8 is, “What are the best means avail- 
able to dealers for financing home building?” 

No. 16 is, “Do you believe that the retail 
lumber dealer should endeavor to guarantee 
the quality of homes built by his contractor 
customers?” 

Another question is, “How best meet com- 
petition for (1) ready-cut houses, and (2) 
mail order competition?” 

No, 22 is, “What is the most important fac- 
tor in the stabilization of the retail lumber 
business?” 

The other questions are equally pertinent 
and penetrating. 


- 


products’? 


Various associations are sending in requests 
for large numbers of copies of the booklet. 


* * * 


Bright Spots in Outlook 


Wasuincoton, D. C., Jan. 12.—The January 
issue of “The Lumber Market,” published by 
the National Lumber Manufacturers’ Associa- 
tion contains not a few bright spots in the out- 
look for the immediate future. For example, 
it is pointed out that as the result of an inquiry 
addressed to the key industries of the country 
late in November, the following situation is 
disclosed : 

The industries are in a good financial con- 
dition. 

The stock of finished products on hand is 
only reasonably above normal. 

Demand this fall has been about 70 percent 
of normal—some as low as 50 percent and 
others up to 85 percent. 

Production has kept along with orders, al- 
lowing for the usual varieties in seasonal 
products. 

Employment has been maintained, 
laying off only the unskilled. 

Each anticipates, based on facts, good busi- 
ness the early part of 1931, but a recession 
next summer and real sound conditions by 
next fall, with 1932 one of the best years 


1 


(also an election year) in the last five. 


with 


-_ * * 


Providing Work for Employees 


CoL_umBus, OHIO, Jan. 12.—The W. M. Ritter 
Lumber Co., which has allied companies in coal 
and other industrial activities, employing alto- 
gether several thousand men, has been for more 
than a month conducting all of its operations in 
such a manner as to provide at least three days’ 
work a week for all regular employees. 

From July 1, last, until the new policy was 
adopted the company had been running its lum- 
ber mills at 22 percent of capacity owing to 
slack demand for lumber. Putting all employees 
on a three-day-a-week basis, therefore, repre- 
sents a definite undertaking to help carry them 
through the period of depression, especially dur- 
ing the winter months, by providing employ- 
ment which will largely mean accumulation of 
stocks—a discounting of the future. 

The company has reduced rents on company- 
owned dwelling houses occupied by employees, 
and in particular individual cases will make 
special arrangements to insure adequate shelter 
for all. 

In a letter to Col. Arthur Woods, chairman 


of the President’s Emergency Committee for 
Employment, W. M. Ritter, president of the 
Ritter company, said: 

I am of the opinion that employers as a 
class over the United States, in a large ma- 
jority of cases, will do at least as much as 
we are planning to do, and I would respect- 
fully urge that you endeavor to arouse the 
employers of labor to an understanding of 
their real responsibility. 

x* x * 
+ . . 
Prosperity Hinges on Spending 

Wasuincton, D. C., Jan. 12.—In discussing 
the persistence of the business depression, a 
New York financier has pointed out that the 
return of prosperity hinges on the spending 
policy of the people who are employed. He 
explained that while 85 percent of the people 
who normally follow gainful occupations are 
still employed, their cautious spending policy 
has had the same effect as would have resulted 
from a much greater degree of unemployment. 
He finds they are sequestering purchasing 
power and withdrawing it from the great circle 
of exchange of goods and services, adding: 

The employed are under-spending and over- 
saving—even resorting to hoarding. When 
the employed recover from fear of loss of 


ee 


their jobs and begin to spend normally busi. 
ness will expand and unemployment diminish, 

Timid and apprehensive people can find g 
safe investment right in their own homes 
that will result in stimulating spending and 
give immediate employment—by repairing, 
remodeling and modernizing their residences 
and other buildings. Such renovation off. 
sets deterioration and obsolescence and fre. 
quently gives increment of value far jn 
excess of its cost. 

It is an investment made and kept under 
the eye of its owner. Besides being an in- 
vestment in the ordinary pecuniary sense of 
the word, it is an investment in comfort, self. 
satisfaction and self-respect. 

The normal prosperity of America is based 
more on building and other construction 
than on any other single factor. Even if 
in some localities the seven-year building 
boom did result in surplus housing, there 
is no region or locality in America which 
does not require an enormous amount of 
repair and modernization of buildings, chiefly 
residential. Such residences are mainly 
owned by people who are employed, or are 
of independent means, and have the money 
and credit to undertake the work—a work 
which must be done sooner or later if origi- 
nal investment values are to be conserved. 

And, of course, when materials are cheap 
and building artisans are keen for work, is 
the “psychological moment” to undertake 
such work. As compared with a year ago, 
and, perhaps, with a year hence, the saving 
may be as much as 20 percent, which repre- 
sents four years’ returns from a good bond 
for an amount corresponding to the normal 
cost of the work. 


Furniture Business Perks Up 


(Continued from Page 36) 
year out. Therefore the idea of furniture as 
a consumption product. 


Retail Lumberman's Opportunity 


It is this idea that uses the model room so 
effectively, and Mr. Gross said that his com- 
pany has been utilizing the system for five 
years. It was apparent that, placed in a retail 
furniture store, the model room and its change- 
ability naturally would suggest to the pur- 
chaser the possibility of changing the interior 
of the home when such change is desired, which 
of course would mean just that much more 
remodeling or modernizing business for the 
nearby retail lumberman. It seemed that a 
tie-up between the lumber retailer and the fur- 
niture retailer would be a golden opportunity 
for both. 

And we found the beginnings of just such 
an arrangement. It was in the mammoth dis- 
play of Berkey & Gay, division of Simmons 
Co., where was found a model room (paneled 
in knotty Idaho white pine) arranged as a 
living room and completely furnished with 
maple furniture in the Early American mode. 
As we approached we were met by a woman 
well known to the American lumber indus- 
try; she was Mrs. Marion Teal, and she in- 
formed us that this display room, as well as 
the French Provincial room adjoining, was her 
idea. Wood was plentifully used. Lumber- 
men will remember that she formerly was with 
the National Lumber Manufacturers’ Associa- 
tion, later with the Marietta Paint & Color Co., 
and with other firms in the lumber industry. 
Now she is with the Klise Manufacturing Co. 
(Inc.), of Grand Rapids, Mich., and Berkey & 
Gay had invited her to prepare this display at 
the winter exposition at the Mart. 

Mrs. Teal said that these display rooms are 
made up in four-foot sections by the Klise 
company, and as such are sold to retail furni- 
ture dealers, who thus conveniently can make 
displays as attractive to women as magazine 
advertisements are.” All types of wall will be 
available in this way, she said, and each room 
will be interchangeable into bed room, living 
room, or dining room. And another part of 
the plan is for each furniture retailer to have 
an arrangement with a lumber retailer, to fur- 
nish similar wall-and trim-materials to the con- 


sumer. When the purchaser, who nowadays 
usually is a woman, finds some furniture to her 
liking “if only I had a wall like that,” the fur- 
niture dealer will be able to recommend a lum- 
berman who can furnish exactly what she 
wants. 

It is a play for “the feminine vote,” and the 
furniture industry is becoming increasingly in- 
terested in that feature of merchandising. The 
Heywood-Wakefield Co., of Boston, Mass., Chi- 
cago, and intermediate points, employs the emi- 
nent Gilbert Rohde as a designer of furniture, 
but the company is wise enough to have a 
woman stylist, Miss Isabel Croce, we were told 
by the president, Richard M. Greenwood. It 
is this company which is manufacturing the 
contemporary furniture, with beech, bent in an 
unusual manner forming the table legs, chairs, 
and other such parts, with tops of African 
mahogany veneer. It is a direct competitor to 
modern art in metal furniture, and it has the 
advantage of wood’s well known warmth of 
tone. 

At a meeting of the board of governors, held 
in the Furniture Club of America last Tuesday, 
it was unanimously decided to hold the summer 
market at the American Furniture Mart for 
two weeks, from June 1 to June 13, inclusive. 
Announcement has been made by the board that 
there will be no May or July markets held at 
the Mart. 


Army Order Sets Wheels Turning 


Rockrorp, ILt., Jan. 12.—Having received an 
order for $250,000 worth of furniture for the 
United States Government, the Rockford Furni- 
ture Co. today called back and put to work its 
employees, and that plant from now on will pre- 
sent a scene of unusual activity. The entire 
lumber industry has been interested in the effort 
being made to induce the Government to specify 
native woods for its furniture. For this purpose 
an imported wood heretofore has been used. As 
the result of a study made by Government offi- 
cers in charge of furniture specification con- 
tracts, American walnut has been included im 
this year’s contract and walnut largely will be 
used in filling the order placed here. For fur- 
niture now being built for the Army, a number 
of native woods have been specified—poplar, 
chestnut, basswood for coarse stock, cross band- 
ing etc.; birch for portions of legs, and all 
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blended together with lumber and veneers of 
American walnut, to obtain the type of furni- 
ture needed for the home use of Army officers. 


Plan Southern Furniture Show, Too 


Hicu Point, N. C., Jan. 12.—Confident that 
the January furniture markets here and at Chi- 
cago will see business picking up in furniture 
lines, a dozen High Point manufacturers are 
displaying their 1931 models of correct home 
furnishings at the winter exposition of the 
American Furniture Mart in Chicago, which 
opened Jan. 5. Two days after the close of 
that show on Jan. 17 the Southern Furniture 
Market will open in the ten-story exposition 
building here. 

Sample furniture from manufacturing plants 
throughout the South has been arriving daily 
for the last few weeks, and already a number 
of exhibits have been placed in order for in- 
spection of buyers who will attend the show 
here. Charles I. Long, general manager of 
the building, and C. G. Bedford, his assistant, 
have arrangements for the event practically 





complete for the opening Jan. 19; the show 
will continue until Jan. 30. 

The High Point delegation to Chicago was 
optimistic over prospects for the January shows. 
Dealers stocks are depleted practically every- 
where and must be replenished, one of the lead- 
ers of the industry in the South pointed out be- 
fore leaving for Chicago. When the buyers, 
he continued, replace their sold-out stock is a 
matter for them to decide, but they can't hope 
to make money if they fail to keep up their 
stocks. Opinion expressed here during the last 
few days is that “feelers” are being put out by 
the stores, and that orders very likely will 
materialize at the January shows. 





WATERSHEDS under protection of the U. S. 
Forest Service serve 90 percent of the irrigated 
farms and 87 percent of the irrigation enter- 
prises in the twelve western States. There are 
782 municipalities dependent wholly or in part 
for their water supplies upon the national for- 
ests, and 335 water power projects are located 
wholly within these same Federal forests. 
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Factors in Unemployment Solution 


Wasuincton, D. C., Jan. 12.—Sound busi- 
ness and industrial management are necessary 
factors in the solution of unemployment in the 
opinion of various groups which have under- 
taken to outline approved policies and procedure 
in times of decreased employment. Studies 
along this line have been made at the sugges- 
tion of Col. Arthur Woods, chairman of the 
President’s emergency committee for employ- 
ment. 

For example, the Merchants Association of 
New York is urging every employer, large or 
small, to make his own operations a part of 
the constructive force which business is exert- 
ing in the present situation. A committee of 
the association has made certain suggestions to 
employers which it believes to be sound busi- 
ness practice as well as sound social policy. 
These suggestions include: 

1. Avoid reductions in force unless they 
are absolutely unavoidable. 

2. Go the limit in initiating sound pro- 
grams of renovation and construction. 

3. Work the full force part of the time 
rather than part of the force all the time. 

1. Manufacture to stock to the limit of 
your faith in the future. 

5. Do all within your power to dispel un- 
justified apprehension among employees con- 
cerning continuity of employment, 

6. Having done all you ean to stabilize 
your business, initiate an intensive effort to 
realize on the potential market. 

7. Do not say that business can not be done 
—rather study how it can be done. 


The Taylor Society, among other things, 
suggests that industrial plants begin and con- 
centrate investment in necessary new construc- 
tion and new equipment, and in general main- 
tenance work. Many such projects, it points 
out, have been planned and shelved during 
prosperity for lack of time to execute them. It 
would be good management to do this work 
now while materials are cheap and labor avail- 
able. 

Another suggestion of the Taylor Society is 

that mercantile establishments now construct 
the new store fronts which they have contem- 
plated, procure and install new show cases and 
shelves, and otherwise prepare for active busi- 
ness, 
_ Owners of homes and buildings for rent, it 
Is suggested by the society, “will find the pres- 
ent an advantageous time for economical new 
construction and maintenance work.” : 

In addition to capital construction and main- 
tenance projects, the society states that “both 


industrialists and merchants should manifest a 
more venturous confidence in the future.” 

Another suggestion advanced by the Taylor 
Society is the formation in every community 
of a community planning board. In this con- 
nection the society said: 

Those measures of relief which the Federal 
and State governments may pursue involve 
so many legislative, administrative, legal and 
engineering factors, that although powerful 
when they become effective, they are ponderous 
and slow. It is in the local communities that 
needs and resources can be surveyed speedily, 
projects formulated promptly and _ results 
secured quickly. A thousand communities 
working simultaneously can quickly stimulate 
the beginnings of new activity throughout the 
country, 





Bill to Limit Buying of Foreign Goods 


The House in committee of the whole today 
adopted an amendment proposed by Rep. Taber 
of New York, Republican, and designed to limit 
the right of the department to purchase foreign- 
made goods or foreign materials for manufac- 
ture in this country. The amendment is gen- 
eral in its terms, and makes exceptions to 
cover purchases of military supplies for experi- 
ment and research, and in cases where particu- 
lar articles are not produced or manufactured 
in the United States in sufficient quantity. 

Rep. Collins of Mississippi had proposed an 
amendment specifically requiring the War De- 
partment to confine its purchases of furniture 
to that made of native American woods. Mr. 
Collins had made a fight for such a provision 
in the appropriations committee, but had been 
out-voted. Mr. Taber, also a member of the 
appropriations committee, satisfied Mr. Collins 
that his more general amendment, which he 
offered as a substitute for the Collins amend- 
ment, would accomplish the end desired by the 
Mississippian and, at the same time, reduce 
other foreign purchases by the War Depart- 
ment. 

The amendment and substitute were fought 
by Rep. Barbour of California, in charge of the 
bill, but when a vote was taken met with 
approval. Doubtless an attempt will be made 
to eliminate it in the Senate, but steps will be 
taken to hold it in the bill there and also when 
the measure gets into conference between the 
two houses. 

The War Department recently revised its 
furniture specifications in such a way as to 
provide for a larger share of business going to 
furniture made of native woods, but Mr. Col- 
lins and others feel that the new specifications 
continue to show preference, for example, for 
African mahogany. 
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One of the best selling a 
specialties in retail 
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Brown’s Supercedar 
Closet Lining appeals to 
women, because every wom- 
an wishes every closet in 
her home were cedar lined. 

Supercedar is made of 
“Tennessee” Aromatic Red 
Cedar. It is the oil in the 
red heart of this tree that 
gives off the aroma and the 
aroma is what suffocates the 
moth. 


The more heartwood, the 
more oil; the more oil the 7 
more aroma; the more 
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wood, 100% oil content. It 
costs so little more than in- 
ferior grades that the dif- 
ference is negligible. It is 
a good seller. 
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Resawed Fables 


is a collection of the funniest 
prosewritings of “the lumber- 
man poet.” 

It is the everyday experi- 
ences of the lumberman, told 
with a smile. Every lumber- 
man owes it to himself. 


Price postpaid, $1.00. 
AMERICAN LUMBERMAN, Publisher 
431 So. Dearborn St., CHICAGO 
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Every Building 
Order You Sell 


Should be backed 
by this Policy ~ 
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INVESTMENT 
COVERING 
This Policy Certifies the Hidden Value 
* © of Your Property + + 








Your Contractors 
Will Welcome It. 


It is a blank specification (easily made out) for 
any building as well as a guarantee of materials 
and construction. 


Whether your customer is building a house, 
barn, store building or remodeling an old build- 
ing, you should accompany his order with one 
of these policies. 


Dealers in all parts of the country are giving 
this Protection Policy to their customers. You 
should do the same thing in your locality in the 
future. Don’t pass up this business building 
idea. 


A Booklet of Instructions 
sent with Each Order 


SMAIL COUPON NC 





NOW 











AMERICAN LUMBERMAN, 
431 South Dearborn St., CHICAGO, ILL. 


Send us on approval sample “Specification 
Protection Policy.” Within 5 days we agree 
to remit 50c to cover cost of this sample or 
return same to you. 
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Protests I. C. C. Recommendations 


MINNEAPOLIS, MINN., Jan. 12.—In its report 
recently made the Interstate Commerce Com- 
mission recommends that Congress restrict 
reparation under the first four sections of the 
law to a period of 90 days prior to the filing 
of complaint; to six months in cases of over- 
charges under Section 6; both subject to cer- 
tain exceptions modified to conform to the 
recommendations. The commission recom- 
mends also that lumber carriers’ actions to 
recover undercharges be limited to a period 
of six months from the time the right ac- 
crues. It recommends also that all actions 
at law for recovery of charges and over- 
charges be begun within six months (instead 
of five years as at present) from the time 
the rights of action accrue; except that in the 
case of overcharges if the claim has been 
presented to the carrier in writing the period 
shall be extended to include 90 days from 
the time the carrier has given the claimant 
notice in writing of disallowance of the claim 
or any part thereof specified in the notice; 
and that all claims against carriers for dam- 
ages not based on overcharges shall be filed 
within 90 days, subject to certain rules. 

In view of the probable effect these changes 
would have upon the rights of shippers par- 
ticularly, Irwin WHuseby, traffic manager, 
Northwestern Lumbermen’s Association, has 
written a letter to J. H. Beek, executive sec- 
retary of the National Industrial Traffic 
League protesting the recommendations of 
the commission. 

While being in sympathy with the com- 
mission’s evident purpose in these recom- 
mendations to lessen its burdens, Mr. Huseby 
is of the opinion that the burdens would be 
increased rather than reduced by the pro- 
posed legislation. The commission, he says, 
would be faced with a great number of com- 
plaints of comparative insignificance which 
under the present statute of limitations 
might be included in a few complaints of 
much wider scope. He states also that the 
restriction of the commission’s power to 
award reparation to the period of 90 days 
prior to filing of the complaint would result 
in the filing of complaints in a haphazard 
manner where reparation is sought. Time 
would not permit of careful investigation of 
rates prior to filing of such complaints or 
proper drafting of the complaints. 

The report of the commission contains a 
reference to agencies that have been re- 
cently established in various parts of the 
country for the sole purpose of securing from 
shippers or consignees their paid freight bills 
and powers of attorney to bring complaints 
in the names of those from whom such bills 
are secured. This practice, the commission 
states, has a tendency to increase the number 
of cases, and by inference at least the recom- 
mended changes in the law are designed to 
remedy the situation. 

Mr. Huseby states in his letter that, no 
doubt, in the public interest something 
should be done to curtail unethical practices 
of such organizations, but he protests the 
restriction of the rights and privileges of all 
shippers and receivers in order to curtail the 
activities of a few unscrupulous individuals. 

Nevertheless, Mr. Huseby states, his asso- 
ciation is not so vitally interested in the 
reparation feature as in the commission’s 
recommended reduction in the statutory pe- 
riod for the filing of overcharge claims. While 
it is reasonable to assume that a large in- 
dustry’s traffic department should be equipped 
promptly to discover and file claims for re- 
covery of most of its overcharges within six 
months from the time the cause of action 
accrues, even in the most efficient traffic de- 
partments the more complicated overcharges 
are not always to be found within six months. 
Smaller shippers and receivers of freight 
would be at a great disadvantage if the 
statutory period for filing of overcharge 
claims were to be reduced to six months. 

Referring particularly to the situation in 
the retail lumber industry, Mr. Huseby says 
that only a few of the largest line-yard retail 
lumber dealers maintain their own traffic de- 
partments. The majority of the members of 
the Northwestern Lumbermen’s Association 
depend upon its traffic department entirely 
for traffic service, including the audit of their 
freight bills, tracing carload shipments, quot- 
ing freight rates etc. During the last year, 
the department audited the 1929 freight bills 


for 1,500 yards or a total of 200,000 bills. Th, 
members generally make a practice of send. 
ing in their freight bills for audit 
year. Immediately after the first of the yea, 
the department receives the freight bills fo, 
the preceding year and under the present law 
has a year in which to complete their audit 
If it should become necessary to file over. 
charge claims within six months, it would be 
necessary to audit each of the memberyg 
freight bills at least three or four times , 


year, which would involve an increase of 
expenditures beyond what the _ association 
could afford. 

Mr. Huseby states that he fails to _ ge 


wherein the docket of the commission could 
possibly be affected to any great extent by 
the statute of limitation on overcharge 


claims. Certainly, he says, there are not a 
sufficient number of straight overcharge 
claims brought before the commission to 


seriously hamper the work of that body. He 
says further that claims for misrouting cap 
not be classed as freight overcharge claims 
and must, therefore, come in the category of 
reparation claims. It will be readily seen, he 
says, that it would be absolutely impossible 
to protect members’ interests on shipments 
on which overcharges exist due to the ear- 
riers’ misrouting if it were necessary to file 
claims of this character within 90 days from 
the date the causes of action accrued. Ip 
conclusion, he says that these recommenda- 
tions of the commission, if enacted into law 
would work a severe hardship upon both 
shippers and carriers. He sincerely trusts, 
therefore, that the matter will be placed with 
the proper committee for the league’s con- 
sideration. 
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Gives Authority to Abandon Road 


WASHINGTON, D. C., Jan. 12.—Division 4 of 
the Interstate Commerce Commission has 
handed down a decision in Finance Docket 
No. 8091, announcing the issuance of a certi- 
ficate authorizing the Florida, Central & 
Gulf Railroad to abandon as to _ interstate 
and foreign commerce its entire line of rail- 
road in Levy, Marion and Citrus counties 
Fla., and to abandon operation under track- 
age rights over a connecting line of the 
Seaboard Air Line in Citrus County. 

An intervening petition in opposition to the 
granting of the application was filed on be- 
half of the Forestry Associates (Inc.), a 
concern owning about 39,000 acres of timber 
land, part of which lies in close proximity to 
the line. A similar petition was filed on 
behalf of the Crystal River Crate Co., a cor- 
poration engaged in the logging, timber and 
lumber business at or near Inglis and by 4a 
third company engaged in other lines of 
business. 

Division 4 points out that no reason is 
given why the forest products could not be 
handled by the Atlantic Coast Line without 
much inconvenience. 





. . 

Revenue Freight Loadings 
A report of the car service division of the 
American Railway Association shows that 
the revenue freight loadings for the week 
ended Jan. 3, 1931, totaled 615,382 cars, as 
follows: Forest products, 23,977 cars (a gain 
of 3,284 cars over the preceding, or Christ 
mas, week); grain, 32,857 cars; livestock, 
20,953 cars; coal, 143,334 cars; coke, 8,448 
cars; ore, 4,889 cars; merchandise, 168,296 

cars, and miscellaneous, 212,638 cars. 
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Trouble and Litigation 
GREENSBORO, N. C., Jan. 12.—In Federal 
court here Judge J. J. Hayes signed an order 
in adjudication in involuntary bankruptcy 
proceedings brought against the Guilford 
Lumber Manufacturing Co., naming R. 4 
Starr, local contractor, as receiver to oper- 
ate the plant as a going concern. Mr. Start 
gave bond of $10,000. The company has 
been operating under a receivership created 

Nov. 12, in Superior Court, when C. 
Vanstory, jr., 





was appointed receiver. 
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Aristocrat of Structural Woods 





For many years 
| lumber buyers 
| have preferred 
| Long Leaf Yel- 
low Pine lumber 
and structural ma- 
terial. It’snature’s 
best building ma- 
terial. 


Wier Long Leaf 


Lumber Co. 


HOUSTON, TEXAS 
Mills: Wiergate, Texas 
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INDUSTRIAL 
LUMBER COMPANY, Inc. 


ELIZABETH, LA. 
Manufacturers of 


CALCASIEU 
LONG LEAF YELLOW PINE 


























RUSTON, LA. 
Manufacturers of 


Shortleaf Yellow Pine 
Forked Leaf White Oak 


We Grade it Right and Ship it Quickly. 


Malle at Office. 
CANDY. LA RUSTON, LA 






















Yellow Pine 


Timbers, Lumber 
Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler” 


The Alger-Sullivan Lumber Co. 








CENTURY, FLORIDA 
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NECROLOGICAL RECORD OF THE WEEK 








; ANGUS McLEAN, of Bathurst, N. B., a lead- 
ing figure in the Canadian lumber industry 
for many years, died in a hospital in Mont- 
real on Jan. 12 at the age of 71. He had 
gone there two weeks before to undergo ob- 
servation. Mr. McLean had spent a lifetime 
in the lumber trade and was well known 
throughout the United States and Canada. He 
was president of the Canadian Chamber of 
Commerce and a past president of the Cana- 
dian Lumbermen’s Association. In addition 
to his interests in lumber he was extensively 
engaged in other business enterprises in 
Canada having been long connected with the 
paper and pulpwood industries and also bank- 
ing. Up to two years ago he was a member 
of the Hugh McLean Lumber Co., of Buffalo, 
and affiliated lumber companies, in which he 
was associated with his brother, the late 
Hugh McLean. Mr. McLean was born at 
Thurso, Que., Jan. 13, 1860, the son of Donald 
and Mary Wilson McLean. His father was a 
lumberman and he started his lumbering ex- 
perience in 1874 when he made a trip ona 
raft with his father from Thurso to Montreal, 
taking their drive of logs to market. In 
1879 he entered the employ of James Mce- 
Laren & Co., Buckingham, Que., and worked 
at North Nation Mills, Que., for J. A. Cameron 
& Co. for several years. Then he went to 
Rockland, Ont., with W. C. Edwards & Co. 
With his brother he entered the Buffalo in- 
dustry under name of Hugh McLean & Co., 
but returned to Canada in 1909 to become 
general manager and later president of the 
Bathurst Lumber Co., Bathurst, N. B., and he 
had lived at that place ever since. A widow. 
two sons, three daughters, two sisters and 
two brothers survive. One of the brothers, 
William A. McLean, is connected with the 
Wood Mosaic Co., of Louisville, Ky., with 
which the deceased was also long assoclated. 
Another, Robert, is associated with the Buf- 
falo interests. 


J. J. O’'NEIL, aged 50, widely known lum- 
berman of the Inland Empire, died suddenly 
at St. Joseph's hospital, San Francisco, Calif, 
Jan. 2. Mr. O’Neil was spending the winter 
in California and contracted a severe cold 
which developed into pneumonia, causing his 
death four days later. Mr. O’Neil was born 
in Arnprior, Canada, and for a number of 
years was engaged extensively in milling and 
logging operations in Minnesota. He went 
west in 1908 and was one of the original 
owners of the Rose Lake Lumber Co., at 
tose Lake, Idaho. He later moved to Spo- 
kane, where he had offices in the Old National 
Bank building and conducted logging opera- 
tions in the St. Joe region in Idaho. Mr. 
O’Neil was a member of the Spokane Country 
club, the Elks and was a fourth degree 
Knight of Columbus. Funeral services were 
attended by many Inland Empire lumbermen. 
Active pallbearers were: J. P. McGoldrick, 
EK. J. Barrington, Bert R. West, M. P. Flan- 
nery, Dr. E. S. Jennings and C. A. Coffey. 
Honorary pallbearers were: John Gray and 
A. J. Bailey, Coeur d’Alene; James FE. MeGov- 
ern, Joseph Albi, A. E. Douglas. St. Maries, 
Idaho; Charles E. Potts, Coeur d'Alene, Idaho; 
George Ferris, M. J. O'Neill, Frank Boutin, Dr. 
F. W. O'Neil, Dr. H. D. Keenan, Ralph J. 
Nevers, Arnold Gleason, Francis J. McKevitt, 
William G. Mulligan, C. B. Sanderson, Seat- 
tle; Harry McLeod, Los Angeles; Tristin Con- 


nely, San Francisco: H. Corbett, Phoenix, 
Ariz.: J. A. MeDonald, Winnipeg. Man.; Roy 
Lammers and George McLeod of Portland. 


GEORGE FRANK SMITH, 
in the retail lumber and 
trade of Boston, Mass., 
denly on Friday, Jan. 9, at Meredith, N. H., 
where he was born on Nov. 9, 1845, the son 
of Eben H. and Sarah Cram Smith. Mr. 
Smith had retired from the lumber business 
and established his residence at his birth- 
place, where he had become prominent in 
civie and political affairs. He also was prom- 
inent in the State Grange and the Masonic 
Lodge of Saugus. Mr. Smith married Miss 
Charlotte Porter Kent of Watertown, Mass., 
in 1876. He is survived by a son, F. Percy 
Smith, of Meredith: a daughter, Mrs. Waldron 
W. Hodsdon of Melrose Highlands, Mass.; two 
sisters, and eight grandchildren. 


formerly active 
building materials 
and vicinity, died sud- 


FRANK 5S. STRATTON, for 
manager of the Easthampton 
Co., Easthampton, L. L, 
dent of that village, died Saturday night, 
Jan. 10, in his 75th yvear. He had suffered 
a heart attack in the local postoffice and was 
removed to his home, where death occurred 
shortly afterwards. Mr. Stratton was for 
many years prominent in the social and busi- 
ness life of the community. He retired from 
active business several years ago. He is sur- 
vived by his wife, Ellen Gordon Stratton; 


many 
Lumber & 
and a lifelong 


years 
Coal 
resi- 


two daughters, Mrs. Thomas Crown, of Bur- 


lingame, Calif., and Miss Ruth Stratton, of 
Kasthampton. 


JAMES FORSYTH, of Blissfield, Mich 
died recently in Arizona, where he had gone 
for the benefit of his health, at the age of 69 
Mr. Forsyth had been in the lumber business 
for more than 30 years, starting out as q 
contractor and builder and later organizing 
a lumber and coal business under his own 
name which he conducted until two years 
ago when he sold out to Toledo interests. He 
was an active member of the Michigan Retaji] 
Lumber Dealers’ Association for almost 24 
years and was a Mason, Knight of Pythias 
and Maccabee. A widow, one daughter, two 


brothers, two half brothers and one half 
Sister survive. 
GEORGE W. VAN CAMP, 


( \ formerly of 
Home, Kan., died at Oklahoma City on Jan, 2 


at the age of 78. Mr. Van Camp was born 
at Rock Island, Ill, April 14, 1852, and at 
the age of 22 moved to Missouri, locating 
near Kansas City. In 1882 he went farther 
west and platted the village of Home, Kan, 
where he engaged in the lumber business 
until 1909 when he retired. Since that time 


he had been living with a daughter in Okla- 


homa City. His body was taken back to 
Home where it was laid beside that of his 
wife who died in 1906. 


FREDERICK C. LEONARD, prominent in 


the lumber business in Eau Claire, Wis., and 
in Minneapolis, Minn., for more than 40 years, 
died Jan. 5 in Spokane, Wash. He was 78 
years old and had been ill only a few days. 


Mr. Leonard was engaged in the lumber busi- 
ness in Minneapolis in the early ’70s and 
went to Eau Claire in 1874. He moved to 
Spokane 16 years ago. Surviving are a 
widow, two sons, William, of Spokane, and 
Clarence, of San Francisco; one daughter, 
Mrs. H. W. McCaley, San Francisco, and one 
brother, John, of Peck, Mich. 


ALFRED DOBELL, senior member of the 
firm of Alfred Dobell & Co., timber brokers 
of London and Liverpool, England, died at 
his home in England on Dec. 19 at the age 
of 81. The firm is well Known to the Ameri- 
can lumber trade and Mr. Dobell was 
cially known because of the fact that for 
years he was engaged in the business at 
Savannah, Ga. Mr. Dobell leaves two 
A. Temple and R. Lyle Dobell, Who are carry- 
ing on the business. 





espe- 
sons, 


CHARLES F. LOOMIS, president and owner 


of the firm of J. H. Loomis & Sons, Phoenix, 
N. Y., dealers in lumber and building mate- 
rial, died at his home there on Jan. 5, after 
an illness of less than 24 hours. Mr. Loomis 
was 74 years old, the oldest business man it 
Phoenix. The firm of which he was the head 
was formed there in 1865 by his father, J.H 
Loomis, the firm being continuously in busi- 


ness ever since. 
in the Masonic order and had held many 
offices in the lodge. 


Mr. Loomis was prominent 
high 


ARTHUR W. PETERS, 
ger of the St. Paul 


$9 years old, mana- 
plant of the Weatherbest 
Stained Shingle Co. for eight years, died re- 
cently in St. Paul, after an illness of two 
months. He was formerly office manager at 
the plant in North Tonawanda, N. Y. 
viving are a widow and three children, Wil- 


sur- 


liam, Dorothy and Donald. Masonic funeral 
services were held at Batavia, N. Y., where 
Mr. Peters was born. 


MRS. MAGGIE KE. ALLEN, aged 84, widow 
of H. J. Allen, pioneer northwest Louisiana 
lumberman, died at the home of her daughter, 





Mrs. William D. Keith, Shreveport, La., last 
Monday. She had resided there since 1901 
when she moved with her husband from Al- 
lentown, La., where for a number of years 
Allen Bros. & Wadley, headed by her hus- 
band, operated a large sawmill. 

THOMAS J. JONES, head of the Cedar 
Lumber & Hardware Co., of Cedar City, Utah, 
died there at the age of 72. Mr. Jones was 
one of the most prominent citizens of south- 
ern Utah and for two terms served as 4 
member of the State legislature. 


GEORGE CARR HOLMES, for many years 


engaged in the lumber business in St. Louis, 
Mo., died at the home of a son, Rev. Guy W. 
Holmes, New Bedford, Mass., on Jan. 8. Mr. 
Holmes, who was 72 years old, left St. Louis 
two years ago to reside with his son. An 
attack of heart disease caused his death. 
Besides the son at New Bedford, three other 


sons survive. 
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FOREIGN LUMBER MARTS 








The material printed below is taken from reports to the Lumber Division by 
foreign offices of the Department of Commerce and American consular offices 


Export Declarations for Lumber 

WASHINGTON, D. C., Jan. 12.—In the 1931 
export declaration for lumber (Group 4 of 
“Schedule B’’) no important alterations from 
the 1930 arrangement have been made other 
than the insertion of three new classes and 
the division of one old class, resulting in new 
declaration numbers as follows: Hemlock 
logs, 4014; hemlock sawn timber, 4066; mag- 
nolia lumber, 4128; hardwood small dimen- 
sion squares, 4135; other hardwood small di- 
mension stock, 4136. 

Hemlock is to ‘include all United States 
hemlock species, states the Lumber Division, 
Department of Commerce. Magnolia includes 
magnolia and cucumber. The class “Hard- 
wood small dimension squares” is to include 
stock under 8 feet long, squared, for manu- 
facture of handles, furniture ete. The class 
“Other hardwood small dimension stock” is 
to include other stock, not squared, under 
8 feet long, cut to approximate dimension for 
the article of manufacture, that is, gold head 
blocks, non-square furniture stock ete. 

Other particular points inserted in response 
to suggestions from exporters are with re- 
gard to burls and stumps, unsawn billets, 
silos and wooden or part-wooden equipment 
for dairies Burls and stumps are to be de- 
eclared under logs, the contents to be declared 
in board feet if known; if not, to be esti- 
mated at the rate of 10 pounds to the board 
foot Stave billets (for tight staves) are to 
nued to be declared under class 4201 
as tight staves, by the number of staves they 
will make. Other unsawn billets are to be 
declared under logs, except that if they are 
to be used as fuel they should be declared 
under class 4039; if for pulping, under Sec- 
tion E of the wood schedule. Wood silos are 
to be declared under agricultural machinery; 
lik ise dairy equipment. 

Lumber Division has issued a mimeo- 
d circular (No. 1394) which contains 
the lumber section of Schedule B for 1931, 
i anatory notes. Copies are distrib- 
uted free to exporters and additional copies 
are free on request. 

Schedule B is distributed on a sales basis. 
Exporters desiring the entire schedule may 
obtain copies through collectors of customs, 
direct from the superintendent of documents, 
Washington, D. C., from the various district 
offices of the Department of Commerce, or 
from the bureau of foreign and domestic 
on Washington. 


be cont 





merce, 


Spanish Booklet on Douglas Fir 

“El Pino Douglas Americano Y Sus Usos” 
is the exotic title of the Spanish edition of 
a booklet, “American Douglas Fir and Its 
Uses,” prepared jointly by the Lumber Divi- 
sion and the National Committee on Wood 
Utilization of the Department of Commerce 
Previous literature in English on the use of 
American woods issued by the department 
has had only limited circulation in foreign 
countries on account of language difficulties. 
This obstacle has now been partly overcome 
and in 64 pages, well illustrated with photo- 
and artistic pen and ink illustrations, 
the Spanish-speaking customers of Douglas 
fir exporters are told how this wood may be 
used in the most economical and satisfactory 


manner 


graphs 


May Cut Swedish-Finnish Production 


A conference was scheduled to be held in 


London in December to discuss Finnish-Swed- 
ish 1931 lumber exports to the United King- 
dom, according to the London Timber Trade 
Journal. In radioing a notice of this meet- 
ing, Acting Commercial Attache Donald Ren- 


Shaw stated that representatives of the Fin- 
nish Sawmill Owners’ Association, the Fin- 
nish State Bank and the Swedish Timber 
Exporters’ Association were to confer with 
members of the Central Softwood 3uyers 
Corporation. 

The conference was arranged in the hope 
that an agreement might be effected whereby 
the 1931 market operations would be han- 


dled in such a way as to prevent the Swedish 
and Finnish trade from suffering any avoid- 
able dislocation as a result of the recent 
Russian-English agreement covering 1,188,- 
000,000 feet of 1931 stocks as compared with 
about 1,000,000,000 feet this year. 

Finnish lumber sales to the United Kingdom 
last year were expected to reach approxi- 
mately 800,000,000 feet and Swedish sales, 
700,000,000 feet. 


Netherland Market Conditions 

General conditions in the Netherlands lum- 
ber market are reported by the trade to be 
dull, with activity in the lumber consuming 
industries below normal, according to a re- 
cent report from Commercial Attache Jesse F. 
Van Wickel, The Hague. 

Pitch pine is below normal and competition 
keen. Imports for the first ten months of 
1930 were about one-half those of the same 
months in 1929. Early revival of this market 
is not considered likely as shipbuilding and 
horticulture are now poor customers. 

The principal oak customer—the furniture 
industry—is depressed. German oak has de- 
mand of late due to unusually attractive 
prices. The oak trade is upset by consign- 
ments. 

The hemlock market in the Netherlands is 
fairly stable at the present low prices and an 
increased demand is expected shortly by the 
trade. 


Through the efforts of the American com- 
mercial attache in Paris, the French railways 
have decided to place Douglas fir, spruce and 
hemlock lumber in their list of so-called 
“common woods,” which take lower freight 
rates, and cedar and redwood in their “slow- 
freight” list, also taking reduced rates when 
so shipped. Such action was requested by the 
Lumber Division, Department of Commerce, 
after French colonial woods had been granted 
lower freight rates. This is an example of 
the services the Lumber Division and the 
commercial attaches of the Department of 
Commerce can render lumber exporters. 





WOODWORTH-HEIDNER. The marriage 
of J. Alden Woodworth and Miss Helen Bar- 
bara Heidner of Tacoma, Wash., was cele- 
brated Jan. 7 at the First Presbyterian Church 
of Tacoma. tev. Roy Talmadge Brumbaugh 
performed the ceremony which was attended 
by a large party of friends and relatives of 
the young couple. The bride entered on the 
arm of her father, Hans Heidner, a promi- 
nent lumber exporter of Tacoma and was 
attended by Mrs. Marco Heidner, the wife 
of her brother. A formal dinner followed 
the wedding and was held at the Tacoma 
Hotel. Mr. and Mrs. Woodworth will make 
their home in Tacoma on their return from 
a short wedding trip to British Columbia. 
The bride is a graduate of the Annie Wright 
Seminary of Tacoma and completed her edu- 
cation in Nuremburg, Germany. Mr. Wood- 
worth is the son of Harold S. Woodworth, 
associated with a prominent Tacoma firm of 
contractors. The young man is a graduate 
of the University of Oregon and studied medi- 
cine at Johns Hopkins University. He is 
associated with his father in business. 


HEWITT-HENRY. William Henry Hewitt, 
jr.. and Miss Elizabeth Henry of Tacoma, 
Wash., were married Jan. 3 at the Henry 
residence in Tacoma. The marriage united 
two families prominent in the Pacific North- 
west lumber industry. Mr. Hewitt is the son 
of Mr. and Mrs. W. H. Hewitt and the grand- 
son of the late Henry Hewitt, one of the 
pioneer timber operators of Washington. 
His bride is the daughter of Mr. and Mrs. W. 
Yale Henry. Mr. Henry is president of the 
Henry Mill & Timber Co. and is interested 
in several other Tacoma mills. The bride 
was unattended and the best man was 
Theodore McDonald. The service was read 
by Rev. Sidney T. James, rector of Christ 
Chureh of Tacoma. The young couple left 
for Victoria on a wedding trip and on their 
return will make their home in Tacoma. 












JULIUS SEIDEL 
LUMBER CO. 
$7.LOUIS,MO. 
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1931 Will Be 
AGood Year 
for Mixed Car Buyers 


Right now, when demand is uncer- 
tain—you get the turn over by using 
us for your quick supply warehouse. 
Keep your trade by knowing where to 
“get the goods.” Large quantity buys 
are considered speculative and usually 
are. Your profit is in selling and 
turning your money oftener. 
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Make us your quick 
supply connection 


Senele 


LUMBER CoO. 
St. Louis, Mo. 


























BUY GRADE MARKED 
AND TRADE MARKED 


YARD AND SHED STOCK 
LATH AND SHINGLES 
We season lumber 


to the moisture 
content you re- 








SONI => 
Sa SX ONT UMBER 


(Gr 


Manufacturers 


Short Leaf Pine and Hardwoods 


@ 





GOLDSBORC 
N. C. PINE 


Our “Jiffy Service”, by rail and water, will 
keep you supplied with all items in 


YARD STOCK SHED STOCK 
Let us prove it on your next order. 


JOHNSON & WIMSATT 
ee WASHINGTON, D. Cc. 
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CI PACIFIC COAST Co 


The Polleys 
Lumber Co. 


Pondosa 


Pine 


Dry Selects 


. General Offices and Mills: 


Shipments via N. P. A: 
and Milwaukee Rys. Missoula, Mont. 





Manufacturers of 


ce am Se 












Factory Lumber 
Both FIR and SPRUCE 


also Fir Battens, Lattice or Mould- 
ings in straight cars or mixed with 
other items of yard stock. 


John D. Collins Lumber Co. 
White Bidg., SEATTLE, WASH. 








WHITE RIVER 
LUMBER COMPANY 


For Mixed Cars of 


YARD and SHED STOCK 


Including Bevel Siding, 
Mouldings, Lath, 
Shingles 


ENUMCLAW, WASHINGTON 











DAVENPORT 
HOTEL 


Spokane, 
Washington 


Complete hotel and i 
dining service. In- } 
formal. 600 
rooms, outside. 
Fireproof. 
Rates and 
prices are most 
moderate. 


Rendezvous of 
Lumbermen of 
the Northwest. 
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LOUIS M. DAVENPORT, President 























,BOOKS FOR LUMBERMEN— 


We have ’em right in stock. Write for catalog NOW! 
American Lumberman, 431 S. Dearborn St., Chicago 
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When Cold Is Cold 


How cold is cold? Your nose gets red, 
But that ain’t cold. Your feet like lead, 
But that ain’t cold. Your fingers numb, 
But that ain’t cold—that’s still to come. 


Your back is cold, you shiver, too, 
But that ain’t cold, I’m tellin’ you. 
You may be cold inside and out, 
But that ain’t cold to talk about. 


Here’s when you're cold: inside once more, 
With all the cold outside the door, 

When fingers cold, and ev’rything 

You thought was cold, begins to sting. 


Gosh, I’ve been cold! I’ll tell you when, 
When what was cold got warm again. 
What makes you cold? Not wind or storm, 
But cold is cold when you get warm. 


We See b' the Papers 


But the most remarkable shrinkage in 1930 
was in the size of our golf. 


Mussolini has put the O. K. on futuristic 
art. Too bad it wasn’t the K. O. 


The four-trunk-line plan could be put through 
in ten days; we’re betting on ten months. 


Our old friend George Nixon, the real estate 
man, has had a school named after him. 


Thanks to the school board’s lack of a sense 
of humor, there is one school yell that will be 
given with enthusiasm, “Nixon School!” 


Probably the school board had run out of the 
names of great educators, local or national, it 
could have named it. 


On one occasion the Chicago school board 
named a school after a saloon keeper, but at 
least that now has historical significance. 


Many a man takes a second term rather than 
admit that he was a fool to take a first one. 


The average age of criminals in England is 
30 years. Over here they live to a ripe old age. 


After the public enemies in Chicago are dis- 
posed of, why not do something about the Sen- 
ate? 

When a man’s business is down 50 percent 
that means that he ought to work 100 percent 
harder. 


Six men want to be president of San Salva- 
dor. Disappointed in love, maybe, or financial 
reverses. 


Well, the unemployment situation is getting 
better. There is a shortage of third basemen 
in the big leagues. 


It’s hard to understand these economists: for 
example, they say our 1930 troubles were due 
to the liquidation and the drouth. 


Undoubtedly the Interstate Commerce Com- 
mission will permit the railroads to start their 
Build Now movement—but not now. 


The Interstate Commerce Commission will 
probably delay its decision in the four-trunk- 
lines plan so long that you would think it was 
a murder instead of a merger. 


“The getting of food and shelter stands be- 
tween man and ruin,” says Prof. William 
Lyon Phelps, of Yale. But not if the shelter 
is a ruin. Build Now. 


A Niles Center still was discovered when 
suspicions were aroused by the large amount 
of water used at that address. The defense will 


probably be that it was a dairy. 


If you want to see how we are tamed, observe 
the number of people who now won't buy 10 
percent stocks with 2 percent money who used 
to buy 2 percent stocks with 10 percent money. 


eet 


A radio message has been received from the 
good ship Prosperity saying that she has bee, 
delayed by a sudden storm, but expects to ar. 
rive in ample time for Mr. Hoover’s next cam. 
paign. 

Statistics just isssued show that 863,793 sty. 
dents attended college in the United States jp 
1928. Statisticians always seem to think that 
their figures ought to ferment about two years 
before opening. Wish we could have used some 
early 1929 statistics in taking off our TRIAL bal- 
ance Jan. 1, 1931. 


Random 


Mother says her electric sewing machine js 
smoking and acting up. It is just like having 
another husband. 

But the worst insect bothering the farmer jis 
the Sunday motorist. 

Another thing that takes a man out into the 
country is trying to find a place to park. 

It isn’t the hard-headed men who have hard- 
ening of the arteries. 

About the greatest tragedy in life is a woman 
sitting on a soapbox with the soul of a Cleo- 
patra. 

We never go to first-run pictures. As a rule, 
actors know their parts better after the first few 
nights. 

General Motors will equip its cars with re- 
ceiving sets. Next there will be home broad- 
casting stations, so Mother can direct the driy- 
ing of the car whether she is along or not. 

A man writes in and asks us why it is a fellow 
never tires of home cooking? He has discoy- 
ered he better not. 


We never really knew what second hand low 
was until we tried to sell a used car. 

You may be a good one, but, remember, you 
are not the only one, at that. 

But the saddest case of all is the man who 
thinks he is good at some other man’s game. 


The fool finds excuses, the wise man remedies. 


When you see the sign “Adults Only” it 
merely means that the picture isn’t bad enough 
to interest the children. 


When you drive a competitor out of business 
you are more than likely to get one who is a 
hundred percent worse. 

Life is not full of ease but of h’s. 


It is too bad our kids aren’t as anxious to 
make a record in a college course as they are on 
a golf one. 


Magnificent Liars 


What magnificent liars they were!— 
Those who sat on the deacon seat. 
Broken English, and brogue, and burr, 
Wonderful tales they would repeat. 
Famous Paul and his old blue ox, 
Yarns as strong as a swamper’s socks, 
Tales they told with the honest pride 
Of men who knew that they knew they lied. 


What magnificent liars were they! 

Swapping yarns by the bunkhouse fire, 
Passing the wintry nights away 

Where a man could lie to his heart’s desire. 
Cussing the cook to a fare-ye-well, 
Damning the company then a spell, 

Knocking the job they had to do, 

Till the hour was late and the air was blue. 


I meet them now, and the woods are far, 
They’ve settled down in a certain spot; 
But now, no matter just where they are, 
They’re a restless gang, they’re a lonely lot. 
Now all they have is an old man’s dreams 
Of trail and travois and four-horse teams, 
Of all the things that they used to slur— 
What magnificent liars they were! 


Boe 
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A VETERAN TEAM 


{NO. 39 OF A SERIES} 

Football teams win in part by individual performance, but 
principally by reason of good team work. 

Eastern football coaches have in recent years made Western 
football teams what they are. Upon the accumulated experience 
of generations of good eastern teams, the western teams have 
been developed. At Madera, the situation is analagous. 

Our Shipping Department, twelve of whose pictures appear 
on the margin of this bulletin, is composed of thoroughly sea- 
soned men, carefully trained in individual performance, but 
taught to work as a team. Moreover, our head inspector is a 
Michigan man who was thoroughly grounded in lumbering when 
the Great Lakes region was the source of the Nation’s lumber 
supply. Upon his experience has been founded the excellence 
of Madera Sugar Pine’s shipping service. 

Proceeding clockwise, and starting with twelve o'clock, these 
men, whose years of employment are indicated, are: 


Name Title Years of Service 
John W. Stevens Chief Inspector 1898-1931 
Shipping Clerk 1899-1931 
Loading Dock Foreman 1899-1931 


Lumber Inspector 1900-1931 
Lumber Inspector 1900-1931 
Edward Whitehead Lumber Inspector 1902-1931 
Herbert C. Keltie Lumber Inspector 1903-1931 
1 L I at 


Virgil Palmer Pp 1905-1931 
Cornelio Sciaqua Lumber Inspector 1907-1931 
Al Crosson Lumber Inspector 1909-1931 
Peter Froom Planing Mill Superintendent 1902-1931 
William H. Webb Yard Superintendent 1900-1931 
Fair dealing and consideration have created in these men such 
confidence and loyalty as to absolutely assure integrity of work- 
manship. Every one of them has for years successfully served the 
very exacting trade to which the Madera Sugar Pine Company 
has always catered, and thoroughly understands the selection of 
stock for specific uses. Their knowledge and their spirit are the 
basis of the superiority of Madera shipping service. 
It is concerning specffic uses for Madera lumber with which 
our future bulletins will deal. 


MADERA SUGAR PINE CO., 
MADERA, CALIF. 
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C0_- CALIFORNIA Coa 











Sugar Pine 
California White Pine (f2* 
Arizona Soft Pine 
White Fir 


LOUIS WUICHET, Inc. 


Shop—Selects—Common 
Dimension—Lath—Shiplap | 
Pattern—Flask | 


WRITE 
712 Railway Exchange Bldg., Chicago 
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Feather River Lumber Co. 


Delleker, Plumas Co., Calif. 


Manufacturers of 


Feather River Canyon 


Soft California 
White Pine 
White Fir 


\ Incense Cedar 





Annual Capacity 60,000,000 Feet. 























A New Book 


~~  eeer 


HOLT’S RAPID 
ESTIMATOR 


A REAL price-list covering houses be- 
cause of its size, its convenient indexing 
of the great mass of information which 
places at your finger tips and, of great- 
est importance, the ease and simplicity 
of keeping it up-to-date with constantly 
fluctuating prices and changing methods 
of construction, 


Every effort has been exerted to make 
this little book measure up to YOUR 
IDEAL of what is needed, every imag- 
inable precaution has been taken to in- 
sure the highest degree of accuracy in 
copying these tabulations from its par- 
ent book, “Automatic Building Costs,” 
so that these “cost-rates” will be just 
es accurate as those in that book proved 
to be in the two years it has been in use 
in every state in the U. S. A. and in 
Canada, 

While this book is only a small part of 
the “ABC System of Estimating,” it con- 
tains the most-used tables and gives 
simple rules for deriving other informa- 
tion contained in the enlarged works so 
that practically any house can be figured 
anytirne and anywhere. 


This »ook will enable you to build up a 

repu'ution of being the “Building-Costs” 

expec in your community. Bound .in“ 
sem'-flexible red _ leather. 128 pages, 

2%”"x5%”, vest pocket size. 


$3.00 Postpaid 


AMERICAN LUMBERMAN 
431 So. Dearborn St. CHICAGO, ILL 
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News Notes f 


Spokane, Wash. 


Jan. 10.—Use of machinery has transformed 
the methods of logging in the yellow pine 
country near Bend, Ore., in the last ten years, 
according to R. H. Weidman, director of the 
Northern Rocky Mountain Experiment Sta- 
tion, who recently passed through Spokane 
on his way back to Missoula, Mont. Mr. 
Weidman has been on the Coast engaged in 
revision of a bulletin on timber growing and 
logging practices in western yellow pine in 
the northwestern States, Idaho, Oregon, 
Washington and western Montana. 

The Kalispell “Lumber Co., at Kalispell, 
Mont., is taking advantage of the slack sea- 
son to enlarge the pond at its plant about 
40 percent. It will cover approximately five 
acres when completed, according to Gilbert 
Miller, and will give much needed storage 
room. 

Having completed its logging operations in 
the Teanaway district the Cascade Lumber 
Co., of Yakima, has just finished laying a 
spur along Swauk Creek and another on the 
opposite side of Yakima River on Tanom 
Creek. Operations will begin in the new 
districts in the spring. 

Walter M. Webb, of the Walter M. Webb 
Lumber Co. at Detroit, after visiting in Spo- 
kane for several days, left for California. 

F. K. Weyerhaeuser, president of the Wey- 
erhaeuser Sales Co., returned Jan. 9 from a 
week’s business trip to Tacoma, Wash., and 
<lamath Falls, Ore. 


Tacoma, Wash. 


Jan. 10.—The entire meeting yesterday of 
the Tacoma Lumbermen’s Club was devoted 
to reports of plans for the coming convention 
of the Western tetail Lumbermen’s Asso- 
ciation which opens in Tacoma Feb. 19. 
Corydon Wagner, chairman of the club’s con- 
vention committee, gave an outline of the en- 
tertainment program planned for the visiting 
delegates and assigned the club members to 
different forms of preparatory work. He an- 
nounced the arrangements for the program 
are well under way and the event promises to 
eclipse any previous convention held in the 
Northwest. 

W. Yale Henry, chairman of the exhibit 
committee, reported all difficulties regarding 
the exhibits at the convention have been 
solved and that arrangements for an exhibit 
of lumber products of the finest kind have 
been practically completed. 

Severing their connection with the Inde- 
pendent Lumber Co., Gerold C. Gray and 
L. H. Edwards have filed articles of incor- 
poration for a new firm to be Known as the 
Gray-Edwards Lumber Co., incorporated for 
$15,000. The new company will maintain the 
old office and yard in the Sixth Avenue dis- 
trict. Mr. Gray will act as president and 
Mr. Edwards as secretary-treasurer. 

Efforts to settle the controversy between 
the Rainier Pulp & Paper Ca, of Shelton, and 
the oyster raisers of upper Puget Sound, 
which has already caused the pulp mill to 
close and may result in its removal to an- 
other city, are being made by the Tacoma 
Chamber of Commerce. The Shelton mill 
ships nearly 50,000 tons of pulp annually 
from Tacoma and this city has an important 
interest in maintaining the mill at Shelton. 

The first large door shipments of the new 
year from Tacoma to European ports were 
made this week. The Holland American liner 
Drechtdyk took 15,000 doors for Dutch and 
English ports and the Smith liner Bradburn 
took 4,000 for England. 

An effort to settle the 10-year-old dispute 
between the log shippers of Washington and 
the railroads’ was made this Aveek by the 
State public service commission during the 
hearing over the increased tariff announced 
hy the carriers. The commission declared the 
lumber industry of the State is being injured 
by the constant fight and appealed to both 
sides to work oUt a compromise proposal 
which would be fair to both parties. It was 
suggested that a rate based on a per car 
basis would be more satisfactory than the 
present manner of assessing rates by scal- 
ing. The hearing was adjourned until a later 
date at which the cross-examination of all 


ee 


witnesses and the introduction of relutta] 
testimony will take place. 

In spite of the slump in the timber market 
cash receipts of the State land office during 
the last two years were the largest in the 
department’s history. The receipts during 
the biennium totaled $3,925,847 of which 
amount more than $2,500,000 represented the 
sale of timber. During the last 20 vears the 
prices for timber have steadily advanced 
from an average of $1.55 a thousand feet ip 
1910 to $3.71 in 1930. 

The lumber market in the Orient has shown 
some improvement during the last two weeks 
and space bookings for the next two months 
have been larger than for some time. Rates 
are still so low that only the regular liners 
are handling lumber and these are booked 
full until the end of February. The heavy 
movement of lumber to the Atlantic coast 
continues in spite of the higher rate effective 
the first of the year. 


Kansas City, Mo. 


Jan, 3.—Developments in the last week 
have made lumber companies more optimistic 
in regard to the market. While last week 
opened somewhat dull, demand picked up 
noticeably, and volume of orders in the last 
three days was the largest that had been 
enjoyed for some time. Yesterday's mail 
brought in another good batch of orders. 
Inquiry has been getting more active, and 
it has been well scattered over the country. 
There has been some slowing down in the 
oil fields because of the restrictions placed 
on the purchase of oil, and in some agricul- 
tural districts business still is dull. The most 
active demand is from city yards. 

Cliff Scruggs, of Jefferson City, Mo., former 
president of the Southwestern Lumbermen’s 
Association, is in a Jefferson City hospital 
recovering from an operation for appendicitis. 
His condition was grave for a time, but he is 
now out of danger. 


Seattle, Wash. 


Jan. 10.—With orders exceeding production, 
and widespread curtailment continuing, mill 
inventories are decreasing and assortments 
are becoming broken. This section so far has 
had an unusually warm winter, with no snow 
and very little rain. Any improvement in de- 
mand, or a two to four weeks freeze-up here, 
would make lumber pretty scarce. 

Wholesalers continue to get many inquiries, 
but find business hard to close, because of 
competition on prices. Many believe prices 
are at bottom. Eastern retailers are declared 
to be against purchasing now, but there is 
some line-yard buying in the large cities. In- 
dustrial concerns seem to be more in the mood 
to buy than the yard men. Little building 
activity is expected in the consuming territory 
east of the Rockies until spring. 

Right now prices are no inducement to the 
mills, and efforts to force them up are being 
made. A large wholesale operator said: “Any 
volume at all will cause prices to jump. We 
are finding it difficult to fill ordinary cars 
on account of the broken stocks at the mills, 
and disinclination of the mills to give service 
at present prices. Stocks are in worse shape 
now than at any time in fifteen years.” Prices 
to the trade have been boosted somewhat. 
One man declared drop siding is being held 
at a $1.50 raise, with proportionate increases 
for vertical flooring and other items. 

An intercoastal shipper reports considerable 
variation in prices on cargo items between 
Puget Sound and Columbia River. River mills 
have been selling for $2 lower. The fact that 
space is easier to get on the Sound, because 
of the disinclination of ships to enter the 
river, may account for this difference. For 
intercoastal shipment, fir is selling at $10.50 
off list 30, and hemlock $11 off, with prices 
firm. January space is practically filled; one 
operator declared he had been unable to get 
any. February space is easy, most shippers 
awaiting action of the conference, which is 
scheduled to meet this month. However, one 
shipper declared he had already contracted 
for all the February space he needed. 

Shingle prices are soft. More mills are 
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ericas Lumber Centers 


down, production this week being about 25 
acl of capacity. 

Local retailers take some comfort in figures 
of the real estate board, showing that Seattle 
has only one-third as many houses for sale 
as at this time a year ago. Some yards are 
doing a fair business, and the feeling is that 
there will be more home building this year. 

The John Dower Lumber Co., of Tacoma, 
has purchased the yard of See & Sons, at 
2enton, Wash., six miles south of Seattle. 

The Dunn Lumber Co., which does a whole- 
sale and retail business, has removed to 652 


White Building 
Scott Blanchard, vice president Blanchard 


Lumber Co., Boston, and manager of the New 
York office, is scheduled to arrive in Seattle 
Jan. 12 for an indefinite visit. 

The Retail Lumberman’s Credit Association 
has removed to larger quarters at 552 White 
Building. 

c. J. Culter, of the Hammond Cedar Co., 
New Westminster, B. C., who has been in the 
East for the last two months, is expected in 
Seattle next week. He spent the holidays in 
Kansas City, and is now driving home with 
Mrs. Culter, via California. 


Macon, Ga. 


roofer mills here are oper- 
ating. Some roofers are being shipped by the 
smaller mills, mostly by those that are hard 
pressed for money to meet obligations. There 
has been no improvement in prices. 

Longleaf mills are getting a little more 
business. Shipments are being made right 
along, but their volume is far below normal. 
Some of them are to the Southeast, but most 
shipments are to northern markets. Local 
wholesalers say plenty of inquiries are com- 


Jan. 13. 





ing in. 

Rough weather—cold rains and wind—has 
brought about a decrease in hardwood pro- 
duction. Only one plant in this entire terri- 


tory is running nearly full time, though all 
the mills are doing a little business. Stocks 
on the yards are still being reduced, for ship- 
ments have exceeded production now for more 
than a year. In most of this section the 
swamps are full of water, and probably will 
remain in that condition until next summer, 
so it is impossible to log. 


Portland, Ore. 


Jan. 10.—The first week of the new year 
there were more orders for lumber than in the 
last of the old. Export business continues 
very quiet. There is growing optimism among 
lumbermen here. In western Oregon, some 
logging camps are resuming operations earlier 
than had been planned at the time of the 
holiday shutdown, but they are largely camps 
operated in connection with mills. 

Lumber and log shipments by water from 
Portland and the Columbia River amounted 
to 1,263,854,938 feet during 1930, according to 
statistics prepared by the Merchants Exchange 
here. During 1930 the total was 1,543,601,697 
feet, or about 275,000,000 feet more. The 
largest total within the last eight years was 





the 1928, 1,591,394,096 feet. The following 
table shows the distribution during 1930 and 
1929: 
193 1929 
Destin: ation Feet Feet 
OS chee dares wie nica 120,421,572 159,376,860 
ak 8 oil a ame a 51,253,584 259,512,661 
IS 36,132,141 105,978,051 
Other foreign...... 175,661,076 220,768,437 
Atlantic-Gulf ...... 400, 165,546 350,841,062 
Coastwise ......... 380,221,019 447,124,626 
NN saanok a arekenen 1,263,854,938 1,543,601,697 


The largest proportionate falling off 
year was in Australian shipments. 
conditions in Australia resulted in the im- 
Position of heavy import duties. It will be 
Seen that 1930 Atlantic-Gulf shipments in 1930 
exceeded those of 1929 by a considerable mar- 
fin. Business with Japan dropped not quite 
as much proportionately as Australian ship- 
ments, although much more in actual volume. 
All things considered, business with China 
made a relatively good showing, and has been 
increasing of late, 

The Coast Fir & Cedar Products Co., of 


last 
Finincial 


Portland, was the successful bidder for sup- 
plying 1,200,000 feet of lumber for construc- 
tion of the rail line from Las Vegas, Nev., to 
the site of the Boulder Dam project on the 
Colorado River. The contract calls for 26,000 
cross-ties and a number of switch ties. The 
Coast Fir & Cedar Products Co. will fill the 
order largely from mills in the Willamette 
Valley. 

W. T. Culver, vice president J. D. Lacey & 
Co., Chicago timber dealers, was in Portland 
three days this week after having spent four 
days in Seattle. He refused absolutely to 
predict what may develop during the year, 
but admitted the outlook was more promising 
than for some time. 


Shreveport, La. 


Jan. 12.—A survey 
wholesale yellow pine 
encouragement to the 
show a disposition to shop around and seek 
even lower levels. A trifle more inquiry 
would indicate that the heavier buying ex- 
pected to show up after inventory time may 
be in the offing, but dealers are not colliding 
with each other in rushing to the market, 
and indications are that both buying and 
selling will be slow for some time. There is 
not enough business in sight to affect the 
market one way or another, but a few items 
of common stock are not so plentiful as for- 
merly, and the placing of mixed orders is 
causing a little more effort to be made by 
the buyers. Conditions at the mills have not 
been very favorable the last two weeks on 
account of frequent heavy rains, which have 
delayed shipments to some extent. The buy- 
ers have been so accustomed to getting car 
numbers the same day that orders are placed 
that they grow very impatient even of a very 
slight delay on account of weather condi- 
tions, all of which would indicate that their 
supplies are rather low. This may have a 
tendency to bring the buyers back to a few 
more straight car orders instead of dabbling 
with so many mixed orders of scarcely car- 
load caliber. Just a little difficulty along 
this line would help the mills in moving 
better quantities, and perhaps enable the 
larger units to resume cutting stock four 
instead of only three days a week. 

The hardwood market continues extremely 
quiet; no change. 

The Shreveport Chamber of Commerce this 
week elected fourteen new directors, among 
them being B. Hudson Bolinger, vice presi- 
dent of the S. H. Bolinger Lumber Co. Among 
the directors whose terms run another year 
is another indle T. Moore, of 


of conditions in the 
market brings scant 
mill operator. Buyers 


lumberman, Ra 
the Peavy-Moore Lumber Co. 


Minneapolis, Minn. 


Jan. 14.—A considerable movement of north- 
ern white pine developed in this territory last 
week, most shipments being rush and of the 
mixed car variety, to fill out depleted stocks. 
Industrials are taking little stock, but sales 
are somewhat higher than during a corres- 
ponding period last year. Northern mills also 
report having booked considerable business 
during the last seven days. Prices remain 
firm and on a profitable basis. According to 
W. A. Ellinger, secretary of the Northern 
Pine Manufacturers’ Association, inquiries are 
light and special efforts are being made to 
obtain orders, although the total amount of 
orders has increased within the last two 


weeks. Stocks at most of the mills are nor- 
mal for this season. Orders on hand at none 
of the mills are sufficient to keep the ship- 


ping departments busy for more than a week. 
Some of the manufacturers foresee improved 
business for the near future. Listed among 
scarce stocks at some mills are 1x10- and 12- 
inch Nos. 2 and 3, 5/4 and thicker shop and 
select, No. 1 common, 2x12-inch dimension, 
10- and 12-inch No. 2 common and selects. 
In surplus at some mills are 4-inch No. 3 
Norway, No. 2 dimension, No. 5 boards, 1x4- 
and 6-inch Nos. 2 and 3 common, %x4-inch 
and %x6-inch D bevel siding. 

Northern white cedar dealers expect an up- 
turn in business within the next month, bas- 
ing their predictions upon the increased num- 


C1 PORTLAND, ORE. C3 








GRISWOLD-GRIER LUMBER CO. 
Philomath, Oregon 

Carlton Manufacturing Co., Carlton, Ore. 

Pedee Lumber Co. - Pedee, Oregon 


Affiliated Manufacturers in 
DURABLE DOUGLAS FIR 


Everything in Fir 
Sales Offices: 


THE GRISWOLD LUMBER CO. 
Failing Building, Portland, Oregon 














OUR SPECIALTIES 


5/4x4 Vertical Grain Porch Flooring 
Vertical or Mixed Grain Finish 
Vertical Grain Stepping } 


MOULDINGS — Factory Stock 


All made from the finest of 


Old Growth Douglas Fir 


of soft texture, dried in strictly modern dry kilns. 





ROYALS, PERFECTIONS, XXX XX Red CedarShingles 
Mills: Raymond, Washington 


WILLAPA LUMBER CO. 








Sales Office: Failing Bldg., PORTLAND, ORE. 
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Douglas Fir 
Exploitation 
& Export Co. 





EXPORT SHIPPERS— | 
CARGO and PARCEL 
SHIPMENTS TO ALL 
FOREIGN MARKETS 

















HEAD OFFICE: 


1125 Henry Building, 
SEATTLE, WASH. 


BRANCHES: 
SAN FRANCISCO, CALIF, 
PORTLAND, ORE. 
CABLE ADDRESS, all offices, FIREXCO 


Cc. I. F. OFFERS 
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I March with fe high ate 
Circulation and 
Low Temperatures 


| does more damage to your yard lum- 
ber than any other month. 


Isn't 


| there something else? 


The Whole Story 


involves proper circulation, temper- 
ature and humidity 


In Drying Lumber. 
| 
National 
Moistat 
Dry Kilns 


| will dry your lumber in less time and 
give straight, soft lumber, in prime 
condition. 





Let us tell you the whole story of this proven 
system of lumber conditioning. No obligation, 
of course. 


The National Dry Kiln Co. 


437 West Georgia Street 
Indianapolis Indiana 





Eastern Representative: 
C. A. FIELDS, Eagle Mills. Troy, N. Y. 

















“Hercules” Wire Rope 


has been tested by time and 
proven by service. Its best 


recommendation is the con 
stantly increasing demand for 
it. Its one red-strand is our 


guarantee of quality. 
Established 1857. 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
New York Chicago Denver San Francisce 


* ie as 


Pred a veh 








The Biggest Card in the Business World 


The skill and care exercised in engraving 
a Wiggins plate has made the 


Wiggins Peerless 
Patent Book Form Card 


the choice of a long list of America’s biggest card users. 
{f you admit the value of a proper card representation we 
would like to send you tab of specimens. Ask for it; de- 
tach the cards one by one and observe their clean cut 
edges, their general excellence and the protection afford- 
ed by being encased in convenient book form style. 


The John B. Wiggins Co. 


Established 1857 
Engravers 


Plate Makers 
Die Embossers 







1108 POTEEL COMPANY 
Fullerton ee prenen euNome 
Avenue CHICAsO 


CHICAGO 











ber of inquiries. State highway departments 
are expected to let contracts for guard rail 
posts this month, and farmers are likely to 
be in the market for considerable quantities 
of smaller-sized posts a little later. 

While the sash and door trade is compara- 
tively quiet, it is better than at this time last 
year, owing to an exceptional amount of 
winter construction of small residences. 

E. J. ‘Fisher, Northwest representative of 
the National Lumber Manufacturers’ Associa- 
tion and Vicegerent Snark, reports that ar- 
rangements have been completed for a con- 
catenation to be held in connection with the 
annual convention of the Northwestern Lum- 
bermen's Association. The affair will be 
staged in the Gold Room of the Radisson 
Hotel at 4:09 p. m, Jan, 20, and it will be 
followed by a banquet that evening in the 
Flame room of the same hotel. The banquet 
and entertainment are under the joint auspices 
of Hoo-Hoo and the Mississippi Valley Lum- 
ber, Sash & Door Salesmen’s Association. 

Grover M. Conzet, State commissioner of 
forestry and fire prevention, will be retained 
in that position for the present without ap- 
pointment, the new governor, Floyd B. Olson, 
announces, 


Birmingham, Ala. 


Jan, 12.—More optimism prevails among 
Alabama retailers than at any time in the 
last two years. Leading realtors say that 
rental property is being disposed of rapidly, 
and desirable homes are far from plentiful. 
Contractors have been calling for estimates 
for all types of buildings. Yards have been 
doing more estimating in the last two weeks 
than at any time within thirty days. Archi- 
tects have an increased amount of work on 
hand. Building associations in Alabama will 
be able to resume loaning within a very short 
time. Many of these had been forced to take 
over property, and handling resales delayed 
further loans. Mortgage bankers will soon be 
able to handle a lot of business, according to 
reports. Retailers have bare yards and sheds, 
so lumber manufacturers hope that orders will 
come to them shortly. Alabama sawmills are 
running a limited number of days when oper- 
ating at all. Heavy curtailment by smaller 
mills has been disclosed in reports to group 
meetings being held by the Southern Pine 
Association. Weather conditions have been 
ideal for the mills, and the few still operating 
have been able to log full time. Small mills 
have been getting back into action and, while 
dry lumber at these operations is exhausted, 
it will require only a short time to accumulate 


“ Norfolk, Va. 


Jan. 12.—There has been a slight pick-up 
in demand for North Carolina pine. There 
have been more inquiries, but buyers are 
still hesitant about placing new business. 
Prices are firm all along the line and a 
slight improvement in demand is going to 
cause them to advance, as there is not much 
unsold surplus, and the mills are producing 
little stock. 

There has been a good demand for B&bet- 
ter 4/4 edge circular sawn, and mills have 
little to offer, for few have been operating. 
Buyers prefer this circular sawn stock, for 
stock widths are usually shipped with the 
edge at lower prices than are quoted on band 
sawn edge widths. Edge 4/4 No. 3 continues 
quiet, but more interest is being taken in 
No. 3 stock widths. B&better 4/4 stock 
widths in mixed cars, both band and circu- 
lar sawn, have been moving better and are 
strong. B&better 5/4 and 6/4 stock widths 
continue quiet, but inquiries are more fre- 
quent. B&better 4/4 miscuts are in good 
demand, and difficult to buy for quick ship- 
ment, because many mills are down. 

There has been an increase in sales of 
edge 4/4 No. 1 box, kiln dried rough. Sev- 
eral cargoes have been sold for quick ship- 
ment. Box makers are taking in more lum- 
ber, and will soon be asking for good air 
dried edge box, for very little is being offered. 
More kiln dried stock will have to be used. 
More 4/4 edge No. 2 box, dressed, is being 
used, and rough will soon be moving better. 
No. 1 4/4 stock box has not been moving 
so well, but retail yards will soon come on 
the market. No. 2 4/4 stock box has been 
quiet and will be until the No. 1 grade is 
difficult to buy. Edge box, 5/4 and 6/4 rough 
or worked, has been very dull, though quoted 
at low prices. 

Planing mills are carrying a good assort- 


ment of stocks of flooring etc., and few mills 
are operating regularly. Demand thus far 
this year has been very light. Demand for 
kiln dried roofers has been a little better, 
but air dried stock is moving very slowly, 
Buyers at large consuming centers are offer- 
ing low prices but mills are firm in price, 
Air dried 6-inch roofers are being held at 
$12.50, f. o. b. Georgia Main Line, and 8- and 
10-inch at $1 higher. 


St. Louis, Mo. 


Jan. 12.—With the exception of reports that 
yellow pine showed signs of more activity 
during the first week of the new year there 
has been no change in general market con- 
ditions here. Inventories are the cause, in 
the opinion of the trade, and an improvement 
is expected to take place between now and 
Feb. 1. There is a better feeling, and while 
many mills are shut down, it is believed that 
the more optimistic trend will produce re- 
sults. Another factor that looks good is that 
retailers’ stocks are quite low. 

The W. T. Ferguson Lumber Co.’s West 
Coast office reports that very few mills that 
were running prior to Dec. 25 have resumed 
operation to date. This is primarily on ac- 
count of weather conditions. For this reason 
most producers seem to figure that it is a 
good time to stay shut down and wait until 
the market picks up. 

Construction of the Municipal Auditorium, 
at a cost of $4,000,000, was ordered last 
Wednesday by Mayor Miller, after a confer- 
ence with President Kinsey of the board of 
public service. Mr. Kinsey said he would at 
once prepare the ordinance draft and be- 
lieved he will be ready to call for bids in 
less than six weeks. 

A community woodyard has been estab- 
lished at Sikeston, Mo., by the Himmelberger- 
Harrison Lumber Co. of that town. Men cut- 
ting and hauling are given grocery orders 
for their work. 


Warren, Ark. 


Jan, 12.—The Arkansas mills received only 
a nominal amount of new business this week. 
Some retail dealers require mixed cars for 
quick shipment, while others are ready to 
talk about larger orders but want shipments 
deferred sixty or ninety days. The mills are 
reluctant to accept such orders, because the 
belief prevails that prices will be higher by 
March 1 than they are today. Some straight- 
car sales of Nos. 2 and 3 lath have been re- 
ported around $2.25, mill, for No. 2, and 
$1.25 for No. 3. No. 1 plaster lath are being 
used for snow fences in certain sections of 
the North, instead of half inch No. 1. The 
low price makes plaster lath attractive. Cur- 
rent demand comes from most of the trade 
territory, except Wisconsin, Minnesota and 
other northern States. 

Bad wet weather last week tied up logging 
operations two or three days, and slight re- 
ductions have been made in log supply since 
the first of the year. 


Bogalusa, La. 


Jan, 12.—C,. W. Goodyear, treasurer of the 
Great Southern Lumber Co., arrived in 
3ogalusa in an optimistic mood, to look after 
business interests. The Great Southern Lum- 
ber Co. was one of the few sawmills in the 
South that operated at capacity during all of 
1930, and every employee should feel proud 
of the part he played in making this possible. 
It is Mr. Goodyear’s opinion that business in 
general throughout the nation will improve 
during 1931. 

Victor M. Scanlan, president of the Lamar 
Lumber Co. and a leading citizen of 
Mississippi, was in Bogalusa last week look- 
ing after business interests. He is of the 
opinion that conditions will continue to im- 
prove throughout 1931. 

F. W. Reimers, general manager of the 
Natalbany Lumber Co., Hammond, La., was 
the guest of Col. D. T. Cushing, vice president 
and general manager of the Great Southern 
Lumber Co. 

R. H. Laftman, after twelve years’ connec- 
tion with the Bogalusa Paper Co., as general 
manager and for the last two as vice presi- 
dent and general manager, has tendered his 
resignation to go into effect on April 1. He 
will engage in business for himself. Mr. Laft- 
man is a close personal friend of all the 
officers and directors of the Great Southern 


(Continued on page 72) 
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} Fast, Smooth Cutting 
; Saw Rips or Cross-Cuts 
: Hard or Soft Wood 


; No doubt you have heard about the Planer Saw — the 
d SMOOTH CUTTING SIMONDS CIRCULAR SAW 
recently placed on the market. It is actually the SMOOTH- 
EST CUTTING saw which stands fast hand feed and cross- 
cuts or rips equally well on hard or soft woods. Many shops 
are using these saws because they give so much better service 
—frequently eliminating a planing operation—they cut so 


1Ws 


@® 


‘ smooth, 

; Saws like this may mean a big saving in your plant. 
S Write us about the Planer Saw 

f We'll be glad to tell you everything. 


SIMONDS SAW AND STEEL COMPANY 


“The Saw Makers” 
ESTABLISHED 1832—FITCHBURG, MASS. 


ir Chicago, IIl. Lockport, N. Y. Portland, Ore. Montreal, Que. 

f Boston, Mass. Memphis, Tenn. San Francisco, Calif. Toronto, Ont. 

i Detrajt, Mich. Atlanta, Ga. Los Angeles, Calif. Vancouver, B. C. 
’ New York City London, England Seattle, Wash. St. John, N. B. 


New Orleans, La. 


: SIMONDS 


THE PLANER SAW 
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CRONWALL & COMPANY 


Incorporated 


Lumber Company Financing 





Represent owners of 


PACIFIC COAST 
TIMBERLANDS 


For Sale on Attractive Terms 





231 South La Salle Street 
Continental Illinois Bank Building 


CHICAGO 





YARD, MILL AND OFFICE 


Newsy Notes of Persons and Places 























Hundreds of New Lumber Buyers 


are listed in the Septem- 
ber Edition of the Red 
Book—now available 

This book may be had on 
trial for 30 days—With- 
out Cost or Ob- 
ligation — by 
any responsible 
concern Red 
Book credit rat- 
ings and re- 
ports are almost 
universally rec- 
ognized as the 
most reliable 
Ask for Pam- 
phiet No. 49-S 
and details of 
FREE trial 
offer. 

The Collection 
Department has had long 
experience in_ collecting 
lumber accounts. and the 















CLANCY) BED BOOK SC RVICE 


7 re 


cost is reasonable. 
LUMBERMEN’S CREDIT ASSOCIATION 
Executive Offices, 608 South Dearborn St., Chicago, Ill 


East. Headquarters, 35 S. William St., New York City 

















GILBERT NELSON & CO. 


Public Accountants 
1! SOUTH LASALLE STREET 
CHICAGO 


TELEPHONE RANDOLPH 2220 














Bird Houses 
Boys Can Build 


Previding homes for birds adds interest to the 
homes of people, helps to reduce the insect popu- 
lation, gives pleasant recreation for boys, teaches 
them skill with tools in the working of wood 
and performs a valuable social and economic 
community service. All this is promoted by the 
use of the book, “Bird Houses Boys Can Build,” 
which contains plans and instructions for build- 
ing scores of varieties of bird houses. Bound in 
heavy paper, 60 pages. Price delivered, 65 cents. 


American Lumberman, 431 So. Dearborn St., Chicago 











Al Klass, of the Holt Lumber Co., Oconto, 
Wis., was in Chicago Monday to call on 
local lumbermen. 


R. G. Maislein, of Sheboygan, Wis., presi- 
dent of the Maislein-Dawson Lumber Co., 
called on lumbermen in Chicago Monday. 


Ed Mullen, of the Hatten Lumber Co., 
New London, Wis., arrived in Chicago on 
Friday of last week and expected to stay un- 
til Wednesday, to call on the local lumber 
trade. 


H. B. Jameson, of Pinedale, Calif., general 
sales manager of the Sugar Pine Lumber 
Co., stopped in Chicago Tuesday on his 
way to visit lumber distribution centers in 
the East. 

H. D. Banning, of the Banning Timber 
Co., Cowden, Ill., was in Chicago Tuesday 
to confer with C. B. Cunningham, of the 
Cunningham Lumber Co., his firm’s sales 
representative in this territory. 


Arthur B. Ransom, of Nashville, Tenn., 
president of the Ransom Hardwood Lumber 
Co. (Inc.), was in Chicago a few days the 
latter part of last week and called on friends 
in the local lumber trade. 


W. B. Jordan, of the Smyrna Lumber Co., 
Smyrna, Tenn., was in Chicago last week 
and, after returning from a trip to the East, 
was in the city again a few days this week, 
visiting friends in the lumber trade here. 


Paul W. Abendroth of Rhinelander, Wis., 
vice president of the Robbins Flooring Co., 
who stopped in Chicago last week on his 
way to Omaha, Neb., to call on lumbermen 
there on business, was expected to return 
and spend a few days here later this week. 


Mr. Dilts, of the Welch Lumber Co., 
Memphis, Tenn., arrived in Chicago Monday 
to spend a few days here this week before 
continuing his journey into Wisconsin to 
call on lumbermen in several cities in that 
State. It is his first business trip of the 
new year. 


Henry Klopp, of Spokane, Wash., presi- 
dent of the White Pine Sash Co. and also 
president of the White Pine Sash Co. of 
Illinois, was in Chicago Monday on his way 
to New York, and in addition to calling at 
the offices of the latter company visited 
other local lumbermen. 


R. E. Clarke, has been appointed manager 
of the Simpson Lumber Co.’s yard in New 
Harmony, Ind., replacing Ovel Morgan who 
resigned to engage in other business. Mr. 
Clarke for several vears was manager of the 
Simpson company’s yard at Mt. Vernon, 
Ind.; the latter yard quit business the first of 
this year. 

The many friends in the lumber industry of 
Fred W. Larkins will be interested to learn 
that on Jan. 1 he severed his connection with 
the Morgan Lumber & Manufacturing Co., 
Charleston, W. Va., and has returned to the 
wholesale lumber business. He is now con- 
nected with the Dwight Hinckley Lumber Co., 
at Cincinnati. 


C. H. Keeney recently has been appointed 
sales manager of the Northern Blower Co., 
Cleveland, Ohio. This company is a well known 
manufacturer of exhaust fans, suction filters, 
air separators, dust collecting systems, cyclones 
etc. Mr. Keeney has been successfully iden- 
tified with this line of manufacture for the last 
twenty-five years. 


Frank Ackley, of Boston, Mass., purchas- 
ing agent for the Heywood-Wakefield Co., 


was in Chicago this week to attend a spe. 
cial meeting of the rules committee of the 
National Hardwood Lumber Association 
Wednesday. Mr. Ackley is on the commit- 
tee in an advisory capacity, representing the 
furniture manufacturers. 


T. W. Lehman, who has been in the lum- 
ber business in Chicago since 1916 and has 
a great number of friends in this territory, 
has been appointed manager of the white 
pine department of the Hilgard Lumber Co,, 
effective Monday, it has been announced by 
P. L. Musick, treasurer and general man- 
ager of the Hilgard company. 


H. D. Foote, of Alexandria, La., head of 
the H. D. Foote Lumber Co., was in Chi- 
cago several days. ‘“He’s looking for or- 
ders,” said one of the lumbermen on whom 
he called, “but he’s not taking business on 
cheap prices. He hasn’t much stock on 
hand, and he’ll not go in on a large scale 
until the prices provide a justifiable margin.” 


W. W. Schupner, secretary of the National- 
American Wholesale Lumber Association, with 
headquarters in New York City, has announced 
the acceptance of the resignation of L. N. Dug- 
gan, former department manager. Mr. Duggan 
has been succeeded by Sid L. Darling. Mr, 
Darling’s wide experience equips him for as- 
suming his duties as assistant to Mr. Schupner 
and in the handling of credits and collections. 


W. Frank Oliver, of Toronto, Ont., presi- 
dent of the Oliver Hardwood Lumber Co. 
and a director of the National Hardwood 
Lumber Association, was in Chicago this 
week on business connected with special 
meetings of the association, and with Harry 
Carroll, Chicago commission lumberman 
who is his local sales representative, had 
lunch Tuesday with members of the Chi- 
cago Wholesale Lumber Association at their 
usual rendezvous at the Boston Oyster 
House. 


An unusually impressive brochure, wrapped 
in one of the newer products of the forest, 
recently was received at the offices of the 
AMERICAN LUMBERMAN, and it is especially in- 
teresting because it describes a beautiful and 
useful product which employs a large quan- 
tity, comparatively, of fine hardwoods. Cel- 
lophane, whose tough transparency in no 
way resembles the wood from which it is 
made, well protects the lithographed booklet 
which describes the wonderful new Reo- 
Royale Eight, the automobile of which the 
Reo Motor Car Co., of Lansing, Mich., justly 
is so proud. 


W. H. Nelson, of Chicago, chief inspector 
for the National Hardwood Lumber Associa- 
tion, after spending the holidays in Somerset, 
Ky., his “old home town,” where he visited 
his mother, went to New York and Philadel- 
phia, Pa., on business, and returned to Chi- 
cago last Sunday. He expected to attend the 
special meeting of the association’s rules 
committee Wednesday, and then go to 
Toronto, Ont., to spend a few days on busi- 
ness. Mr. Nelson said that he finds a better 
tone to the lumber industry nowadays, with 
lumbermen a bit more optimistic especially 
in regard to the automobile industry. 


Raymond Yates, of Chicago, head of Ray- 
mond Yates & Co., has discovered what 
some retailers doubtless need to learn—that 
overcrowding of displays takes away their 
value. He is not a retailer, of course, but 
a commission lumberman, and he was not 
trying to sell the pictures on his wall, but 
only had them there mainly for his ow? 
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pleasure, but the idea is the same. Last 
week he “annexed” the office next to his, in 
the Association Building at 19 South La 
Salle Street, and is utilizing it now for a 
private office. With the greater wall space 
available, Mr. Yates had the opportunity to 
give each of his pictures (mostly lumber 
camp and forestry scenes) plenty of “elbow 
room.” And the result? Lumbermen who 
have been in his office time and again, for 
several years, and have looked at those same 
pictures without seeing them, admire the 
scenes and demand, “Where ja get the pic- 
tures so sudden?” 





Enters Commission Lumber Trade 


Ben Franklin, of Chicago, president of the 
Ben Franklin Lumber Co., has just announced 
that, effective Nov. 1, 1930, he had severed his 
connection as district sales manager of the 
Coast Fir & Cedar Products Co., and is now 
operating as a commission lumberman exclu- 
sively, in his former quarters at suite 1539 
Roanoke Building, 11 
South La Salle Street. 
He will continue to han- | 
dle the products of the 
Coast Fir company on 
a commission basis, hav- 
ing taken the firm’s ex- 
clusive account in this 
territory, his many 








BEN FRANKLIN 
Chicago; 
President Ben Franklin 
Lumber Co. 





friends will be glad to 
learn. 





Mr. Franklin has 
been with the Coast 
company for eight | 








years, most of them in 
Chicago, and during the 
last five years he has been the firm’s district 
sales manager. During the three preceding 
years he spent considerable time on the Pacific 
coast, acquiring a thorough knowledge of his 
company’s products. 


Dedicate Lumberman's Gift 


PHILADELPHIA, Pa., Jan. 12—The new 
$50,000 home of the Frankford Historical So- 
ciety, erected for the organization as a gift of 
William Henry Smedley, of the Smedley Bros. 
Co., local lumber retailer, recently was formally 
dedicated and opened to the public. The struc- 
ture is of colonial architecture, two and a half 
stories high, and was built and donated by Mr. 
Smedley in memory of his brother, the late 
Franklin Smedley, one of the society’s founders. 
The donor is first vice president of the organi- 
zation and Miss Caroline W. Smedley is its 
secretary. 


Weatherwood in New Quarters 


_Following the recent purchase by the United 
States Gypsum Co. from the Chicago Mill & 
Lumber Co. of “Weatherwood,” the sales per- 
sonnel of the Weatherwood organization now is 
comfortably installed in the offices of the new 
owner. Following this purchase by the United 
States Gypsum Co., the Weatherwood Co., a 
subsidiary organization, has been formed and 
plans are being perfected for greatly increasing 
the distribution of this popular insulating wall- 
board that was introduced to the trade a little 
more than a year ago by the Chicago Mill & 
Lumber Co. O’Neil Ryan continues as general 
sales manager. The policy of distribution 
through retail lumber and building supply deal- 
ers will be continued. The addition to its line 
of Weatherwood rounds out a complete service 
made available to the trade by the United States 
ypsum Co., which justly makes the claim that 








no building of any consequence is erected that 
does not contain one or more products of that 


company. 
_—_—_—_——— 


Lumbermen Plan Winter Vacations 


OmanHa, Nes., Jan. 12.—R. B. Weller, of 
Weller Brothezs, this city, is planning to leave 
on Wednesday of this week for a vacation trip 
to California, accompanied by Mrs. Weller and 
their son Robert. They expect to drive all the 
way, going by way of Dallas and EI Paso, 
Tex., to San Diego; and visiting several other 
California points, including Los Angeles and 
San Francisco. They expect to return to 
Omaha about March 1. Robert Weller assists 
in the company’s yard at Ord, Neb. 

A. W. Weller, who operates the Weller yard 
at West Point, Neb., expects to leave about 
Feb. 1, accompanied by Mrs. Weller, to spend 
about six weeks along the Gulf Coast, probably 
going first to New Orleans, thence across to 
Florida, and to Cuba. 





To Lead Bank Out of Crisis 


CAMDEN, N. J., Jan. 12.—Senator David 
Baird, jr., president of the David Baird Lum- 
ber Co., today accepted the presidency of the 
Broadway-Merchants Trust Co., as part of a 
general plan of reorganization of that institu- 
tion. Mr. Baird’s acceptance of the presidency 
of the bank was announced following a con- 
ference of prominent Camden banking officials 
and a meeting of the trust company’s directors. 





Heads Chamber of Commerce 


CIRCLEVILLE, OHIO, Jan. 12.—Thomas O. 
Gilliland, president of the Circleville Lumber 
Co. and one of the leading citizens of this com- 
munity, has been elected president of the Cir- 
cleville Chamber of Commerce. Mr. Gilliland 
will take up his duties at once and will head 
the movement to secure a better water supply 
for the factory district in the interest of fire pre- 
vention and minimizing of fire losses. 





Reports Low Yard Stocks 


PHILADELPHIA, Pa., Jan. 12.—One of the local 
lumbermen who is viewing the situation with 
a considerable degree of optimism is J 
Gillespie, of the Gillespie Lumber Co., a com- 
mission concern, who reports having closed 
the year with a fair record of business done. 
In volume his company exceeded the business 
of 1929 by approximately 1,000,000 feet, and 
he is rather proud of the fact that none of 
the manufacturers represented by his company 
lost a cent on bad accounts. Mr. Gillespie re- 
cently completed a personal survey of retail 
and industrial conditions from the standpoint 
of stocks on hand. In this connection, he said: 

“In this section we find an average of 60 to 
65 percent of lumber being carried, compared 
to the amount on hand at the time of inven- 
tories a year ago. Some yards have their 
stocks down as low as 45 percent; others are 
up to practically normal. These latter are 
mostly small yards which cater strictly to in- 
dustrial trade. However, the general average 
stocks on hand are between 60 percent and 
65 percent of stocks on hand one year ago.” 





AN INTERESTING example of remodeling of 
a historic old house is being undertaken at 
East Aurora, N. Y., and the frame dwelling 
once occupied by Millard Fillmore and his bride, 
some years before he became president of the 
United States, will become an artist’s studio. 
The house is over a century old, having been 
first occupied by Mr. Fillmore in 1826. His 
two children, Millard P. and Mary Abigail, 
were born there. Mrs. Margaret Evans Price, 
author and artist, will restore the house to its 
original appearance, adding shutters identical 
to the one that still remains, and replacing 
the _— columns which once upheld the porch 
roof. 
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WEEDS need not 


cause fires....destroy 
them this easy way!!! 


Simply dilute 1 gallon of Wilson's Weed Killer to 40 
gallons of water and just sprinkle around your lumbar 
piles and buildings. . . at the mills or in your yards. One 
good application a year is sufficient. This is cheap fire 
insurance! Send in a trial order today! 1 Gallon $2.00; 
5 Gallons $8.00; 10 Gallons $15.00; 25 Gallons $30.00; 
50 gallons $50.00; freight allowed on 5 gallons or oven 
East of the Mississippi River. 


Booklet mailed on reauest. 
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Fix Your Credit Loss | 
in Advance 


You can state pretty accurately every | 
item in your over-head expense but one 
—your credit loss. That you can only ' 
guess at. And how often you miss the | 
mark, you, only, know! Because of pres- 
ent conditions, your credit loss is more 
of a problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

Thus your credit loss for 
months is determined 
nothing can increase it. 

The cost of Credit Insurance is small 
compared to the security afforded. 


Over $9,500,000 paid to our policyholders 
The American Credit-Indemnity Co. 


OF NEW YORK 


220 So. State St. 537 Mer. Exch. Bldg, 
Chicago, Ill. San Francisco, Cal. 


twelve 
in advance and 


511 Locust St. 
| St. Louis, Mo. 
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Established 1847 


Foreign Forwarders, 
Customs Brokers. We 
handle all classes of 
cargo, collect involees 
a discount drafts. 


C.B. Richard & Co. 


29 Broadway, NEW YORK 


Ocean Freight 
Brokers ) F 


Special department handling export lumber shipments 
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VON PLATEN -FOX COMPANY 
Iron Mountain, Michigan 
Manufacturers of 17 different species 


| of Northern Hardwoods 
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Have You a 
Lumbermen Problem to Solve? 


in logging, log transportation or harvesting tan bark 
and turpentine economically? ‘‘Logging’’ will tell 


you how. An _ invaluable 
LOGGING 


By Ralph C. Bryant 


reference book for logging 


superintendents, timber 


owners, etc. 


Cloth, Postpaid $4.50. 
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BUSINESS CHANGES, 


INCORPORATIONS, 


ETC 








Business Changes 


CALIFORNIA. Costa Mesa—Independent Lum- 
ber Co. has been purchased by the Costa Mesa 
Lumber Co. and stocks consolidated at the yard 
of the latter. 

Hawthorne—Gregg Lumber Co. changing name 
to Independent Lumber Co. of Hawthorne (Ltd.). 

FLORIDA. Tampa—The Tampa Box Co. and 
the Weidman-Fisher Co. have consolidated under 
name of Leiman-Weidman Box Co. Both plants 
will be continued in full operation. 


IDAHO. Idaho Falls—Gem State Lumber Co. is 
moving into a new yard on West Broadway just 
beyond the city limits. 

INDIANA. Rushville—Capitol Lumber Co. pur- 
chased by Robert W. Pierce, former manager, who 
will continue under name of Rushville Lumber Co. 


IOWA. Garwin—Midwest Lumber Co. succeeded 
by Garwin Lumber Co., reorganized with John L. 
Daniels as president. 

KANSAS. Winfield—Swartz Lumber Co. chang- 
ing name to Congdon-Ferry Lumber Co. 


MICHIGAN. Norway—Gust Anderson Lumber 
& Fuel Co. taken over by Cloverland Supply Co., 
of Amasa, and will be continued with Charles H. 
Babcock as manager, under name of Cloverland 
Supply Co. 

MISSISSIPPI. Rosedale—Priestly (Inc.)  suc- 
ceeded by M. L. Virden Co., headquarters, Clarks- 
dale. 


MISSOURI. MHannibal—MclIntyre-Jones Lumber 
Co. succeeded by North Missouri Lumber Co. 


MONTANA. Stevensville—Valley Lumber Co. 
sold to R. E. Golder. 
NEBRASKA, Elmcreek—J. A. Gardner has sold 


his interest in the Gardner Lumber Co. which will 
continue under the management of Ralph Buchtel. 

NEW JERSEY. Ringoes—Bodine Lumber Co. 
succeeded by Ringoes Lumber Co. 

NEW YORK. Manhasset—Howard H. Myers has 
acquired an interest in the Manhasset Lumber & 
Supply Co. 

OHIO. Cleveland—Alfred C. Smith Lumber Co. 
moving to Hudson. 

PENNYSLVANIA. Lianerch—Llanerch Lumber 
Co. changing name to Llanerch Lumber & Coal Co. 

SOUTH DAKOTA. Burke—Nye & Jenks Lum- 
ber Co. sold to Fullerton Lumber Co. 


TEXAS. Ralls—W. P. McKee Lumber Co. sold 
to South Plains Lumber Co. and Mr. McKee be- 
comes manager of the combined business. 

WASHINGTON. Seattle—Buckley-Tremain Lum- 
ber Co. succeeded by Lakewood Lumber Co. (Inc.). 


Incorporations 


FLORIDA. Drifton—Deal-Curtis Box & Crate 
Co., incorporated; capital, $5,000; to operate saw- 
mill for manufacture of pine and hardwood lum- 
ber. N. S. Curtis, president. 

St. Petersburg—Judge Wood Co., incorporated; 
100 shares no par value; J. R. Judge, 505 16th 
Ave. N. E. 


Tallahassee—Elberta Crate & Box Co., incor- 
porated; H. H. Hector interested. 
GEORGIA. Atlanta—John W. Zuber Lumber 


Co., incorporated to succeed John W. Zuber. 

Warm Springs—Souter Lumber & Commission 
Co., incorporated; capital, $5,000. 

ILLINOIS. Chicago—Riverview Timber Co., in- 
corporated; capital, $65,000 prf. and 1,000 shares, 
no par, common. B. K. Edwards, 59 E. Van 
Buren. 


INDIANA. Decatur—Decatur Lumber Co., in- 
creasing capital to $35,000. 

MASSACHUSETTS. Fall River—A. H. Leeming 
& Sons (Inc.), lumber and building materials, in- 
corporated with 999 shares no par value. 

MICHIGAN. Lincoln Park—F. L. Lowrie Lum- 
ber & Finish Co. decreasing capital from $500,000 
to $350,000. 

MISSOURI. Bolivar—Faulkner Lumber Co., in- 
corporated; capital, $20,000; old concern. 

St. Louls—Western Tie & Timber Co. and Hobbs 
Tie & Timber Co. announce the incorporation of 
the Hobbs-Western Co., organized to conduct the 
business formerly handled by each of them. Office, 
905 Syndicate Trust Bldg. 

NEW YORK. New York—Everett Stein Lumber 
Co., incorporated: capital, $10,000; Jerome A. 
Weiss, 50 Court St., Brooklyn. 

Ossining—Leete Bros. Lumber & Supply Co., in- 
corporated; capital, $50,000. 

OREGON. Cottage Grove—Daugherty Lumber 
Co., incorporated; capital, $50,000; Robert Fromm, 
interested. 

Glendale—Glendale Lumber Co. increasing capi- 
tal to $300,000 common and $250,000, prf. 

TEXAS. Beeville—Dixie Lumber Co., 
rated; capital, $10,000. 

Dayton—Dayton Lumber Co., incorporated; cap- 
ital, $20,000; merchandising. 

WASHINGTON. Buckley — Buckley 
Mills, incorporated; capital, $60,000; 
C. Sasser, interested. 

Seattle—Elliott Bay Lumber Co., incorporated; 
capital, $100,000; forest products, building supplies, 
logging; Craig L. Spencer, interested. 
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Seattle—Western Lumber & Supply Co., 
porated; capital, $10,000; Kenneth C. 
terested. 

Tacoma—Gray-Edwards Lumber Co., 
rated; capital, $15,000; retail lumber, 
paint; L. H. Edwards, interested. 

WISCONSIN. Rhinelander—Sutliff Lumber 
Supply Co. increasing capital from $50,000 to 


$150,000. 
New Ventures 


ALABAMA. Elberta—Elberta Lumber Co, hag 
started in business. 

ARIZONA. Phoenix—Bailey & Wiedman have 
secured the Arizona distribution of Pacific ready 
cut houses and have opened headquarters at 43) 
N. Central Ave. 

GEORGIA. Augusta—C. C. Howard has started 
a retail lumber business. 

MICHIGAN. Charlotte—The plant of the for. 
mer Fenn Manufacturing Co., recently purchased 
by L. L. Johnson Lumber Co. has begun opera- 
tions with a force of about 50 men. The mill wil] 
specialize in dimension lumber. 

Ludington—City Lumber Co. starting in the re. 
tail lumber business. 

MISSOURI. Clever—E. R. Scott Lumber (Co, 
opening local yard; headquarters Hurley. 

NORTH CAROLINA. Graham—Staley Lumber 
Co. recently began businass here; headquarters, 
Liberty. 

Hayesville—W. G. Taylor has started a sawmill. 

Star—Star Lumber Co. recently began business, 

OHIO. Cleveland—Cozier Wood Package Co. has 
begun a manufacturing business at 12367 Euclid 
Ave. 

OKLAHOMA. 
new concern. 

Okmulgee—Virgin & Morse opening a 
yard; branch of Henryetta business. 

TEXAS. Amarillo—W. M. Hall opening a com- 
mission lumber business. 

WASHINGTON. Seattle—Valley Box & Lumber 
Co. recently started a crate manufacturing busi- 
ness at 127 River St. 

WISCONSIN. Chippewa Falls—F. F. Redner, 
Detroit, leased buildings and will open a factory 
to manufacture commercial rulers and children’s 
building blocks. 

Marenisco—Bonifas Lumber Co. will begin oper- 
ation of a new planing mill this month. 


New Mills and Equipment 


GEORGIA. Atlanta—H. A. Varner, Seven Rivers 
Road, has let the contract for a two-story and 
basement, 50x200-ft. pencil factory. 

Thomson—A wood box factory has opened here 
giving employment to 75 men; will turn out both 
boxes and shooks; Frank J. McNeil, manager. 

MASSACHUSETTS. Jamaica Pains — Merriman 
Bros. (Inc.) building new and larger wood finish- 
ing plant for manufacture of yacht blocks. 

NEW YORK. Albany—F. F. Crannell Lumber 
Co. planning erection of a lumber storage plant, 

OREGON. Portland—Furniture Corporation of 
America has taken out a permit for improvements 
to its factory at 260 E. 28th St. 

PENNSYLVANIA. Leechburg—Leechburg Lum- 
ber Co. rebuilding mill recently burned. 

TENNESSEE. Greenfield—Coats & McAdams 
Box Factory reported to plan rebuilding of re- 
cently burned plant to cost about $50,000. 


Casualties 


ARIZONA. Flagstaff—Arizona Lumber & Tim- 
ber Co., loss by fire in commissary and garage, 
$35,000; three Ford trucks and two Fordson trac- 
tors also destroyed. 

ARKANSAS. West Memphis—Z. C. Bragg Lum- 
ber Co., loss by fire, $25,000. 
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CONNECTICUT. Waterbury—Tracy Bros. Co. 
loss by fire. 
ILLINOIS. Springfield—Fire in planing mill of 


Fitzpatrick Lumber Co. caused $5,000 loss. 

KENTUCKY. Salt Lick—Salt Lick Lumber Co., 
loss by fire in planing department including ma- 
chinery, $40,000. 

NEBRASKA. Elgin—Elgin Lumber Co., loss bY 
fire, $10,000. This is the yard formerly owned by 
the Cratty Lumber Co., but now a branch of the 
Cc. N. Beach Co., of Omaha. 

NEW YORK. Batavia—Liberty Street Lumber 
& Coal Co., loss by fire, $1,000. 

Buffalo—Whissel Lumber Co.’s yard at Warwick 
and Cambridge avenues damaged by fire to extent 
of $20,000. 

Clayton—Otis Brooks Lumber Co., loss by fire in 
boiler room and planing mill. 

NORTH DAKOTA. Knox—The lumber yard of 
the St. Anthony & Dakota Lumber Co. damaged 
by fire about $6,000. 

OREGON. Klamath Falls—Factory of Cascade 
Box Co. damaged by fire; $50,000. 

Portland—Fox Manufacturing Co., woodworking 
plant damaged by fire; $2,000. 

WYOMING. Hudson—Updyke Lumber & Coal 
Co., loss by fire in warehouse, 
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DOUGLAS FIR 


[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., Jan. 13.—F. o. b. mill prices 
on actual sales of fir, Jan. 9, 10 and 12, direct 
only, straight and mixed cars, reported by 


West Coast mills to the Davis Statistical 
Bureau, were as follows: 
Vertical Grain Flooring 
B B&btr. Cc D 
Pr caccwees wen 00 $30.50 $21.25 ccoe 
rer ; 35.00 cea nine 
arene”) =a vcees 33.00 ° 
Plat Grain Plooring 
Ma” sieanena - 18.00 15.25 
ae” ievauess ae 24.25 18.00 
Mixed Grain Flooring 
yl ae -< oa $12.50 
Ceiling 
a 16.50 13.25 
Sa? eeuatd wid ae 16.25 15.5 
Drop Siding, 1x6” 
nn Ady hai ace! 22. or 18.00 
| RP ae 21.2 —— cece 
ee “edédinkows 12.00 
Pinish, Kiln Dried and Surfaced 
1x6” 1x8” 1x12” 
a res $30.25 $30.00 $50.00 
Common Boards and Shiplap 
1x6” 1x8” 1x10” 1x12” 
i ee a oe $12.75 $13.50 $13.75 $17.00 
SS ae 7.50 8.00 8.00 9.00 
he deeennns 5.00 5.00 5.00 e 
Dimension 
No. 1, 2” thick— 
12’ 2 14’ 16’ 18’ 20’ =22&24’ 26-32’ 


6”. 12.00 13.25 13.00 18.00 s17.66 $16.00 


11.75 1 
8”. 12.25 12.26 13. Hh 13, 50 13.75 18.25 16.00 
10”. 13.26 13.25 14.2 14.25 14.00 21 50 17.00 
12”. 14.00 14.00 14. oH 15.00 14. 25 16.00 18.00 
2x4”, 8’, $12.50; 10’, $12.50; 2x6”, 10’, $11.00 
Random— 2x4” 2x6” 2x8” 2x10” 2x12” 
No. 2 . . $6.50 $7.50 $6.00 spas 50 $10.50 
No. © icchu ee 3.50 cone 
No. 1 Common ‘Timbers’ 
ue to 64233" to 36, sertaced...ccccceces $16.75 
5x6 to 12x12” to 40’, rough....cccccceces 13.75 
5x5 to 12x12” to 40’, surfaced........... 16.25 
Pir Lath 
Pes or ee en > A ones Radskacdseneswesas $2.50 
B&better, Plat Grain Car Siding, 9 or 18’ 
Ee ‘os aig ake o oaKG le mw Oe aki alae $20.25 
ME Sedhb keh ndecd ned datakewwae a waewaion 26.00 





RED CEDAR SHINGLES 


Seattle, Wash., Jan, 10.—Eastern prices per 
thousand (shingles packed by the square are 
approximately 5 cents over straight car prices) 


f. o. b. mills are as follows: 

Pirst Grades, Standard Stock, Straight Cari 
 , Cis wutseavasehoneeae $1.40@2.35 
eg 1.55@ 2.20 
I Tes in 2k saat 6 at ba Giese 2.15@ 3.25 
Eurekas, slash grain............. 2.835@ 2.95 
iene ons Ata e aan el 3.05@ 4.25 


Ee ea 6.50@ 7.00 
Dimension, 5/2, 16” 2.25 
Pirst Sentiees Standard Stock, Mixed Cars 


Mixed with Mixed with 
cedar lumber fir lumber 


Extra stars, 6/2....... $1.50@2.35 $1.50@2.35 
Extra clears........... 1.60@2.20 1.65 @2.30 
ie ie = cadee nee 2.25 @3.25 2.30@3.25 
EE bin ee ali x eee 2.75 @3.00 
TS eee 3.25@ 4.25 3.55 @ 4.25 
Royals, 24”, A grade... 7.50@7.75 
Dimension, 5/ 3, Se nan 2.40 @ 2.60 2.50 

Pirst Grades, Rite-Grade Inspected Stock 
Co Cin teins naa deee ease ee $1.45@1.55 
Extra clears: 

75% premium clears............. 2.05 @2.40 

50% premium clears............+. 1.95 @2.35 
AAXAXKX (5/2 perfects)..........-- 2.25@3.25 
Eurekas (75% vertical grain)...... 3.00 
Pe i ccn steeds bnedead ease h 3.25 @4.25 
I i ition ites ab dared mela alan tes aaa bce chat 7.50 
Second Grades, Standard Stock, Straight Cars 
COMMON SATE, $/3 060 cccocccccsese $1.05 @1.25 
ON OO Sera -90@1.50 
ND ica adnan t dh eee 1.20@2.00 
Sa) SE ccaturtsesmew ses asian ene 5.50@5.75 
ene RS ee 2.00@2.50 


Second Grades, Standard Stock, Mixed Cars 
Mixed with Mixed with 
cedar lumber fir lumber 


Common stars, 6/2....$1.00@1.25 $0.90@1.25 


Common stars, 5/2.... 1.10@1.50 1.50@1. ro 
Common clears ....... 1.45@2.00 1.35@2. 
No. 2 perfections...... 2.00@2.50 2. 00@2. 30 





CALIFORNIA PINES 


The following average wholesale prices 
f. o. b. mills, those on commons covering 1- 
inch stock only, were reported by the Cali- 
fornia White & Sugar Pine Manufacturers’ 
Association during December: 

alifornia White Pine 
No.1&2-clr. C sel. D sel. No. 3 clr. 
an widths— 


poate icaaiall $57.90 $54.20 oe. z $27.50 
re: & vee egiarwt 57.45 54.60 37.2 41.75 
ae saecaeeens 54.85 46.50 28. 2 41.00 
er ee 64.20 55.55 37.45 47.80 
California Sugar Pine 
err res 89.65 77.00 57.05 37.80 
DE wreenweees 83.10 70.50 52.80 52.20 
| gee eee 83.20 59.95 40.10 51.40 
PE aces eatiwn 93.35 76.15 59.75 62.60 
White Pine Shop Mixed Pine 
Inch common.. .$18.85 Common— 
No. 1, 5/4 xa.w. 26.80 No. 2 No. 3 
No. 2, 6/4 xa.w. 17.20 6” ....$23.45 $15.45 
Panel, C&better a” wcos See 16.15 
6? BB.W cece 46.75 10” cove ae 16.05 
Sugar Pine Shop 12 . 25.90 15.90 
Inch common...$26.75 BOx— 
Ma Benseaseeias 19.15 
No. 1, 5/4 xa.w. 35.55 on 
No. 2, 6/4 xa.w. 22.00 *Biebetter” 1/3 0.30 
White Pir ¢....... ee. 28.65 
No. 3&better, BBs 
De. e#eenene .36 No 1 9 30 
No. 2&btr. dimen., al apap 1.40 
lf Xa.W...-.- 11.15 No 1 — 
Australian 1x4” ...... 18.20 
Mixed pines— a: eae endaces 16.85 
$6 aS ee $4} 4 Cedar 
Fe DW sccees 
6/4 xa.W Saar 33,80 Pencil stock... .$26.00 
S78 GEWerccsss 52.10 Douglas Pir 
10/4&th. xa.w.. 66.20 Dimension .....$18.30 





ENGELMANN SPRUCE 


Prices f. o. b. Chcago on air dried Engel- 
mann white spruce boards, D&M, shiplap, drop 
siding and ceiling 


Inch— 4” ¥ 8” — 
ee 6-16’.$42.00 $46.00 $46.00 $67.00 $82.00 


No. 
45.00 45.00 62.00 77.00 
44.00 43.00 § 

38.50 38.50 38.50 46.00 
33.00 33.00 34.00 35.00 
29.00 29.50 29.50 29.60 
5&6/4, 6-16’—- 4”&wdr. 4,6&8” 10” 12” 
jo Pere -0ene $63.00 $71.00 $81.00 
No. asec 60.00 62.00 65.00 75.00 
BO. Leccvese -++ee 58.00 60.00 63.00 73.00 

For 5/&6/4 in No. 2, 4-inch, add $6; 6-inch 
add $9; 8- 7% = $6; ‘10- inch, add $38; 12-inch, 
oct $6; -, ene 10- inch, add $7.50; 
12- inch, ada 8: Nos 

§Furnished when pn 

*Contains 40 to 50 percent Dé&better. 

Specified In Dé&better, No. 1 and 
better and No. 1, add for 1t6-foot, $5; for othe: 
lengths, including 18- and 20- -foot, $2. In No. 
2, add for 18- and 20-foot, $2; other lengths, $1. 
Bevel siding -~inch, odd lengths, 3- to 20 

foot, but not over 20 percent shorter than 

10-foot: 
Dé&btr., 4-inch..$28.00 FE, 4- =e anche - «$18.00 

6-inch.. 31.00 a 21.00 

Sam, saruce and pine, 4-foot; oy 1, $7.45; No. 
4 





OAK FLOORING 


Following are carlot quotations, 
basis, on oak flooring: 


#x2\%” a % x2” bay 
106. = oy 00 


Chicago 


Clear qtd. wht. 


Clear qtd. red.. 79.0 +7400 -00 +3. 00 
Select qtd. wht. 16:00 65.00 52.00 49.00 
Select qtd. red.. 65.00 58.00 52.00 50.00 
Clear pln. wht.. 83.00 63.00 60.00 48.00 
Clear pin. red... 71.00 63.00 58.00 52.00 
Select pln. wht. 58.00 53.00 42.00 41.00 
Select pln. red.. 57.00 53.00 43.00 41.00 
ee eee 38.00 37.00 28.00 27.00 
i 2” 6 Sepa 38.00 37.00 28.00 27.00 
No. 2 mixed.... 24.00 24.00 13.00 12.00 

4x2” %x1h” 
 « een $95.50 $93.50 
4 a aS 91.50 93.50 
OO eres 74.50 70.50 
EEE eae 74.50 71.50 
2. ee 68.50 68.50 
I ia au aw a. ob ae 63.50 63.50 
. ££. Se =e 60.50 59.50 
ee eee ee 57.50 57.50 
Se SA ere - 37.60 34.50 
nh MOBS EL LES Sinn waerewe wie 7.50 35.50 
oS ye ree eee 20.50 19.50 


NWew York delivered prices may be obtained 
by adding to the above: For }4-inch stock, $3; 
for %-inch, $1.50; for %-inch, $2. 





NORTHERN HARDWOOD 


Following are prices of northern hardwoods, 
f. o. b. Wausau, Wis.: 


AsH— 

FAS Sel. No.1 No.2 No.3 
4/4 oo Gee © tees © shee 8 ore 8 Oe 
5/4 . 65. 60. 22.00 
De ex 30: 00 76.00 80.00 41:00 22.00 
8/4 ... 100.00 85.00 70.00 45.00 22.9 
BircH— 
4/4 ... 87.00 67.00 42.00 28.00 21.09 
5/4 ... 90.00 70.00 48.00 35.00 21.00 
6/4 ... *93.00 *73.00 56.00 37.00 21.09 
8/4 ... 97.00 77.00 68.00 44.00 23.99 
10/4 ... 107.00 97.00 88.00 59.00 . 
12/4 ... 112.00 102.00 93.00 659.00 
16/4 ... 157.00 142.00 128.00 Joes: | 
5/8 ... 738.00 658.00 32.00 23.00 ., 
3/4 ... 76.00 61.00 36.00 23.00. 


*Straight cars of selects (may be 
thicknesses in one car), 4/4, $65; B/4, $67; we 
$70; 8/4, $74. 

Standard stock, select and better, 4/ and 5/4, 
contains: Widths, 45 percent 8-inch and wider, 
including 10 to 15 per cent 10-inch and wider 
Lengths, about 45 percent 14- to 16-foot. For 
each additional 10 percent of 8-inch and wider, 
add $2.50; for each additional 10 percent of 
14- to 16- ‘foot, add $2. 

Price of No. 2 and better, 1x4 inch and 
wider, 4- and 6-foot lengths, $32. 

For select red, add $15. 

Rough birch, 6- to 16-foot, 1x4 inch, two 
face clear, $72; one and two face clear, $57; 
1x5-inch, two face clear, $87; one and two face 
clear, $67. 


Sorr MaPL—E— 


4/4 ...° 65.00 55.00 42.00 26.00 20.00 
5/4 ... 70.00 60 00 48.00 33.00 21.00 
6/4 ... 82.00 72.00 60.00 35.00 21.00 
8/4 ... 87.00 77.00 67.00 39.00 21.00 
Sort ELm— 
FAS No. 1&Sel No.2 No.3 
i ee 60.00 40.00 25.00 22.00 
5/4 .. 70.00 50.00 28.00 24.00 
6/4 .. 75.00 55.00 28.00 23.00 
BFS ox 80.00 60.00 36.00 23.00 
BOF os 90.00 70.00 40.00 
12/4 . 100.00 80.00 45.00 
Rock EtmM— 
FAS Sel. No. 1 No. 2 No.3 
4/4 80.00 re 55.00 27.00 19.00 
5/4 85.00 60.00 30.00 20.00 
6/4 90.00 65.00 30.00 *20.00 
O76 cs 95.00 75.00 38.00 *25.00 
10/4 105.00 apenas 85.00 52.00 Re. 
2/4 ... 115.00 eerwe 95.00 57.00 *30.00 
*Bridge plank, add $4 to No. 3 price. 
Basswoop— 
4/4 70.00 60.00 44.00 26.00 20.00 
5/4 72.00 62.00 50.00 28.00 23.00 
6/4 75.00 65.00 54.00 32.00 23.00 
8/4 83.00 73.00 58.00 34.00 24.00 
10/4 90.00 80.00 65.00 45.00 wae 
12/4 100.00 90.00 75.00 55.00 


ee 1% $72; or on grades, FAS, fe 
No. $62; , $78; or on grades, FAS, 
No. L $68. 

One and two face clear, 6- to 16-foot, 1x4- 
inch or 1x4-5-inch, $65; 1x5-inch, $70. 


RED Oak— 
4/4 ... 90.00 70.00 55.00 35.00 16.00 
5/4 ... 95.00 75.00 65.00 40.00 20.00 
6/4 ... 110.00 90.00 75.00 45.00 20.00 
8/4 ... 115.00 95.00 80.00 50.00 21.00 
HaRD MAPLE— 
4/4 70.00 60.00 47.00 36.00 15.00 
5/4 85.00 65.00 50.00 38.00 19.00 
6/4 ... 90.00 70.00 55.00 36.00 19.00 
8/4 ... 95.00 75.00 65.00 37.00 19.00 
S074. .0s Ties 95.00 80.00 50.00 guna 
12/4 ... 130.00 110.00 95.00 = aa 
16/4 . 175.00 155.00 135.00 nee 
Harp MAPLE ROUGH FLOORING STOCK— 
No.1 No.2 No.3A 
com. com. com. 
UE ding wine tee ae ae $45.00 $35.00 $25.00 
OT) err eT 48.00 38.00 28.00 
SD cate sKccronseoonere nena 38.00 28.00 
— No. 2 and better 
Oe iceccr cde riansoed nee neat ave mead $38.00 
DOE bkecdsdcewsevesveresensuannscese 47.00 
FAS Sel. No. 1 No, 2 No. 3 


6/4 ....$70.00 $60.00 $50.00 $35.00 $22.00 

Regular stock contains 50 percent or more 
14- and 16-foot, and the following percentages 
of 10-inch and wider: 4/, 10 percent; 5/, 6/ 


and 8/4, 20 percent; 10/ to 16/4, 30 percent. 


Additions for special widths of No. 1 and 
better in all hardwoods, standard lengths, are: 
8-inch and wider, $12; 10-inch and wider, $30; 
12-inch and wider, $35. 
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rds, Following were sales prices of southern hardwoods received during the week ended Jan. 6, Chicago basis: 
4/4 5/4 6/4 8/4 ee 4/4 5/4 6/4 8/4 
Rep GUM— ED OAK— 

3 pin, FAS... 17.35@ [8.85 88.76@ 96.75 ......ccccoe ccccecoccece Pin. FAS... 56.00@ 64.50 77.75 88. 88.50 
2.00 i i see a, Ateweeanhek: © wik deka ; Hh Een a" 44.00 49.75@ 50.00 53.00 = saveeeeevees 

Sasi DEE REE AcScRasenres Baeaeaoneeda wacbeatacee ‘ 0. £COm. 31.00 — inn fot te coeeeercerre eeeccccvcres 
Yr “ Me iccs SCM Gucxcuchisc® ccbewseacees « naseaescouee 
2.00 Sap GUM— MIxED Oak— 

Gtd. FAB... cic svcvscces a 64 #8i:guredunseen 54.00 Sd. wormy BO.GOD SEBO  cavcviccesse ceedscvcces 

No. l&sel. 38.00 MO er 41:75@ 42.00 . ee e S MCT TUTTLTe a Ce CT ee Cec 

1.00 Pin, FAS... 44.25 50.25 4950 °°", piete allie ey: ? PoPLAR— ‘ 

1.00 No, 1&sel. 30.25@ 35.75 36.75 ae —60——“—*«CN a Pak. es CR TER vc ccewscesen —— i £4a&vnarnavese 

1.00 Mo, 2..<2 26.00 27.00 We ee Saps .. PE TEE sasiereirnes KON OREChCRe eeees eeewias 

3.00 e gy EP Eea se heheneeaxe  Seeraretenes 67.00 
BLACK GUM— eee Cer SEO <iecneeetases  Niemetwebeae 40.00 

we: td. FAS... 42.75 i Os, iC nkavenedene Gtredtingeny, wibansa¥eens 

nie "He eh ne Oe I: a WOR Se ccs SHEE = tee eneeeeess eeseneserees sveeaesoness 
——— AsH— 

TUPELO— se eee antnscaic., Raiaesesiee ceo ne meae me 83.75 

- re ee ee CO OE ac cctnvenions No. 2 Com... 29.00 ne cccccece ee teeter eeeeee teeeeeeeeees 

it No. 1&sel 28.75 Loo cus CRSO WEEE oskisessawnn BEECH— 

' i: ‘Dene Be semcesecbuce “aunts 

ee Ee Se See STOKER ASIST SSS Cee recess WE Dinucud eka eeee hath eet. Piaeeaenerks 55.75 

5/4, WHITE OAK— Pe is BGs eaneRese SECRREERUREN leon saunebes 42.75 

der _ wae ia CoTTON Woop— 

’ Ce Fess  sabevendd con 120. 125.7 
a No. i&sel. 72.50 i Oa SN ee penis Sie te EE sect SO MO cniiveratassus -dtreetteeins cneeeiunion ; 
or Ne Rawte SM jg- B&ERHERAREee RarwmMbmamE “eines ete Seats BAsswoop— 

Jer, a es ME > eta anuee: AGRDRGEE EYE coos AS 58.25 

of Pin. FAS... 75.75@ 90.25 95.75 100.00 133/95 N 1661 coe cece cecccccs 43:26 i . 

No, 1&sel. 46.25@ 59.00 .........0.. 71.75@ 73.75 84.7 ee en eerey nad  LMARSRERIE RK, “SER PRE 
and No. 1 43.00 > Sa% MAGNOLIA: 

n No. eves \ ee ey eee ee reer ee ee ee oe a 

No. - aneee 32.25@ 36.25 50.75 55.25 57.75 2 es EE Scecaeeunescs ‘tenccsenanad. azeneueeuse ° 
ee sae"  § # § sedeneveacua. ‘maarinckdveoca are acme o. eee Melted hatikians weabmserniadite? —sokacuaammoen 25.25 

two 

57; 

ace 

APPALACHIAN WOODS Thi W L’ M k t R + 
Cincinnati, Ohio, Jan. 13.—Average whole- is ee 5 ar e epor Ss 

).00 sale prices, carloads, Cincinnati base, on Ap- 

00 palachian ‘“‘soft texture” hardwoods: ° ° ° e,8 

9 ‘hinaie: Wileaiieiite iat For Editorial Review of Current Market Conditions See Page 27 

a 4/4 5&6/4 8/4 7 7 

i s a ss CINCINNATI, OHIO Jan. 12.—Though 
FAS ~ +--+ -$95@100 @11! F ’ ’ 

; may ensatial rin ne ae ae at NORTHERN PINE there has been practically no change in prices, 
oo. No. 2 com..... 32@ 3 40@ 45 CHICAGO, Jan. 13.—Improvement, both in More Inquiries are being received by whole- 
“00 No. 3 com..... 24@ 26 26@ 28 26@ 28 | the number of inquiries and the volume of salers for fill-in lots of sap gum and oak. 
"00 Sd. wormy.... 40@ 42 55@ 57 60@ 62 | orders resulting therefrom, is noticeable in Some small orders for hard and soft maple 
.00 PLAIN RED OAK— ____ the last week or so, distributers of northern "4d ash are also coming from auto factories 
a 4 - pn ee 7? - 80@ 85 +> Set pine say, attributing most of the activity to — aaa eaaiae” a oo Ey ge ag 

No. comé&sel. 45@ 52@ 55 58 alll oat . : : . ca i n a oO are moving in sm ° o 
No. 2 aa. ~ 31@ 36 36@ 38 38@ 40 retail yards. There is no change in prices. tig 
No. 3 com..... 24@ 26 27@ 
». 3 CHESTNUT— - ane I 
orf y eeu ' BUFFALO, N. Y., Jan. 13.—The northern 

i  agll oes 15@ . 4 | Me 30D 68 pine trade is rather slow. While the stocks DOUGLAS FIR 

00 No. 3 com..... 22@ 23 22@ 23 2@ 23 | Of mills, as well as of retailers, are small, CHICAGO, Jan. 13.—Distributers of Doug- 

00 Sd. wormy & they appear to be ample for the present. De- las fir still are seeking to convert more of 

<a _No. 2 com... 30@ 33 34@ 3 388@ 40 mand from box factories is small, lower’ the increased volume of inquiries into some- 

00 No. L& btr. sd. allie ss@ 38 40 42 grades not moving as satisfactorily as usual thing that will be acceptable as legal tender, 
‘ie — tees 33@ 37 8635 @ & @ at this season. and are hopeful that, since the interest of 
"OPLAR— - both retailers and industrial plants seems to 

Panel & No. 1, . . . : 

PAY € wade 140 | 1500 Saag EASTERN SPRUCE me AOR oy Bog Meghann Be 

00 Saps & sel 70@ 75 80@ 90 95@105 BOSTON, MASS., Jan. 13.—Eastern spruce of the next few weeks. The price levels are 

.00 NO. 1 wccevsee 48@ 52 55@ 60 ‘so 65 demand is very light. The cut of logs will unchanged. 

wee No. 2- A en ee 33 @ 36 40@ 43 45 48 be smaller this winter than for a long time. 

oe MO, BB cccvcse 24@ 26 28@ 30 29@ 31 | Bastern spruce frames meet a stiffening com- NEW YORK, Jan. 13.—There have been 

2: MAPLE— 7 m petition from Coast woods. Prices continue some good sales of Douglas fir of late, but 

38; fee, worseonse TOM ? se - oe easy, with some spots of softness. generally the yards are still holding off. It 

Na 1 eer. +4 41 110 44 ‘30 + is certainly true that retailers are carrying 

c4- et Oe can ™ HARDWOODS minimum stocks. Some of the wholesalers 
say that a slight building revival in the 

CHICAGO, Jan. 13.—Inquiries continue to ‘Spring would bring an avalanche of calls 

00 MAPLE FLOORING come in to local distributers of hardwood in of lumber for immediate delivery. 

00 a , estan . wh — , sufficient quantities to make them quite hope- 

00 Sales by Michigan anc isconsin fhooring ful of the future, and o distributer (of - 

00 mills of northern hard maple flooring as re- | poth boards and flooring a se and ae BALTIMORE, MD., Jan. 12.—Needs for 
ported to the Maple Flooring Manufacturers’ | on) reported that his volume of business in D0US!48 fir developed last week and gave rise 
Association, averaged as follows f. 0. b. cars a fe gee k oi i h to the placing of orders for immediate ship- 

00 flooring mill basis during the week ended | the last week or two has been better than jyent. A material reduction in holdings here 

00 Jan. 10: for a year or more. He believes a noticeable has been brought about 

00 ; First Second Third pickup in both sales and prices is imminent, ‘ 

00 ET ig nis woattacetas $74.17 $65.66 $41.59 for most of his orders, he says, are for im- ee ee 

ag mediate shipment, a kind of language he has KANSAS CITY, MO., Jan. 13.—Douglas fir 

not heard for many months. demand in this market, outside of the trans- 
END DRIED WHITE MAPLE Missouri States, still is very slow. A small 
rene ae increase in the volume of orders from the 
Prices on ené Gried white maple, 2. « b BUFFALO, N. Y., Jan. 13.—Trade in hard- western territory is noted, and there is a bet- 
3A mills, lower Michigan: . ee woods is not showing any great improvement ter inquiry from other sections. 

60 FAS No. 1& sel. but consumers are adding to their depleted 
DE i el ae ...$115.00 $ 90.00 | stocks as needs arise. The automobile manu- 

. | eee coenee Se 95.00 facturers are looking for improved business, HEMLOCK 
ave ond eg we bee ee --- 125.00 100.00 | the local show attracting larger numbers NEW YORK. Jan. 13.—Hemlock demand is 

| I$ even eeeeeeenenenes 130.00 105.00 | than it was expected to. Hardwood prices thas ve 

er BEE” sanasnbevaweceee eon - 150.00 126.00 | .) ashe ohamum very light though there has been more in- 
TE -nngareiattne aug amarnaed .. 160.00 135.00 | Show little change. terest in the market of late. Supplies of 
ee eastern hemlock are at rock bottom with 

BALTIMORE, MD., Jan, 12.—Buyers have both wholesalers and retailers. There are 

S BLACK WALNUT no needs that must be met by neue into ample wholesaie supplies of western hemlock 

= ~— . , new commitments. Assortments of lumber are Ut yards have scant stocks. 

2 én ee, Set Sa gt Ameri- | lower than they have been for a long time, —_— 

6/ FAS 6-9%" wite: 4/4, $235; 5/4, $245; 6/4 with the mills in most instances still shut BOSTON, MASS., Jan. 13.—There is very 

* $255: 8/4, $265. : P , ’ . 5 down, and good dry stocks scarce. Wide dif- little inquiry for anything on the hemlock 

Select: 4/4, $150; 5/4, $155; 6/4, $160; 8/4, ferences in quotations are still a striking list. Retail yard stocks are generally light, 
nd $165. ' ‘ ; - feature of the market. The export trade has but dealers are reluctant to buy. Eastern 
= No. 1: 4/4, $80; 5/4, $95; 6/4, $110; 8/4, $125. not undergone any notable developments of and northern hemlock can be had at attrac- 

0; No. 2: 4/4, $35; 5/4, $40; 6/4, $45; 8/4, $50. late. tive prices. Clipped boards are urgently 
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offered at $28, and random at $27. Some 
bargain offerings in transits from the West 
Coast were reported last week. For mill 
shipment wholesalers ask ec. i. f. $9.50@10.25 
off page 11%, Atlantic differentials. 


CYPRESS 


OHIO, Jan. —Cypress is 
stabilized in price. Yard 
stocks of finish here are low and some orders 
are being placed with wholesalers. Small 
lots of factory lumber are being bought by 
interior trim plants and planing mills. In- 
ventories are low, and the outlook is more 
promising, dealers say. 


REDWOOD 


CHICAGO, Jan. 13.—"*We can’t kick!” That's 
what the writer heard one redwood sales 
manager report concerning the week's mar 
ket indications, and he is an astute observer. 
Inventories, he said, have shown the great 
need for immediate increases in stock, and 
retailers and industrial plants are buying 
Prices are firm. 


SOUTHERN PINE 


CHICAGO, Jan. 13.—‘“I hope it continues 
like it has been for the last week or so,” the 
writer was told in the office of one large dis- 
tributer of southern pine. There is a general 
feeling of hopefulness among the trade this 
week concerning the chances for southern 
pine, and there have been numerous reports 
of increased interest on the part of the re- 
tailers, as well as the industrial buyers. 
Prices are practically unchanged. The Chi- 
cago lumber industry is awaiting a turn for 
the better, and rather expecting it. 


CINCINNATI, 


becoming more 


KANSAS CITY, MO., Jan. 13.—A more 
active demand for southern pine began last 
week, and sales managers are hopeful that 
it will continue, since buying over the holi- 
day period was slow. Despite the increase in 
orders, however, some items appear to be 
weaker. New business has come from many 
parts of the country. The inquiry has 
broadened out over the list and, in general, 
the outlook appears to be brighter than it 
has been for some time, 


CINCINNATI, OHIO, Jan. 12.—Southern 
pine common grades gained another 50 cents 
last week. Yards, both local and up-State, 
are placing fill-in orders for No. 2 and better 
dimension and boards. Other items also are 
being bought to replenish low stocks. Some 
buying by wholesalers is being reported by 
mills. Prices generally are steadier. 


NEW YORK, Jan. 13.—The market for 
southern pine is listless, but wholesalers say 
that business has picked up a little since 
Jan. 1. There have been no recent price 
changes. 

BOSTON, MASS., Jan. 13.—Demand for 
southern pine is still very slow, though re- 
tail stocks are unusually light and must be 
replenished There continue to be bargain 
offerings but, on the whole, the price situa- 
tion can be described as steady. For 8-inch 
air dried roofers the range is $24@24.50. 
Low quotations for shortleaf 1x4-inch floor- 


ing and top prices for longleaf: B&better rift, 
$68@78; C rift, $52@63; Bé&better flat, 
$40.50@ 45.25. 


WESTERN PINES 


CHICAGO, Jan. 13.—“We're not feeling so 
bad about the situation,” said one distributer 
concerning the chances of western pines in 
this market. Yard trade is quiet, but there 
is a little buying on the part of industrial 
plants. One manufacturer’s representative 
was feeling quite hopeful over the fact that 
some of his firm's products are being shown 
in fine furniture this year at the American 
Furniture Mart. Prices are being maintained 
and there is no report that their firmness has 
materially affected sales volume in an ad- 
verse way. 





NEW YORK, Jan. 13.—Prices of Idaho and 
Pondosa pines are being held rigid because 
of badly broken stocks, rather than because 
of unusual demand. Wholesalers are scarcely 
able to fill the light demand for the principal 
items, and retail yards have very small 
amounts. 


BUFFALO, N. Y., Jan. 13.—Some improve- 
ment in pre-holiday trade in California and 
other western pines is noted, but retailers 
and other buyers are not adding extensively 
to their stocks. Prices are about steady. 

KANSAS CITY, MO., Jan. 13.—While de- 
mand for western pines has been lagging for 
several weeks, inquiry has become more 
active, and there is a slightly better volume 
of orders being taken. The demand from fac- 
tory consumers has increased a little, and 
there is promise of further increases in that 
direction, 


SHINGLES AND LATH 


NEW YORK, Jan. 13.—Eastern spruce lath 
prices range from $3.60 to $3.75 for water 
shipments, with demand slightly improved 
since Jan. 1. A. leading distributor said today 
that few lath are coming in and practically 
none are being manufactured. There also has 
been a slight improvement in demand for 
West Coast shingles, supplies of which are 
plentiful although greatly diminished since 
last spring. 


CLAPBOARDS 


BOSTON, MASS., Jan. 13.—Retail trade in 
clapboards is just about stagnant. Yard 
stocks are generally light, and wholesalers 
are looking for some replenishment orders 
within the next few weeks. Eastern spruce 
clapboards are fairly steady at $120 for 
extras, and $115 for clears, a thousand pieces. 
ted cedar 4-foot clears are offered at $29.75 
and thereabout. 


BOXBOARDS 


BOSTON, MASS., Jan. 13.—Business in box 
lumber is dull and prices are weak. Maine 
and New Hampshire producers are curtail- 
ing woods operations radically, and confin- 
ing their cut to actual contracts. Some 
operators refuse to cut at the low offered 
prices. Round edge white pine inch box- 
boards, log run, sell mostly at $22@24, f. o. b. 
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Here’s the Place to Get 
Any Quantity of Finest Quality 


Northern Hardwoods 


Our large tracts of virgin growth 
timber and modern manufacturing 
facilities insure you a dependable 
source of supply Let us prove it. 


MANISTIQUE,MICH IGAN. 
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(Continued from page 64) 

Lumber Co. and the Bogalusa Paper Co., ang 
his resignation is keenly regretted by all of 
them, as well as by the entire citizenship of 
3ogalusa. “In my twenty-five years’ connec. 
tion with the Great Southern Lumber Co,, ] 
never regretted losing the services of one of 
our employees as I do those of Mr. Laftman,” 
said C. W. Goodyear, treasurer of the com- 
pany. M. E. Cody will succeed Mr, Laftman 
as general manager. 


Laurel, Miss. 


Jan. 12.—Sales managers of the pine mills 
say that inquiries are exceedingly heavy, and 
that while orders are not plentiful, a fair 
volume of business has been coming in. 
Prices have undoubtedly reached bottom, with 
all items much firmer. Mills believe that 
in February and March there will be sub- 
stantial price advances. Field men say that 
retail yard stocks are the lowest they have 
been in a long time. During the last few 
months of 1930 very little lumber was ex- 
ported as compared to normal times, and it 
is understood that stock replenishment orders 
should soon be forthcoming. 

There is some activity of rough oak for 
flooring. Low grades continue in good de- 
mand by manufacturers of boxes and crates. 
There is also a much better demand from the 
automobile body trade. Reports from the 
Chicago furniture show are encouraging to 
manufacturers here. 

This week one unit of the Masonite Cor- 
poration resumed operations full time, night 
and day, employing more than 340 men. The 
second unit will start up full time next week, 
with an addition of more than 125 men. The 
company is understood to have orders enough 
to keep active for a few weeks. 

Installation of machinery in the first unit 
of the Limbert Furniture Factory has been 
about completed, but two weeks will be 
needed to get detail work finished so the 
plant may begin to operate. 

Douglas J. <Ancott left this 
Indianapolis, Ind., to represent 
Gardiner & Co, there. 

J. P. Coker, sales manager Laumer-Griffith 
Lumber Co., Birmingham; John Pracht, of 
Knoxville, Tenn.; Charles Griffith, of Birming- 
ham, and M. James, of Buffalo, N. Y., were 
recent visitors to Laurel. 


New York, N. Y. 


Jan. 13.—The Shaw Bertram Lumber Co., 
Klamath Falls, Ore., has opened a district sales 
office in New York City for the purpose of 
maintaining closer contact with its Atlantic 
coast customers. This office is at 1181 Wool- 
worth Building, telephone Cortland 7-5673, 
and is in charge of H. E. Gernert, district 
sales manager. Mr. Gernert for the last five 
years has been with the California Sugar & 
White Pine Co. During that time he has 
sold to his customers many millions of feet 
of Shaw Bertram stock, and in his new con- 
nection will be coming to them with the same 
stock as a direct mill representative. The 
Shaw Bertram Lumber Co. manufactures 
sugar pine and old growth California white 
pine lumber and box shook, its mills having 
a daily capacity of 300,000 feet. 

Alfred J. Kuhnert has just been made 
manager of the Oradell (N. J.) branch of the 
Comfort Coal-Lumber Co., with headquarters 
in Hackensack. 


Baltimore, Md. 


Jan. 3.—Information has been received 
here from Melbourne, Fla. that the Foshee 
Lumber Co. is preparing to resume operation 
of its large sawmill about the middle of the 
current month. The mill was closed last 
summer in view of the unsatisfactory condl- 
tions existing in the trade. The company 
now feels that the outlook warrants resump- 
tion of activity. 

George E. Waters & Co., who conduct a 
well equipped yard on Park Avenue, this city, 
have acquired a large lot just across the 
street and have laid in a fairly full stock 
of West Coast and southern softwoods. The 
old location may be taken over by the city 
for a street extension that would take in 
practically all the old yard. 

The first Willamette lumber carrier has 
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made its appearance in Baltimore and is in 
active use daily, facilitating the business of 
the J. F. Johnson Lumber Co., at Glenburnie, 
about fifteen miles out of the city on the 
\nnapolis road. By means of this carrier 
loads of lumber amounting to 10,000 feet or 
more are picked up at the wharves in Balti- 
more and conveyed to Glenburnie, there to 
be made into piles and distributed through 
the same means. The carrier has proved a 
great time saver, and is the means of de- 
cidedly reducing the cost of handling stocks. 


Boston, Mass. 


Jan. 13.—There has been some resumption 
of building and of manufacturing in several 
New England centers. Little of current 
puilding is residential, however, so trade is 
still very quiet with most retail lumber 
yards. Wholesalers say that both industrial 
and retail customers cling to their conserva- 
tism. 

The market here for Douglas fir boards is 
still in a rather demoralized state. No. 1 
common are being sold c. i. f. Boston at 
$20@20.50, No. 2 common at $17.50@18 and 
No. 3 common at $15@15.50. A little spurt 
of buying by the retail yards is needed to 
take care of the moderate temporary surplus. 

c.H. Chenoweth is representing the 
Bloedel Donovan Lumber Mills in this terri- 
tory and making his headquarters at 259 
Walnut Street, Newtonville, Mass. 


San Francisco, Calif. 


Jan. 10.—New construction to start during 
1931 in the San Francisco Bay area will have 
a total cost estimated at $353,489,000. Major 
construction jobs include two new post office 
buildings and an Army and Navy air base, 
extensive waterfront improvements, three 
huge bridges, including the roOlden Gate 
Bridge, and a large number of municipal im- 
provements including schools. 

Many local retailers are trying out new 
ideas in merchandising which will take the 
form of displays, local advertising, personal 
contact work and yard “clean up.” 

An orderly limiting of redwood production 
is being carried on. While market conditions 
are not favorable, a generally optimistic atti- 
tude is taken by the mills. California weather 
conditions permit all year construction, and, 
with an extensive public works program in 
sight, prospects for redwood sales are more 
than fair. 

Retail prices of common yard items in 
Douglas fir, pines and redwood dropped 10 to 
15. percent on Jan. 1 in Watsonville and 
Salinas Valley. 


Aberdeen-Hoquiam, Wash. 


Jan. 10—The Aloha Logging Co. has re- 
sumed operations and hopes that they will 
continue steadily. At present it is operating 
one side. The camps of the Greenwood Log- 
ging Co., and Saginaw Timber Co., which 
have been in operation for some time, will 
close about the middle of January. The saw- 
mills now operating are, in Aberdeen, Michi- 
gan Lumber Co., Donovan Lumber Co. mill 
No. 2; Bay City Lumber Co., Schafer Lumber 
& Shingle Co. and Anderson & Middleton 
Lumber Co., all on a curtailed schedule. The 
Harbor Plywood mill is also operating part 
time. The planing raill of the North Western 
Lumber Co., in Hoquiam, is operating for a 
limited time. Shingle mills which have re- 
sumed operations are E. C. Miller Cedar Lum- 
ber & Shingle Co. and Saginaw Shingle Co., 
Aberdeen, and M. R. Smith Lumber & Shingle 
Co., of Moclips, and Royal Shingle Co., White 
Star. In Hoquiam, the Robert Grays Shingle 
Co. and the East Hoquiam Shingle Co. are 
operating, but it is not planned to operate 
the mills longer than three weeks or a month. 
The Polson Lumber & Shingle Co. resumed 
operations Jan. 2 on a 24-hour basis, and 
also reopened its shingle mill and will run 
it as long as conditions warrant. 

Waterborne lumber shipments from Grays 
Harbor during 1930 aggregated 646,641,993 
feet, a drop of 439,592,628 feet from the total 
footage for 1929. 

E. W. Daniels, vice president Harbor Ply- 
wood Corporation, left Hoquiam Jan. 8 for 
England. He was accompanied by James 
Ersby, president and manager MacDougall 
Export & Shipping Co. The Plywood com- 
Pany enjoys a_ splendid business in. the 
British Isles, and it is hoped that this visit 
will produce new markets. They will spend 
some time in Chicago and New York before 
Sailing for England. 
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| How to Figure Costs for Advertising 
In Classified Department 


a knee emer ...30 cents a line 
For two consecutive weeks...... 55 cents a line 
For three consecutive weeks..... 75 cents a line | 
For four consecutive weeks...... 90 cents a line 
For thirteen consecutive weeks..... $2.70 a line 





For twenty-six consecutive weeks. .$5.40 a line 
For fifty-two consecutive weeks. ..$10.80 a line 


Seven words of ordinary length make 
one line, 

Count in the signature. 
counts as two lines, 

No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 
equal to fourteen lines. 


Heading 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 

















WANTED 


Employees 














LARGE NORTHERN WHOLESALER 


Operating board and dimension operation in South 
wants’man to push mill sales—also wholesale sales, 
Good wholesale experience necessary—young man 
preferred. Answer in detail indicating experience, 
references, salary, etc. 

Address “R. 57,’’ care American Lumberman. 





GENERAL SUPERINTENDENT 


Want able executive who has successfully oper- 
ated door, sash and frame plant, having sufficient 
capacity and executive ability to take entire charge 
of manufacturing end of one of the largest stock 
and detail Eastern plants. 

Address GREGG & SON, NASHUA, N. H. 





WANTED MANAGER 


For retail lumber company in Buffalo, N. Y. Must 
be able to invest at least $10,000 to $15,000 and 
take complete charge. Prefer one familiar with 
trade in that district. References required. 
Address ‘‘G. 50," care American Lumberman. 





WANTED 


By sash and door plant located in Illinois a young 
man who can make details and bill work into 
factory from plans and specifications. 

Address “M. 54.”" care American Lumberman. 





ADVERTISE FOR WHAT YOU WANT 





WANTED 


Young man typist with several years’ experience 
handling lumber orders, billing and _ invoicing 
hardwood and hemlock at large saw mill plant. 
Salary, $125.00 per month. 

Address ‘‘M. 52,” care American Lumberman. 


WANTED—ESTIMATOR AND DRAFTSMAN 


Must have general knowledge of Lumber and Mill- 
work business, draw house plans and take off lum- 
ber and millwork from plans. 

Address “R. 61,” care American Lumberman. 


ASSISTANT SALES MANAGER 


For large plant in Southern city who can handle 
salesmen. successfully and can forcefully and 
quickly put into effect a new sales plan on stock 
sash and doors, stock window and door frames, 
mouldings and trim to dealers in surrounding ter- 
ritory and to contractors and consumers in the 
city. 

Address “H. 100," care American Lumberman., 




















WANTED 

















Salesmen 


SALESMAN WANTED 


Increasing volume of SOUTHERN HARDWOODS 
warrants large wholesaler making sales connec- 
tions on profit sharing basis in following terri- 
tories: Southern Indiana, Michigan, North Caro- 
lina, Western New York, Pennsylvania and On- 
tario. We have the facilities to give proper co-op- 
eration to the right men knowing their territory. 
No objection to your selling non-competitive lines 
such as Appalachian woods, Walnut or Mahogany. 
Address ‘‘P. 70,” care American Lumberman. 








SALESMEN WANTED 


By large southern manufacturer of Yellow Pine, 
Hardwoods and Oak Flooring, two salesmen, one 
for central and northern Illinois and one for 
southern Michigan and northern Ohio and Indiana. 
Must be experienced, active, aggressive and well 
acquainted with trade. Give complete references, 
state experience and salary expected. 
Address ‘‘R. 50,” care American Lumberman., 





MILLWORK SALESMAN 


Wanted an experienced man to represent us in 
Northern Illinois who is capable of surveying 
quantities from plans and estimating same, Trade 
established. 
THE ROCKWELL MFG, CO. 
1102 W. Bruce St., Milwaukee, Wisconsin 





WANTED LUMBER SALESMAN 


By Chicago Wholesaler for Industrial and Con- 
tractors’ trade in Chicago and surrounding terri- 
tory. Must have experience and acquaintance in 
Chicago. Position permanent. State age, experi- 
ence and salary desired. 

Address ‘“‘R, 64,” care American Lumberman. 





MILLWORK REPRESENTATIVES 


A Manufacturer of Special Millwork is seeking 
representation in Chicago, Ill.—St. Louis, Mo.— 
Springfield, Ill.—Springfield, Mo.—and Little Rock, 
Ark. Men or organizations with experience esti- 
mating and selling and a successful record with 
following among general contractors in these ter- 
ritories will find that they can make profitable 
connections with this organization. Give full and 
complete outline of your experience and gqualifica- 
tion. Address “R, 67,"’ care American Lumberman. 


WANTED SALESMAN 


An attractive proposition is offered to a few high- 
grade men. See PAGE 2 for complete details. 








WANT SALESMAN 


Capable of landing business and with experience 
in drawing plans including elevations and estimat- 
ing for retail yard in Colorado. In answering, give 
qualifications, experience, recommendations and all 
other information necessary. 

Address ‘‘M. 72,’’ care American Lumberman. 





WEST COAST MILL GROUP 
Wants commission salesmen for fir, cedar, hemlock; 
exclusive territory. 
Address “M. 53,” care American Lumberman. 





WANTED SALESMEN 


Commission basis, northern white cedar posts and 
poles, Ohio, Indiana, Illinois, Iowa, Nebraska. 
Wisconsin, southern Minnesota and Dakotas, to 
cover thoroughly, and exclusively given territory 
each state. Dependable source of supply. 
Address “M. 76," care American Lumberman. 





SALESMEN WANTED 


Large operator specializing in Western stock. partic- 
ularly water and rail shipments of Fir, Hemlock, 
ete.. wants active representatives for Toledo, Co- 
lumbus, also Indianapolis territories. Profit shar- 
ing plan. Would like to secure Southern Pine 
salesmen who could -handle this account in--addi- 
tion to their own. 
Address ‘‘R. 65," care American Lumberman. 





Employment 


OPEN FOR ENGAGEMENT 
Experienced logger, operator and executive; re- 
sponsible. 

Address “H. 58,” care American Lumberman. 








POSITION WANTED 


An estimator and lumber salesman and yard mana- 

ger, of wide experience. Can price difficult mill 

work and estimate for general contractor. 
Address “P. 60," care American Lumberman. 
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Employment 





AUDITOR—ACCOUNTANT—OFFICE MANAGER 


Fifteen years’ experience with largest firms in 
Southeast, including manufacturing, wholesaling 
and retailing both lumber and millwork. Avail- 
able fifteen days’ notice. 


Address “‘R, 59,” care American Lumberman. 





MAN 12 YEARS’ EXPERIENCE 


In retail lumber business, town of 60,000; 36 years 
old and college education; open for any opportunity 


in the lumber industry where there is a future. 
Would consider selling. 
Address “‘R. 60," care American Lumberman, 





POSITION AS MGR. RETAIL LUMBER YARD 
With 12 years’ experience. My employers have 
sold yard, is reason I am making a change. 

Address ‘‘M. 77,’" care American Lumberman. 





YOUNG MAN EXPERIENCED IN RETAIL YARD 


And sales work desires location with live, growing 
concern. 


Address “R. 61," care American Lumberman. 





BUYER OR LOG MAN 
Fifteen years Memphis territory, know 
timbers, logs and lumber, go anywhere. 
Address “‘P. 54,” care American Lumberman. 


hardwood 





EXPERT BAND SAW FILER 

Wants position in U. S. or South America. 
guaranteed or no pay. 
This mill closes down, 
Address “R. 63," care American Lumberman. 


WANTED RETAIL YARD MANAGEMENT 


Results 
Can give best reference. 





Prefer one yard town; 12 years one point. Profit- 
getter. Now employed. 
Address “M. 75,”"" care American Lumberman. 





WANTED RETAIL YARD MANAGEMENT 
Have made good in both city and country yards; 
1l years one company. 

Address ‘““M. 74,”" care American Lumberman. 





COMPETENT LUMBERMAN 
Thoroughly experienced in general millwork and 


retail lumber. Plan estimating, selling, buying, 
measuring, etc. A-1 references. 
Address “‘P. 62," care American Lumberman. 





CLASSIFIED ADS PRODUCE 
YOUR AD HERE WILL SELL ANY ITEM 





MANAGER—SALESMAN—COLLECTOR 


Desires connection with reliable growing concern 
where there is chance for advancement. Age 35, 
married, protestant, 13 years’ experience, energetic, 
honest, reliable, 11 years with one firm. 

Address “P. 59," care American Lumberman. 


LOG BAND AND RESAW FILER 





Desires position, satisfaction guaranteed. Refer- 
ences. Address FILER, 8907 Walker St., Cleve- 
land, 





WANT TO REPRESENT WESTERN MILL 


An experienced lumberman with best of references 
wants to represent western manufacturer on com- 
mission basis territory northern Illinois. 

Address “P. 58.” care American Lumberman. 





AN EXPERIENCED LUMBER SALESMAN 


Who sold yellow and white pine and some hard- 
woods in Pittsburgh and Akron territories for 
eight years, would like to make a connection with 
some good concern and represent it in that section. 
Am a young man and can give best of references. 
Address “P. 57." care American Lumberman. 





EXPERIENCED EXECUTIVE 
Middle-aged, good health, desires connection in 


South. Know the lumber business from stump to 
consumer. First class accountant (C. P. A.) 
auditor, office manager. Willing to prove ability 


in either manufacturing, wholesale or retail flelds. 


Available at once. 
Address “P. 66,” 


care American Lurmmberman. 


Employment 





BOOKKEEPER-ACCOUNTANT 


General Office man must have employment. Ex- 
perienced in both wholesaling and manufacturing. 
Specializes in cost accounting, the preparation of 
monthly analytical profit and loss statements, 
Income Tax work. Assists with sales of Hard- 
woods or Pine. 


Address P. O. BOX No. 381, Augusta, Ga. 


BY COMPETENT AND RELIABLE SALESMAN 


To sell for high-class mill or group of mills in cen- 
tral states, with headquarters Chicago. Thoroughly 
experienced with lumber, shingles, and/or box 
shooks and crating. Have close acquaintance with 
all important retail lumber dealers as well as in- 





dustrials. Nominal salary and bonus arrangement 
desired. 
Address “P. 68,’" care American Lumberman. 





WANTED POSITION AS MANAGER 


By retail lumberman with twelve years’ experi- 
ence as manager in lumber, fuel, builders’ supplies, 
hardware and paint. College graduate, good mixer, 
good salesman and collector. Efficient estimator, 
can draw plans, can meet strong competition, not 
afraid of work. At present employed in yard doing 
large volume of business. Good reason for making 
change. Can furnish best of references. 
Address ‘“‘P. 61,”’ care American Lumberman., 


BAND SAW FILER WANTS POSITION 


More than 20 years’ experience, guarantee results. 
Address, A. WOODWARD 
Route 3, Box 94, Manchester, Tenn, 








Business Opportunities 


WANTED 


Well rated wholesale lumber company to invest in 
a hardwood operation with 250 million feet Ap- 
palachian hardwood, 75% oak. Now operating 1 
band mill and want to install double band mill to 
handle 20 million annually. With proper connec- 
tions will turn over manufacturing and entire sales. 
Are now putting lumber on sticks less $20.00 in- 
cluding stumpage. Have on sticks now 5 million 
feet all paid for. Do not answer this unless well 
rated and mean business. 
Address “P. 53," care American Lumberman. 








RETAIL YARD OR PLANING MILL 


Would purchase interest assuming whole or part 


management. Prefer eastern location. Reply in 
confidence. 
Address “P. 67," care American Lumberman. 





A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 


Retail Lumber Yards 


A CHANCE TO SELL OR RETIRE 


Young Executive in early thirties connected with 
one of most successful retail companies desires to 
get in touch with party who will sell going retail 
company on deferred payment contract. Party 
Prefers putting his available cash in business to 
operate on. His ability and record will stand 
closest investigation. Northern Indiana or Illinois 
preferred. If you have a deal under $50,000 here 
is an opportunity. 
Address ‘‘R. 66,” 








care American Lumberman. 


RETAIL LUMBER YARD 
Missouri or Illinois. State amount of business, 
stock on hand, etc. 
Address “P. 64,” 





care American Lumberman., 


WILL PAY CASH 
For suitable Lumber yard, located in No. Illinois 
or So. Wisconsin. 
Address “‘R. 53,” 





care American Lumberman. 





WANT TO LEASE RETAIL YARD 
Middle West or Rocky Mountain States. Give an- 
nual sales, stock on hand. 

Address “R. 54,” care American Lumberman. 





LUMBER-BOOKKEEPER 


Accountant full charge, 12 years’ experience manu- 
facturing hardwood and pine, also retail lumber 
and millwork. Conversant with National Retail 
Lumber Cost System. 32 years old, married. A-1 
reference, present employed, can accept position 15 
days’ notice, know cost, conversant with all-round 
duties, fast and accurate, go anywhere. 
Address “P. 56," care American Lumberman. 





Logging Ry. Equipment 


WANTED 
2 or 3 miles good 30 Ib. Steel Rails and 12 Log 
Cars. Will pay cash. 


Address “P. 72," care American Lumberman. 














Lumber and Shingles 


SOUTHERN OAK MILL OPERATORS 
Who would like to market industrial and shipyarg 





stock, write giving details as to capacity of mil] 
and class of lumber, also oak piling. Shipments 
both rail and water to the New York City metro. 
politan area. 

Address “P. 52,” care American Lumberman, 





EST. WHOLESALE Co. IN CINCINNATI 


Wants connections with reliable So. Hardwood Mfg. 
Know the trade and can sell all grades. 
Address ‘‘M. 73,” care American Lumberman 


WANTED RELIABLE HDWD. CONNECTION 
By thoroughly experienced hardwood 
covering Wisconsin Lake Shore. Know the trade, 
sell all grades. Commission basis. 

Address “R. 58,’’ care American Lumberman, 








salesman 





WANT TO HEAR FROM MILLS 


Who are in position to furnish maple furniture di- 
mension, both K/D finished and glued up and 
rough K/D and A/D. All rough 1x1x48 and up 
Beech, Birch and Maple, A/D. 

Address “‘K. 61,” care American Lumberman, 





WANTED QUOTATIONS 


On crate and box lumber. State what you have 
and best prices f. o. b. Burlington, Iowa. 


SAYRE CRATE AND BOX CO., Burlington, Iowa, 





COMMISSION SALESMAN 
On Walnut, Mahogany and other Hardwoods, also 
Veneer. Want to hear from firms that can ship 
on Grade and can meet competition. 
Address “R. 62,’ care American Lumberman. 


Second Hand Machinery 


WANTED 

Circular Mill Saw, solid tooth 
40 to 48 teeth, 7 or 8 guage. 
CONRAD LBR. CO., Conrad, Mont. 








52-inch or larget, 





WANTED WOODWORKING MACHINE 
For making Hot bed sash, 
ARTHUR V. LEY, 

912 Grant Place N. W., Washington, D. C. 





WANTED 
Box Board Printer 
Morgan or Hooper. 

B. R. MITCHELL, Mather, Wis. 


FOR SALE 
Lumber and Shingles 


10,000 FT. 6/4 HACKBERRY DRY 
200,000 ft. 6/4, 8/4, 10/4 Elm, Dry. 
40,000 ft, 6/4, 8/4 Hard Maple, Dry. 
60,000 ft. 6/4, 8/4, 10/4 Soft Maple, Dry. 
50,000 ft. 4/4, 6/4, 8/4 Mixed Oak, Dry. 
12,000 ft. 6/4, 8/4 White Ash, Dry. 
HAS. E. NEEL, Union City, 


One Merchantable 
cash. 


will pay 

















Ind. 





FOR SALE 100% LIVE TIMBER 
Northern Michigan White Cedar. 
Cedar Post, all size Tops—7’, 8’ and 10’. 
Cedar Ties, 7” and 8” up, hewn two sides. 
Cedar Poles, all size Tops—20’ and 25’ 
Cedar Rustic Stakes, 1”, 2” and 3”, 6’, 8’ 
Get our delivered prices. 

ARTHUR POCH LUMBER SALES. 

Rogers City, Michigan. 


and 10’. 


— 


OUR SPECIALTY IS HDWD. DIMENSION 


And solicit your inquiries for any sizes and woods 

to be cut to order for delivery during 1931, for 

shipment green or dry. Can take on large orders. 
Address “R. 52,” care American Lumberman. 


— 








FOR SALE 
One Carload %x1% Fourth Grade Oak Flooriné, 
3 feet and longer. What can you offer? 
WILLIAMS & VORIS LUMBER CO. 
Chattanooga, Tennessee 


—_—— 


MOTOR TRUCKS ARE IN DEMAND 
IN THE LUMBER INDUSTRY 
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